


Do You Want 


Industrial Savings? 





HE AUTOMATIC RECEIVING TELLER 
placed in factories, creates a strong and pro- 
ductive tie-up between the workingman and the bank. 
It is a direct and positive approach to that great 
uncultivated volume of savings—the industrial payroll. 


The accompanying illustration and endorsement 
introduce a new and simple method of reaching ‘out 
for the workingman’s savings. The AUTOMATIC 
RECEIVING TELLER relieves both the bank and 
factory management from burdensome detail in 

handling the deposits, yet at the same time appeals constantly to the saver for 
_ his spare pennies, nickels, dimes and quarters. 


The AUTOMATIC RECEIVING TELLER issues gummed savings receipts 
to paste upon folders, as shown in the illustration. 


The answer to the slogan “One dollar opens an account” because it makes the 
dollar possible through the medium of small coins. 


Begin now to develop industrial savings through the AUTOMATIC RECEIV- 
ING TELLER. : 





Aut 


American Banking Machine Corporation 
400 North Michigan Ave. 
CHICAGO 


District Sales Representatives at: 


Philadelphia St. Louis ' Buffalo New York Minneapolis 
Detroit Boston San Francisco Washington Indianapolis Tulsa Raleigh 
Cleveland Pittsburgh Milwaukee Portland, Ore. New Orleans 
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Winning New Investors on 
Victory Note Proceeds 


Bringing New Settlers to 
Idle Farm Lands 
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Loans and Discounts 
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SERVICE 


‘THs organization is composed of men familiar 

with conditions as they exit today in the rural 
districts of the States of Illinois and lowa; they 
have been in the country banking business and 
appreciate the necessity of a farm loan organiza- 
tion in this district developed along the lines of 
service to the borrower as well as from the stand- 
point of safety to the investor, and large enough 
and strong enough at all times to meet any un- 
usual demands which may be made. 


We realize the importance of prompt action on 
each application and of having the money in the 
hands of the borrower on the day it is wanted and 
we can daily pay out on large volumes of loans. 


The country banker, therefore, who makes a 
connection with this organization, has a decided 
advantage over his neighbor who may seek to 
place his loans elsewhere. 


CHICAGO JOINT STOCK LAND BANK 


formerly 


FIRST JOINT STOCK LAND BANK OF CHICAGO 


Capital and Reserves $3,000,000 Assets exceed $35,000,000 


Continental and Commercial Bank Building Valley National Bank Building 


Chicago, III. Des Moines, Iowa 


GUY HUSTON - - President RAY E. PICKREL - Vice President 
O. F. SCHEE - - Vice President J.E. HUSTON - - - Secretary 
ADDITIONAL LOAN OFFICES 


Frank L. Lyman, Ferguson Bldg., Springfield, Illinois 
R. L. Upton, lowa Bldg., - - - Sioux City, lowa 
B. E. Hakes, Perpetual Bldg., - Cedar Rapids, Iowa 
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A Bank Business Building Conference 


Beginning Monday morning July thirty-first, and extending through the entire 
week, there was held at the home offices of the Harvey Blodgett Company a con- 
ference of its executive, sales, service, and editorial staffs. 


Six days were given to the intensive study of bank and trust company business 
building plans. If there was ever a conference held at which the subjects of bank 
publicity and bank business building were discussed to better purpose, or more ex- 
haustively, we have never heard of it. 


Days were given to the discussion of the development of savings accounts, of 
trust advertising, of building the bank's commercial business, and other kindred 
topics. As may be readily imagined, after thirty-two earnest minded people who 
are making a life work of bank business building had come into conference, everyone 
went back to his duties with a keener sense of his responsibilities; and with a fuller 


understanding of the subjects of which the Harvey Blodgett Company represents 
the highest ideals. 


Several new series of bank literature, illustrated by famous artists, were shown 
to the salesmen and explained to them fully. 


A feature of this convention was a daily lecture by Mrs. Pauline Dunstan 
Belden on ‘‘Developing Personality’’. Mrs. Belden is well known to western banks, 
and has done excellent work among them. 


The court reporter who took the proceedings remarked, ‘I have taken hundreds 
of conventions, but I have never handled one composed of men and women who 
expressed themselves so well, or who showed such loyalty and eset concep- 
tion of the work in which they are engaged’. 


The Harvey Blodgett Company representatives are now back in their fields. 
As a result of this convention everyone feels better equipped to be of service to 
progressive bankers. 


HARVEY BLODGETT COMPANY 


Executive and Sales Offices: St. Paul. 


District Offices: Chicago New York Boston 
First National Bank Building West Forty-Third Street Old South Building 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 











28 Societies Operating and More Coming 
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HE remarkable growth of the Welfare Loan Societies, organized and operated by the Hawkins 

Mortgage Company, is a striking tribute to the inherent soundness of the Hawkins plan and the 

importance and value of the small loan business properly managed. The Welfare Loan Societies now 
doing business in 28 cities are demonstrating their economic worth. 


Upper left, exterior view of the Welfare Loan Society of New Albany, Ind.; below, interior view; center, exterior view, Welfare 
Loan Society of Lafayette, Ind.; upper right, interior view, Welfare Loan Society, Hamilton, O.; below, exterior view. The views here 
shown are typical of 25 other societies operating in different parts of the country. 


The Welfare Loan Societies are centrally situated in the 
heart of the business section in ground-floor locations 
that make them easily accessible. The interior arrange- 
ments provide the maximum of convenience and comfort 
for customers. Each Society is completely equipped with 
mechanical devices to ensure the transaction of business 


with prompt dispatch and accuracy at minimum cost. 
The Welfare Loan Societies are performing a helpful and 
valuable economic function because they offer financial 
assistance to thousands of worthy men and women who 
often cannot borrow at the commercial banks. Organized 
and operated in cities of 20,000 population and over. 


(Send for our latest catalog on Welfare Loan Societies) 


HAWKINS MORTGAGE CO. 


PORTLAND 
INDIANA 
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The splendid new home of the Exchange National Bank 
Pittsburgh, Pa. 


(To be occupied exclusively by the bank) 


Ts service rendered by the Weary and 

Alford Company includes the design 
and layout of the entire building and bank- 
ing quarters, with all structural, mechanical, 


electrical, vault and other engineering work. 


WEARY AND ALFORD COMPANY 
Bank and Office Buildings 


1923 Calumet Ave., Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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What Happened 


In your business yesterday? 





Do you know what went on in 
the nation’s financial and market 
center? Would you like to know 
the trend in raw material prices— 
in wholesale prices—in retail 
prices—for almost any line of 
business you can name? Keep 
in touch with the daily events 
in your own business—and get 
a clean, straightforward record 
of the day’s news all over the 
world—by reading the 


Chicago Journal of Commerce 


12 E.. GRAND AVENUE 
$1 month—$12 year 


SIMPLY FILL OUT AND MAIL THIS COUPON OR WRITE DEPT. P. 


The Chicago Journal of Commerce 


AND DAILY FINANCIAL TIMES 
12 E. Grand Ave., Chicago 





Date____ 


Please enter my name for__ _months’ subscription to The Chicago Journal of Commerce at your regular 
subscription rate of $1.00 monthly. 


DONE ee 





Address 


meeee:. 
FORM BM7 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 
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QUALITY AND SERVICE 
= Our Motto 





FIRST OLD STATE BANK, ELKHART, IND. 
K. M. Vitzthum & Co., Inc., Architects and Engineers 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 
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To All 
Banking Institutions 


This Better Poster Service 


ROMINENT bankers in scores of American 
cities are opening up new business possibilities 
with this new series of bank posters. 


Commercial Banking and Savings are the two 
divisions of the business that have been expertly 
treated in twelve impressive designs. Six posters 
deal with each division. 


Beautifully lithographed, each poster is a facsimile 
of the work of a famous artist and an expert out- 
door specialist. 


This series of attractive business building posters, 
costing thousands in their production, are available 
for display in your city over your name at a very 
moderate investment. 


For complete particulars write to 


MERCHANDISING POSTER 
DEPARTMENT 





Harrison, Loomis and Congress Streets 


CHICAGO, ILLINOIS 
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Lee, Higginson & Co. 


Established 1848 


Boston The Rookery New York 


Chicago 


Investment Securities 


Foreign Exchange Letters of Credit 


Members of Principal Exchanges 


List of short term securities furnished on request 


fret i MOMENI 
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WINNING NEW INVESTORS ON 
VICTORY NOTE PROCEEDS 


Huge sums will be paid out by the government 
in the present fiscal year—These funds should 
be converted into new securities and savings 


RACTICALLY  $4,440,000,000 in 

short-dated government securities 
will be paid out to investors all over the 
country within the current fiscal year. 

This figure, taken from reports by 
Secretary of the Treasury Mellon, was 
arrived at as follows: 

There was $1,900,000 in Victory Bonds 
outstanding on June 30, 1922. This 
arbitrary date and sum are named be- 
cause the activities of the government in 
buying up Victory Bonds in small 
amounts have reduced this figure to a 
small extent since. About one half of this 
amount will mature on December 15, 
1922, and about one half will mature on 
May 20, 1923. 

On January 1, 1923, $625,000,000 
War Savings Certificates will mature. 

At various times in the year $1,825,- 
000,000 of Treasury certificates will 
come due. 

According to Secretary Mellon, the 
Victory Bonds and the War Savings 
Certificates were originally held mainly 
by small investors. The Treasury cer- 
tificates were distributed among both 
large and small investors. 

What are the small investors going 
to do with their mammoth share of the 
$4,440,000,000? 

This question is addressed to bankers. 
To the bankers also may be addressed 
the homely slogan: “How are they 
going to know, if you don’t tell them?” 

The “sharks” are always with us. No 
wide-awake bank needs to be told that 
many a dollar in the savings account, or 
invested in sound securities, has been 
wrested from the teeth of hungry Ponzis. 
On the other hand, how many of the 
dollars represented in Victory Bond 
holdings was taken from the amusement 
palaces, from the dress emporiums, 
from wasteful living? The flags and 
trumpets and the patriotic appeal of 


By J. FRANKLIN LEWIS 


the war days made investors of many 
who do not visualize production as the 
goal of their money. 

It is up to the banks to try now to 
reach the great part of the public who 
are not among their customers, or even 
their customers’ competitors. How this 
is to be done best each bank must decide 
for itself. Of course advertising is 
the primary way to reach the public. 
The government, as most bankers know, 
has been conducting an advertising 
campaign aimed at the present holders 
of government securities, in the The 
Saturday Evening Post and the Liter- 
ary Digest, offering U. S. Treasury 
Certificates at 44% per cent. That this 
campaign should have been spread to 
the newspapers has been suggested by 
many bankers. Suffice it to say that the 
same people who were buttonholed at 
street-corners, who were addressed at 
theaters and movie shows, who were 
talked to by their employers, and who 
where shouted to from every pulpit and 
speaker platform during the flotation of 
the government loans, must be reached. 

Broadly speaking, there are three 
classes of holders of these securities, at 
whom investment propaganda may now 
be directed: 

The investor who bought government 
paper as a patriotic obligation and 
wants to put his money to work to earn 
a better income. 

The man whose bonds mature and who 
doesn’t know what to do with the money 
right now, and may let it slip through 
his fingers to no purpose at all. 

The man who is buying new govern- 
ment securities and has no place to 
keep them. 

It has been often said that the best 
field that a bank has is the cultivation of 
its own customers. This rule is based 
on the supposition that those who are 


11 


already customers of the bank have 
funds and are interested in financial 
dealings. Many banks have interpreted 
this rule to the extent of cultivating the 
customers of other banks for the same 
reasons. It is always a difficult thing 
to enlist new customers to the cause of 
banking—and often not a _ profitable 
thing. Small checking accounts have 
been greatly discredited as new material, 
and even the savings account that starts 
with the best of intentions and small 
capital, may prove a liability. 

Peculiar to this situation is an oppor- 
tunity to attract new customers that 
has never come before and may never 
come again. 

However, a new problem rises here: 

The banks may find themselves 
between the horns of a dilemma. If 
they get the customers, they may find 
themselves at a loss to supply the right 
bonds. Recently, the bond market has 
been so active that high grade seeur- 
ities are snapped up the very hour they 
are offered and the advertisements 
about the issue go out merely as a 
matter of form. 

Particularly it has been difficult to 
get these bonds in small denominations. 
This is due to definite reasons. The. 
margin of profit on high grade bonds 
is so narrow that they will not carry the 
expense of sale to many investors in 
small denominations. Of course many 
big organizations have been built up 
that specialized in reaching the small 
investor, and they have made money. 
But they have been able to make money 
because the margin of profit on most of 
their bonds has been large enough so 
that they could carry them in smaller 
denominations. Today, the mortgagee 
is not willing to pay the high rate of 
interest that prevailed two years ago 
because money is easier, and because 
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the market for bonds has naturally 
widened. 

That puts the small investor, and 
through him, the bank or the investment 
house, in a quandary. Considering 
that the man who has government bonds 
maturing is a convert to investment, and 
wants a higher rate of interest, what 
can the banks give him to invest in? 

It may be that in high grade secu- 
rities it will be necessary to charge more 
for a $100 bond in order to supply the 
small investor. 

I stress the so-called “high grade” 
securities, because I believe that this is 
what the small investor will demand. 
One must realize the psychology of the 
small investor, which is so apparent to 
the average banker and dealer in in- 
vestment securities, that I believe there 
will be no argument with my premise. 

If the average small investor buys 
a conservative investment, he buys the 
reputation of the house. He demands 
securities familiar to him, and names 
about which he has no shadow of a 
doubt. 

If he does not buy the conservative 
investment, he buys a high interest rate 
and pretty pictures. Here, of course 
is where the “blue sky” promoters get 
in their work. 

What are the banks going to offer 
this investor? 

Of course we know that there are 
hundreds, perhaps thousands of bonds 
that this hypothetical citizen has not 
heard of, yet which pass the scrutiny 
of the conservative banker as_ safe 
“risks.” No banker would eare to as- 
sume actual liability for every bond he 
sponsors, but. he should be able to stand 
morally behind the issue he recom- 
mends. Taking care of an issue after 
it is put out on the market is just as 
important as the original examination 
of conditions at the time of the flota- 
tion, in order to give the banker this 
sense of moral responsibility. Ap- 
praisals, from the point of view that 
they show the actual working capacity 
and mechanical efficiency of the fixed 
assets through the years, are important 
in this connection, since book figures in 
themselves may show an alarming de- 
preciation where in reality no cause for 
alarm exists. 

Thus a protective committee, formed 
for the purpose of “taking care” of the 
issue, observing the progress of the 
company, would still the fears of the 
unaccustomed investor, and react to 
the benefit of the bank or investment 
house. 

Of course investors must be educated 
to the value of such measures before the 
mortgagee and the banker ean profit. 
This is part of the realization the banker 
must have at this time in order to en- 
list the soldiers of emotion who sprang 
to the government’s aid in war-time, to 
the cause of sane investment. Invest- 
ors should be taught that the desirabil- 


ity of a purchase should be governed by 
these two factors—reputation of the 
house, and care of. the issue—as well 
as the security of the issue on a certain 
date. 

Then of course the banker need not 
be told that he can use these $100 
amounts and $500 amounts in his sav- 
ings deposits. In the larger denomina- 
tion, particularly, the tendency on the 
part of the investor may be to earn 
more money than the 3 per cent savings 
interest. Still, the investor may not be 
ready to choose the form in which his 
money will be put to work. How about 
a series of advertisements inviting the 
holder of government securities that 
are maturing to deposit his money in a 
savings account until he is ready to put 
it to best use? Such advertisements 
should also stress the readiness of the 
banker to advise with prospective in- 
vestors on the security of issues. In 
this connection should be mentioned the 
splendid advertisements used in a series 
by Milwaukee banks, with the slogan: 
“Investigate Before You Invest,” putting 
the facilities of the bank at the disposal 
of customers and non-customers alike. 

While this is constructive thrift and 
investment propaganda, it is linked 
with the work of warning the public. 
Cleveland banks, and The First Na- 
tional Bank of Detroit have issued 
serial advertisements warning against 
“Wild Cat” securities. It may be men- 
tioned that the Chicago Association of 
Commerce has recently opened a special 
department for investigating and fight- 
ing the investment swindlers of Illinois, 
and that the Savings Bank Section of 
the American Bankers Association has 
compiled a great deal of material which 
will aid banks in getting statisties on 
the subject of disappearing money. 

The banker, as previously mentioned, 
should advertise his vaults as a neces- 
sity to those who are reinvesting in 
government securities and other secu- 
rities. And he should realize that now 
is the time for bankers and investment 
houses to get behind issues with com 
mittees for protection and to get this 
fact to the investing public. Then, too, 
something should be done to put se- 
curities of the highest grade within the 
reach of the timid small investor as a 
desirable stepping stone to future in- 
vesting activities on his part. Of course 
the United States Government is offer- 
ing U. S. Treasury certificates in de- 
nominations of $20, $80 and $100. Is 
this to be the small investor’s lone 
choice? 

As one banker put it: Will the 
banks let the government do it all? 

Many believe that the time is ripe 
for advertising and publicity campaigns. 
While publicity may not be the single 
method in every day business life, and 
may not be depended upon solely as the 
source of new business, it must be remem- 
bered that it was publicity that made 


the Salvation Army doughnut famous; 
it was publicity that put over the Liberty 
loan campaigns, and it was publicity that 
brought to the public eye causes, relig- 
ious, financial, patriotic, too numerous 
to mention. The newspapers will un- 
doubtedly help if they are approached 
in the correct manner, especially in 
conjunction with legitimate advertising 
campaigns. The salvation of these bil- 
lions of dollars should be of great con- 
cern to every newspaper. 

It has been suggested by experts that 
early fall is not too soon to start cam- 
paigns to interest holders of bonds, and 
the campaign should last until the final 
closing date, December 15. The adver- 
tising should be combined with any sue- 
cessful plan the bank has found of 
reaching people in its community.  Di- 
rect-by-mail campaigns to logical pros- 
pects (such as the parents and close 
relatives of boys in service during the 
war), window and lobby displays, and 
verbal reminders to eustomers, should 
be used. , 

Advertisements announcing the re- 
demption will not be amiss, for while 
bond holders know that their bonds will 
be redeemed, many are ignorant of the 
exact date. It should be plainly stated 
that Victory Notes marked with the 
letters A, B, C, D, E, and F will be re- 
deemed on the next interest date, De- 
eember 15, according to the recent’ de- 
cision of the United States Government. 
Victory Notes bearing the letters G, H, 
I, J, K and L will be redeemed at ma- 
turity next May. 


It should be pointed out to the holder 
of the bonds that even though their 
bond may hold additional coupons be- 
yond the date on which their bond is 
called for payment, these will not be 
honored by the Government after the 
dates named. Any bonds outstanding 
after these dates will cease to bear 
interest. 

The bank advertisement should point 
out that its facilities make it possible 
for the citizen, whether a customer or 
not, to eall at the bank and receive full 
payment. An advertisement of this 
kind, cordially worded, will bring the 
eustomer into the bank, where special 
provisions should be made for the re- 
demption so that the stranger in the 


bank should feel at home and that he: 


is not imposing on a busy teller for 
something that does not really belong 
to the bank’s business. A_ specially 
trained and affable employe might do a 
great deal even at this point to influence 
the owner of the bond to entrust the 
money to the care of the bank until he 
knows what he wants to do with it. 

It has been estimated that 12,000,000 
people will receive cash from the Victory 
bonds alone. The average holding is 
$160. The redemption should be a 
profitable source of new business for 
the banks. 
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BRINGING NEW SETTLERS TO 
YOUR IDLE FARM LAND 


A Montana bank tries a new twist in the 
co-operative movement in order to stim- 
ulate agriculture and encourage the farmers : 


BANK in Montana has come to 

bat with a brand new idea on the 
increasingly important tendency of co- 
operative marketing. This bank is 
basing its appeal on the land rather 
than on commodities. The method it 
is employing is calculated to bring new 
settlers into the community and to 
provide them with land on an attractive 
basis. 

The co-operative movement has al- 
ready demonstrated its effectiveness as 
a means of helping the farmer in the 
distribution of farm products and in 
the purchase of commodities not obtain- 
able on the farm. And, wherever it 
has been tried, it has fortified agricul- 
tural credits and thus strengthened the 
banker. In various sections of the 
country co-operative associations are 
actually paying dividends to the farmer 
and at the same time simplifying the 
problem of getting the farm products 
to market at a profit. 

The history of a large number of co- 
operative creamery associations, grain 
associations and similar organizations, 
indicates the advantages to be obtained 
when the farmers band together and 
get the recognition of the banks of the 
community in the prosecution of sys- 
tematic distributing and buying prac- 
tices. 

Now, the step taken by this bank in 
Montana introduces a new angle in co- 
operative marketing because it actually 
seeks to increase the production of the 
land. In Montana, as in many other 
sections of the country, there is a great 
deal of idle but fertile land. Often 
this land comes under the control of 
real estate speculators, whose main 
object, of course, is the sale of the land 
at a profit. After the sale is made, 
the interest of the real estate agent 
usually ceases and unless the new settler 
receives encouragement of some sort 
from the community, his lot is often a 
hard one. 

This Montana bank believes there will 
be mutual advantages in the plan to be 
described here. In discussing it, G. A 
Briebach, vice-president of the Farmers 
State Bank, says: 


“T had read so much of help to farm- 
ers through co-operative marketing 
of their products that, in thinking 
the matter over, I concluded that 
first of all the farmer must have good 
land at a very fair price. Montana 


By CLAUDE V. BAKER 


has probably suffered more from real 
estate agents than in any other way. 
It seemed to me that the bank could 
give better services in an honest way 
at less cost.” 

It was decided that the bank need 
not await the rather uncommon possibil- 
ity of new farmers moving into Shields 




































Valley (the district in which the bank 
is situated), but to make the campaign 
active. The bank, in its plans for real 
community benefit would use methods 
at least as active as those of the average 
real estate promoter who acts for his 
own gain. 
(Continued on page 36) 
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Farmers State Bank of Wilsall, Montana, organizes a Christmas Commission Club 
and invites you to become a member. Urge your neighbor to join with you. 
Look at the southeast corner of this page. Read, -sign, mail application. 

No matter where your friends live they will be More people will bring prosperit: 
ae to hear from you. They will be interested to ie Since 
naw Date hort Oe ee eee otis ob community four farm would 
to Lat lente soles Hees eer coment double in value; your town, Wilsall, would be three 
wrote you that - san =n ‘or a new location, times as large, and i oa ‘bank, this bank, would 
would you hesitate to recommend your valley? grow with you and those who come? 
Opportunities do notcome only as you attractthem. More than 400,000 acres of the Shields River 
: : Valley land is tributary to Wilsall. This land is 
Home-seekers are coming to Montana this year. ted in th 
The railroads offer redu d freight situated in the northern of Park and Gallatin 
— Let’ x han a oe teen ‘the reig! counties, between the Gallatin Valley and the 
a the Shi lds Ri Vall can en eaten Judith Basin, the Yellowstone and Glacier National 
> om the erthere Pacific ee i omene =, It is cmmeunaye by benatifel _ "-capped 
mountain ranges wai y streams. 7 
All over the world people are waiting for pros- Think of the capital and convenience of being the best (3) 
perez to come back. Why should we, in the watered valley in Montana, oe either a mountain stream 
Shields River Valley, wait? - or a spring on every section of land. 
[oo too Hot in : an Sedna nor | The Land of he Abundance of Pure Mountain | 
too [ne the Winter { Opportunity Air and Water Is Always Here 
eens sane aaa 
Your Answer eoentae ars The Markets 
to the following questions proves the value of the soil: nr - nee oor ’ 

. —| 0 miles 
hare con beter lh ce be and? sous; Spokane wed Minneapolis 
Where can better beet cate bo veined” Cheese a Montana. 

Where can bet! ? Lumber— 
Where can bettct poultry be raised? ried something to weil ach wesk | Conl—Locally 
br ener wheat as Se tow seus Ge tnd wa We a tee eto ee Valley, in southern Mon 
Shore ean better ents bo cal” Sect Gnas Ske Guin 
Where can better rye be raised” worth. The pioneering days are Good fishing Good hunting Good roads 
Laat can ae es — a a —, a oe and beautiful pleasure trips worth while 
can cr cabbage be rai » 
Where. can better strawberries be raised’ — will gladly show those as nai too ee 
Where ps ae arena a prepnaedien diag tend colle No cyclones No hog cholera _ livestock diseases 
Our oil land prospects will be proven this year. Two You can tell your friends irri- a me .gras stom 
large companies have signed contracts to develop the gated, non-irrigated. grazing and Again we say, the Shields River Valley tributary to 
ae field and others are ve Cannone — is the best wotered valley in Montana. ; 

(S$) f= - =i |] sere. The terms are easy. Don't SS poate ¢$) 
|| Some Yeow “We Have Early | | ESXi Sp uwcueen | ‘The Sun Shines Dering the ie i 
| Frosts. So Do They in California | | Read the | mer and Winter and Sets in a | 
and Florida | | Application Blaze of Glory | 
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Let Us Be United in This Effort 

| Don’t depend on your friends to do your writing for you. They do not 

know your friends. Don’t be a can't-er—be acan-er. It costs you nothing to 
try. The try must be made first. You can think of three or more friends to 
write to, They will tell or write three or more friends that you said so and so 
about your country and then it becomes an endless chain. We ore all gowips In 
1920 you told your friends you were hard up and they told others you said so. 
In 1921 they told you they were hard up and you told others they said so. You 
told them the truth then. Now tell them the truth about the Shields River 
valley. It is the best land we know and we had to travel to get here. 

The truth is easy to write. Write it. 

Through experience, better work, more thought, economy and determina- 
tion you have succeeded in living honorably through the worst agricultural panic 
this country has ever known, You will succeed in the future. Sy delng joer 
vart in this community work you will help your neighbor, your friend, yourself. 

You have read this. Now study it, then act. 

You see merit in this unique Adversity draws us closer together. 
Verhaps never again will we all feel like giving or have so much to give as right 

i now. This Bank will give each member of the Club a valuable Christmas present. 
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A SIMPLE METHOD OF HANDLING 





LOANS AND DISCOUNTS 


Records used by Michigan bank suggest valu- 
able idea for all banks in regulating important 


INCE the loan and discount depart- 

ment is the chief source of revenue, 
the presentation of methods that make 
for an improvement in this department 
usually touches a responsive chord in the 
banker. 

The loan and discount system des- 
cribed here has been used successfully 
by the Old National Bank of Battle 
Creek, Michigan. 

When this method was first presented 
to the bank, it seemed, as it may seem 
to others, a radical departure from the 
old way of doing things. But its growth 
in favor indicates its value and adapt- 
ability to banks big or little seeking 
simplification and accuracy in this de- 
partment. 

This system should be particularly 
attractive to those whose experience has 
taught them the importance and ad- 
vantages of the liability ledger and 
other supporting records in handling 
their notes. With this plan, while 
making one detailed entry of each note 
on the register, the other records are 
automatically made. This saves much 
time otherwise required in copying and 
posting and prevents errors that are 
made most frequently when much hand- 
ling and copying is necessary. 

Let us now consider the detail of the 
records provided and the process of 
creating and maintaining them. The 
rianifold set of discount blanks used 
by this Michigan bank consists of five 
sheets printed on buff, green, white, 
blue and yellow paper. The original 
sheet is the discount register and the 
four copies are the maker’s liability, 
note notice, maturity tickler and en- 
dorser’s liability sheets respectively. 

The full sized set shown in Figure II 
is 21 inches long by 8 inches wide. 
There are five identical forms printed 
on each full size sheet. These five 
forms are consecutively numbered in 
quintuplicate from top to bottom of the 
form. Thus five separate notes are re- 
corded after inserting the set in the 
ordinary standard typewriter which is 
used for this work. 

The complete set is wire stapled 
through a one inch perforated stub at 
the top of the form. This makes the 
forms much easier to handle and holds 
the several sheets in place so that 
proper registration of all carbon copies 
with the original is insured. 

The original or discount register is 


branch 


of the business at reduced 








By DAVID A. HOUSEHOLDER 


Manager, Bank Service Dept., Baker-Vawter Company 


perforated across at the top only be- 
cause it is filed in the full size sheet in 
a suitable loose leaf binder. All entries 
are thus kept in strict numerical order 
for reference. And at the same time 
this book forms the complete daily 
journal of loans and discounts entered. 

The liability, tickler and notice copies 
are so perforated as to tear apart for 
separate filing in card size cabinet 
drawers. The liability and_ tickler 
sheets tear out four by six inches and 
the note notice three and quarter by six 
inches. The latter is designed both as to 


size and arrangement for use in window 
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show that all detailed description of 
items usually desirable may be recorded. 
This refers to names of makers, en- 
dorsers, discounters and description of 
collaterals, as well as date, time, rate, 
maturity, amount, ete., of each item. 

Usually at 1:30 P. M. each day the 
clerk begins writing up the notes. 
Shortly after 3 P. M., the closing hour, 
all notes have been entered. 

After all notes have been recorded, 
a total footing of the discount register 
sheets is taken and checked with the 
total of new notes which have been 
listed and footed by the note teller on 
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NOTE FOR THE ABOVE AMOUNT IS DUE ON 


THE UPPER LEFT HAND CORNER. 
THE DATE GIVEN 1 THE UrrETER YOUR PROMPT AT- 


TENTION. 


Ee. M. MARVIN, 
CASHIER 


AL BANK, Battle Creek, Mich. 









Above liability card which shows the condition of the accounts of active borrowers. 


This card fits into an envelope, which is outlined above. At the bottom is shown the note notice 


which is designed for use in window envelopes. 


envelopes thus saving the usual address- 
ing operation when mailing them. 
(Figure I.) 

In this bank, all notes whether local 
discounts, trade bills, collateral or other 
over-the-counter loans, are received by 
and entered on the books through the 
discount department. 

A glance at the forms illustrated will 





his blotter. One general debit ticket 
is then prepared and put through to 
the general books. This is, of course, the 
total of all individual debits included 
in the day’s write-up. 

The other forms of the set are after- 
wards separated for the systematic 
plan of filing them. The discount re- 
gister sheets are placed in consecutive 
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order in the register binder previously 
mentioned. Card drawers in a steel 
filing cabinet are ready to receive the 
other copies. 

The direct or maker’s liability copies 
are filed alphabetically by makers’ 
names. This file is provided with a 
properly subdivided set of index guides. 
The endorser copies are likewise alpha- 
betically filed by names of endorsers 
or discounters. 

The liability copies of active names, 
either makers, endorsers, or discounters, 
are kept in individual name folders as 
shown in Figure I. These folders 
are also used to hold the copies repre- 
senting obligations of officers, directors 
and stock holders. Required informa- 
tion is thus quickly available for sched- 
ules on reports. 

Attention is also directed to the liabil- 
ity card illustrated in Figure I. This 
line card is used for carrying the liabil- 
ity balances of active borrowers or dis- 





E. M. MARVIN 


Mr. Marvin, cashier of the Old National Bank, 
Battle Creek, Michigan, advocates the loans 
and discounts system described here. 


counters. It is used also for total 
balances of officers and _ directors. 
These amounts are instantly available 
when wanted without recapping the in- 
dividual slips. It is customary to use 
one card for the direct liability and 
another for the indirect liability where 


a given name must be listed under both 
classes. 


The maturity tickler copies are filed 
by due date of each note. The file 
containing this due date tickler is 
provided with month and day index 
guides. Guides are also provided for 
due, past due and demand paper. 

The note notice copies are filed by 
due date in a separate file similarly 
indexed. It is the custom for the clerk 
to work four or five days ahead of 


actual due dates in mailing the notices. 

At the time trade bills (bills payable 
out of town) are entered and filed, the 
note notice copies of these are ad- 
vanced several days so that such notes 
may be forwarded for collection in 
ample time. 
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As eredits are made (notes in full or 
in part) the amounts are entered on the 
blotter and afterwards checked with 
the tickler slips of notes which have 
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Fig. Il. Specimens from the manifold set of discount blanks that are used effectively in 


taking care of the loans and discounts. 


A discount department blotter is used 
by the note teller upon which is entered 
all individual credits representing both 
full and partial payments of notes. 
The total of this blotter is balanced 
daily with the cash receipts and the 
total credit figure for the general books 
is thus obtained. 


been previously taken from the matur- 
ity file for this day and arranged in 
alphabetical order. One bunch of 
tickler sheets thus assembled represents 
all notes that are due or past due. 
Partial payments which are first en- 
tered on the teller’s blotter are later 
(Continued on page 32) 
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WO years ago just as many people 

passed the entrance to the First 
Wisconsin Trust Co, each day at the 
corner of East Water and Wisconsin 
streets, Milwaukee, as to-day. But until 
a certain thing happened, not one out 
of a hundred knew that there was a 
bank on this particular spot. 

When young Steve Thorning, just 
graduated from dental school, followed 
a “hunch” and made himself a life job, 
he also taught a dignified board of di- 
rectors, each member old enough to be 
his father, how to get savings accounts 
by the wholesale, and helped to make 
the First Wisconsin Trust one of the 
best known savings banks in the State 
of Wisconsin. 

The year 1920, following the signing of 
the armistice, it will be remembered, 
was not prolific of industrial expan- 
sion. No more did it offer a variety 
of good positions for young University 
graduates. In the latter class was 
Stephen C. Thorning, Dental School, 
Marquette, 1920. 

Thorning, due to the interruption of 
having been in service, had completed 
his course after his regular class, and 
was waiting to take his state examina- 
tions prior to opening an office. One 
day he strolled into the First Wisconsin 
Trust and asked Vice-President Fred 
C. Best for a job. 

“Sorry, but we haven’t a thing,” said 
Mr. Best. “You know we must take 
eare of our old boys who are returning 
every day and business is not all that 
it should be.” 

“That’s just why you need me,” said 
the young dentist, “I can get the bus- 
iness. If I can’t, I don’t want a cent 
for myself. But I have a definite plan 
to work by, which will cost little money. 
T have brought my proposition to you 
first because it will work for you better 
than for any bank I know of.” 

“What’s your plan, young man?” 
asked Mr. Best. 

“Just this,’ answered Thorning. 
“Take out that big stained glass to the 
left of your entrance down stairs and 
put in a real display window. Then 
offer the use of the space to the biggest 
concerns in town for weekly exhibits of 
their products.” 

“Never heard of such a thing, young 
man. That would cost a lot of money 
and besides we are after savings ac- 
counts, not checking business.” 
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WINDOW DISPLAYS THAT BROUGHT 
IN 8,000 NEW ACCOUNTS 


How a Wisconsin bank has capitalized the industrial 
activity of the community as a means of getting quick 
recognition from the people who pass the bank 


By CLIFF F. WOODS 


“Wait a minute,” continued the 
young man, “That window would be 
worth considerable to any firm in the 
country. All I want from the manu- 
facturer or big business houses that will 
use it, is permission to solicit savings 
accounts from their employes and a 
little co-operation. If the employes see 
that this bank is taking an interest in 
the product which they are making, 
they will be glad to place their savings 
here.” 

The big banker could not see the idea 
with the same enthusiasm as the student. 
He had never heard of giving over the 
window space of a dignified bank to the 
display of shoes, stockings or machinery 
and there was no guarantee that the 
money invested in rebuilding the window 
would pay dividends. 

Finally, after taking up the proposi- 
tion with the board of directors Vice- 
President Best agreed to build the dis- 
play window if young Thorning could 
bring in the space reservations of at 
least 20 representative business con- 
cerns and secure their promises of co- 
operation in soliciting their employes’ 
savings accounts. 

“That was the easiest part of it,” 
said Stephen C. Thorning, now ad- 
vertising and business manager of the 
First Wisconsin Trust Company. “I 
had already sounded several advertising 
and sales managers on the proposition 
of displaying their products down town 
and all were agreed that this particular 
location was one of the best in the city.” 

“We later found by actual count that 
over 200,000 people pass the entrance 
to this bank each week on the six work- 
ing days between the hours of 8:30 
A. M. to 5:30 P. M. The window cost 
in the neighborhood of $5,000 to put in 
and before it was completed a jeweler 
two blocks distant had offered that 
much for a year’s rental for a sign 
board in it alone. 

One of the first: concerns to use the 
First Wisconsin Trust street window 
was the Palm Olive Company. This 
company is noted for its beautiful 
window displays which it regards as 
one of the most important divisions 
of its tremendous advertising campaigns. 

When the bank officials saw the 
artistic window displaying “Milwaukee 
Made” goods set off with original paint- 
ings of Egyptian beauties in the back- 
ground as well as one of a bright Amer- 


ican youngster holding a bank book 
with an appealing caption “That 
Youngster of Yours” in the very center, 
they were “sold” on the idea for all 
time. 

This window was the direct cause of 
256 new savings accounts among Palm 
Olive employes coming to the First Wis- 
consin Trust Co. Young Thorning ob- 
tained permission to talk to the em- 
ployes of this and other plants during 
the noon hours on the subject of thrift 
and later was on hand each pay day 
with receiving tellers and bank books 
to open accounts and receive deposits. 

Every week the bank window was 
changed completely. Following Palm 
Olive products came Phoenix and Hole- 
proof hosiery with beautiful windows. 
Each concern dressed its own window 
and each vied with its predecessor to 
make a more attractive display. In the 
meantime the savings accounts con- 
tinued to come in at the rate of from 
100 to 300 according to the number of 
employes of each concern. 

The Allis-Chalmers Company, largest 
manufacturers of heavy machinery in 
the world and whose plants are located 
on the outskirts of Milwaukee was the 
source of several hundred new accounts. 
The Chain Belt Company, manufactur- 
ers of road making machinery, had a 
good window and contributed its share 
of new business. 

The Heil Company, manufacturers of 
truck hoists and dumps, _ showed 
a miniature truck in their window and 
offered cash prizes among their em- 
ployes for the largest savings accounts. 
Their window was also the means of 
securing a highly valuable foreign sales 
agent in Sweden, who happened to be 
visiting in Milwaukee during the time 
of the display. 

The Monroe Calculating Machine 
Company had an operator in_ its 
window who counted the number of 
passersby between 8:30 in the morning 
until 5:30 in the afternoon. The 
total each day was posted on a 
bulletin and showed some interesting 
figures. 

Gimbel Brothers, a-large department 
store, although having its own windows 
on the principal shopping street of the 
city, was glad to use the bank window to 
demonstrate a comparison of the de- 
crease in the cost of food over a year 
previous. This firm further co-operated 
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with the bank by offering savings aec- 


‘counts to its patrons who purchased $1 


or over worth of goods during a sale. 
The new accounts, which cost the bank 
50 cents each, were well over 1000 in 
number and continued to be opened 
many months after the sale. 

The Wisconsin Telephone Company 
showed a “live” window with a girl at 
a switchboard. The Johnston Candy 
Company, the Gridley Dairy Company 
and the Carpenter Baking Company 
furnished appetizing displays. 

The Pfister and Vogel Leather Com- 
pany, one of the Jargest tanneries in 
the world, the Monarch Manufacturing 
Company, makers of heavy coats, and 
the Wadhams Oil Company all had fine 
displays and their employes opened 
a number of new accounts. 

Even the local Y. M. C. A., the 
Public Library, a magazine circulator, 
a theater and an aeroplane manufacturer 
had individual windows and co-operated 
in the campaign for new savings ac- 
eounts. The Y. M. C. A. played up 
health and savings as the two vital ne- 
cessities and the Publie Library ex- 
hibited books on thrift. 

“T’ve never seen the business yet,” 
says young Mr. Thorning, “that can’t 
be helped through good window dis- 
plays and thrift promotion among its 
employes. As for ourselves we have 
added over 8000 new savings accounts 
through our one window on an original 
investment of $5000. Other banks 
which already have good windows can 
do it without any investment.” 

About the same time that the First 
Wisconsin Trust Co., began its window 
campaign in Milwaukee, another insti- 
tution in the same city came to realize 
that it had a valuable window which 
might have possibilities. 

Elmer E. Curtis, a young man from 
the University of Wisconsin, had just 
been promoted to the position of mer- 
chandising manager of the advertising 
department of the Wisconsin News. 
During his earlier career Curtis had 
been a grocery salesman and was a 
great believer in windows. 

One of his first moves was to offer 
the use of the big front street floor 
window of the Wisconsin News, oppo- 
site the old Hotel Pfister on Wisconsin 
street, to prominent national advertisers 
and agencies for a one week’s display 
as part of a general plan of advertising 
and securing dealer distribution in Mil- 
waukee. 

“Of all the different phases of our 
merchandising helps for national ad- 
vertisers, this big window, strange to 
say is the most popular with sales 
managers,” says Mr. Curtis. “It seems 
to be something tangible which they 
are eager to take advantage of and our 
window is scheduled often three months 
in advance.” 

Among national advertisers who have 
shown displays in the Wisconsin News’ 


window during the past few months are 
the Heinz Co., Palm Olive and Lever 
Brothers, manufacturers of Lux and 
Lifebuoy soaps, The Durham Duplex 
Razor Co., Remington Typewriter, the 
Aluminum Products Co., Pepsodent 
Tooth Paste Co., and Dean’s Cough 
Drops, Chesterfield, Fatima and Clown 
cigarettes., Kellogg’s Corn Flakes, the 
U. S. and Goodrich Tires and several 
smaller concerns. 


The above 
pocosgente wit 


with only a small card displayed whieh 
reads “Only High Grade Products Are 
Displayed in This Window—Read About 
Them in The Wisconsin News.” 

Asked if he could place a definite 
value upon his window with especial 
reference to the securing of new bus- 
iness, Mr. Curtis said: “Of course this 
window is only one cog in our mer- 
chandising wheel in Milwaukee and Wis- 
consin which has helped to run up our 





hotographs show how the First Wisconsin Trust Company combined thrift 
displays featuring some local industry. To the right, at the top, is a display 
y_ a local department store showing what $22.50, the price of 100 
will buy today. Below to the left is an eye-filling show of hosi 


unds of sugar a year ago, 
.- Center, right, is a calculatin 


machine demonstration. The oval, left, shows a window used “te Milwaukee bond house, an 
s 


at the bottom, right, is a health exhibit by the local Y. M.C.A. 


and some savings material. 


Each concern dresses its own window 
and often builds special sets for this 
particular space. Unlike the windows 


of the First Wisconsin Trust Company 
which usually convey the idea of a co- 
operative campaign of advertising and 
savings, the Wisconsin News window is 
given over entirely to -the advertiser 


owing a miniature gymnasium 


foreign advertising lineage several hun- 
dred thousand lines during the past year, 
but its greatest value I should say is that 
it puts us in contact with sales and 
advertising managers at the very time 
that a campaign is being considered 
for our territory. Any live manager 
(Continued on page 66) 



























BANKERS MONTHLY for SEPTEMBER, 1922 


EXCHANGES THAT BROUGHT WEALTH 


TO BANKS AND FARMERS 


In the Eastern Shore District of Virginia co-operative selling spelled 
prosperity—It made collections sure, eliminated the middleman, 
got fair prices, helped the farmers, and strengthened the banks 


HE story of two of the richest agri- 


cultural counties in the United 
States is one which every banker should 
know. It is a tale of banker and farmer 
co-operation, and it undoubtedly will 
be of service to many bankers during the 
next few years. 

During this period bankers are going 
to be ealled upon to help the farmers’ 
co-operative marketing movement now 
spreading over the country. As I see it, 
this service will come mainly in the 
loaning of money, although the smaller 
organizations will have bankers help 
them with their accounts. The trend 
in organization at this time is toward 
groups or exchanges, with the small or 
loeal associations as members. 

This plan enables the farmers to ac- 
complish bigger things, since they can 


hire expert help, and get the widest. 


distribution of their products. Such 
a business ealls for financing, and here 
is where bankers will. be asked to do 
their bit. Undoubtedly many will help; 
others will refuse. Because of this I 
want to tell the experience of the banks 
and farmers in the Eastern Shore dis- 
trict of Virginia. And, by comparing 
them with conditions across the line in 
Maryland, I can give a mighty good 
comparison of what co-operative mar- 
keting means to farmers who are op- 
pressed by local buyers. 

An imaginary state line, in this in- 
stance, provides a wonderful show. It 
reveals prosperity on one side, with 
farmers, bankers, merchants, the whole 
community sharing; while on the other 
side one sees almost dire poverty, with 
everyone talking of hard times, despite 
excellent crops. 

* * - * 

= WENTY-TWO years ago the farm- 

ers in Accomac and Northampton 
counties, which comprise peninsular Vir- 
ginia, were in the same condition as their 
Maryland neighbors. Local buyers took 
their potatoes at whatever price they 
felt like paying, regardless of the actual 
market. As a result farming did not 
pay, banks had few accounts and many 
outstanding loans which they could not 
collect. Farms were run down and 
shabby, and living conditions were very 
poor. 

Unable to withstand this condition any 
longer, these farmers decided to or- 
ganize the Eastern Shore of Virginia 
Produce Exchange, and asked local 
banks to help. Bankers knew the farm- 


By THOMAS J. DELOHERY 


Associate Editor, Farm and Fireside 


ers’ condition and readily agreed, financ- 
ing them the first year as high as 
$250,000 at one time. This, of course, 
was secured by shipments of potatoes, 
and naturally was paid back at once. 
Today, these farmers are out of debt, 
have bank balances, automobiles, better 
farms, homes, schools—in fact, are bet- 
ter all around citizens. Banks, as can 
be expected, have prospered and more 
of them started, and merchants no longer 
need a dozen ledgers to keep track of 
the debts of the people of the commnu- 
nity. 

Despite what has been going on in 
Virginia, farmers over the line in Mary- 
land are just where the Eastern Shore 
people were twenty-two years ago. The 
banks are waking up, outstanding loans, 
with difficult collections, showing them 
the necessity of their customers getting 
a fair deal on prices. The size of the 
crop makes little difference; it all de- 
pends upon the liberality of the buyers. 
These banks are now asking that a 
produce exchange started at Salisbury, 
about twenty-five miles above the line, 
extend its service so as to take in all of 
the farmers in that section. Eventually 
it will be done, but the growers about 
Salisbury want to handle their own prod- 
ucts first. 

Of the half dozen or more banks I 
interviewed from Salisbury down to the 
Virginia line, all told me of their eus- 
tomers being in debt; and only about 
half the farmers in their area having 
bank accounts at all. The farms, homes, 
and even the schools showed the finan- 
cial condition of these producers. 

In Figure I is a little table which I 
took from the Virginia state official pub- 
lication for the year of 1919. It shows 
the two Eastern Shore counties in com- 
parison with four other richest counties 
over the country. This reveals what 
this banker-farmer co-operation has 


done not only in increasing land -valua- 
tion, but the value of the crops grown. 


This table shows the Virginia counties 
leading in crop and land valuation; in 
fact, because of the returns these farm- 
ers are able to get by doing their own 
marketing they are now able to almost 
pay for their land each year. Moreover, 
Aroostook, Maine, the famous potato 
country, having no such marketing or- 
ganization, is away behind the Virginia 
growers. There are about fifty coun- 
ties in the United States which have a 
greater combined crop and live stock 
valuation, but the acreage is larger than 
that of the Eastern Shore country. 


“We boost the Exchange because it 
has made our bank,” said V. S. Burton, 
assistant cashier of the Onley, Virginia 
Bank, the home of the Exchange. “This 
institution started in 1904, several years 
after the marketing association was in 
operation. Up to that time there were 
about ‘two banks in the district, and 
they were not rushed with business. We 
started and developed as the Exchange 
got fair prices for the farmers around 
here. 


“Our rural accounts have increased 
three to four hundred per cent in the 
last fifteen years, and our deposits have 
followed the same course. In fact, if 
it were not for the Exchange, there 
would hardly be a town of Onley. Dur- 
ing the rush season our deposits will 
run as high as $1,000,000; and for the 
year, around half to three quarters of 
a million. 

“The decrease, as I see it, is due to 
purchases, and for expenditures in 
keeping farms and farm homes in shape. 
The whole prosperity of this country 
is an open book; you can see it from 
the train window. The well kept farms 
and farm homes reveal this. At the 


present time we still loan money to the 










Valuation Land Value Total Crop Crop Value 
County Acreage Crops&L.S. PerAcre Valuation Per Acre 

Los Angeles, Cal. ...... 882,000 $71,574,899 $81.15 $61,864,479 $70.14 
OOM, Clas sccm ts oe 1,320,000 55,110,101 41.75 51,861,252 39.29 
Aroostook, Me. .......- 850,000 54,376,256 63.10 52,541,205 61.80 
San Joaquin, Cal. ....... 706,000 41,191,240 58.34 37,956,866 53.76 
ACCOMAC, Va........ 156,788 19,135,032 121.24 17,700,402 112.74 
NORTHAMPTON, Va. 82,892 11,251,562 135.72 10,388,369 125.31 


Fig. 1. 
richest counties over the country. 
per acre. 






This table shows the two Eastern Shore counties in comparison with four other 
The two Eastern Shore counties show the highest crop value 
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Exchange during the busy season. We 
support it because the members support 
the bank. This co-operation has not 
only been beneficial to the bank and 
farmers, but the merchants in town 
have profited likewise. That’s why we 
are for it.” 
* * * * 

QNONOCK is an older town than 

Onley; in fact, it was going when 
there wasn’t a town of Onley. It has a 
larger number of -stores and a few in- 
dustries, and the First National Bank is 
one of the foundation stones of the Ex- 
change. George H. Powell, the vice- 
president, told me the story of how the 
bank and farmers got together, and of 
the results obtained by this eo-operation. 
He pointed down the street to the number 
of stores all doing business in first class 
merchandise, and of the general air of 
prosperity of the whole district. 

He is a booster of the Exchange; 
says there is nothing like it. Moreover, 
he vouches for its reputation in the 
statement that the notes of the Ex- 
change which the bank takes are easily 
discounted at New York, Boston or any 
of the big Eastern money markets. 
Moreover, these notes are not accom- 
panied by security, for the investors 
know of the reliability of the Exchange. 

“There is no difficulty in redisecounting 
those notes,” he told me. “The Ex- 
change has proved itself for more than 
twenty years, and they take them with- 
out a question. Our bank, when the 
Exchange started, helped all we could 
by loaning money and urging farmers 
to get into it: We are not sorry. We 
have close to 2,000 accounts now, and 
all are active. Our farmers are thrifty 
in the respect that they have two ac- 
counts—checking and savings. If the 
former is low, they borrow rather than 
touch their savings. Our deposits will 
run from $600,000 to $1,500,000, with 
an average of over $1,000,000. 

“Our development is due mainly to the 
Exchange. This prosperity is felt by 
everyone in the locality. Our land 
values, too, have risen as the result of 
the better prices, and farmers as a 
whole are feeling fine. We seldom have 
to turn down a man who wants to bor- 
row money. This is a sign of thriftiness 
of our depositors.” 

From Ononock I went north to Salis- 
bury, Maryland, to get the story of the 
small exchange which has been built upon 
the ashes of an unsuccessful venture. 
This outfit has been operating but one 
year, and has been successful. It is 
small in comparison to the Eastern 
Shore association, but nevertheless is 
doing good work. Gradually it is ex- 
panding, and mostly at the request of 
bankers in surrounding towns, who real- 
ize it means much to their customers. 

“Tf the association we have here does 
nothing else but assure farmers of their 
money, it will have performed a big 


- service,” said C. M. Paynter, of the 


(Continued on page 68) 


BANKERS MONTHLY for SEPTEMBER, 1922 





THIS CAKE BROUGHT 


800 NEW ACCOUNTS 
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Get A SLICES ORS GLU CUCe 
ascii War lais 






HE eake had frosting on top, but 
what it had inside proved much 
more interesting to residents in the neigh- 
borhood of the Fidelity Trust & Savings 


Bank, Chicago, Illinois. Apertures 
were cunningly made by the bakers or 
mechanics who constructed the cake. 
Into the apertures, ribbons were fitted, 
end when the ribbons were pulled out—! 
Well, no Jack Horner ever found a 


plum as pleasing, we will wager. Real 
United States currency, in varying 


amounts, beginning with the not so 
lewly greenback, were found to be 
hidden inside of the cake. Only those 
who opened new savings accounts were 
allowed to take part in the pleasant 
game of “sticking in a thumb and pull- 
ing out a plum.” Eight hundred new 
accounts were opened that way. And 
eight hundred cash prizes were dis- 
tributed. We'll say it was an expensive 
cake before the decorations were re- 
moved. 

The occasion was the second anni- 
versary of the Fidelity Trust & Savings 
Bank, which was opened two years ago 
in an uptown neighborhood of Chicago 
which is developing fast into a business 
center. Last year the bank advertised 
its first anniversary by holding an em- 
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ploves savings contest. This year for 
some reason the savings contest was not 
held at anniversary-time and the bank 
decided to give a birthday party in- 
stead. The idea of the mammoth cake 
with cash prizes inside was conceived. 
Perhaps this plan was inspired by the 
fact that women are the majority of 
depositors at the bank, and women have 
not changed from the old-fashioned 
days when it meant happiness or bad 
luck to find the thimble or the ring or 
the dime in the bridal eake at a wedding 
party. 

The event was advertised in the 
local papers, and for a few days prior 
to the birthday party, employes of the 
bank told eustomers about the prize 
drawing contest. The news spread over 
the neighborhood, and on the day of the 
drawing, when the bank was decorated 
with flowers and embellished with music 
and all its trimmings, it did not lack 
guests. Streams of newcomers made 
their way to the “new accounts” win- 
dow to get their pass-books and then 
got in line before the cake to draw their 
prize. The party continted into the 
evening, when the employes, the new 
customers, the jazz music, the flowers, 
the cake, the party dresses and the flash- 
lights had their day. 
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HOW ONE BANK IS HANDLING THE 
PROBLEM OF PERSONNEL 


Bank employment is no longer a simple process 
to be done by bank officials along with their 
other work—it requires central responsibility 


Personnel Manager, the Cleveland Trust Company 


- is rather pathetic to observe that 
the growth of modern banking in- 
stitutions has been so sudden that there 
is considerable unwieldiness and lack of 
flexibility in their inter-dq@partmenta} 
working relations. The collective view- 
point cannot expand as rapidly as the 
physieal growth. This has !too ‘fre- 
quently resulted in the failure of rap- 
idly growing organizations to define 
clearly and to adhere to lines of special- 
ization. It has produced a resultant 
decrease in the efficiency which must 
necessarily be obtained to avoid dis- 
astrous waste in big corporafions. 


Among other issues which the remark- 
able growth of banks and trust com- 
panies has forced into the open is that 
of the handling of personnel. Problems 
of personnel, since not strictly banking 
in outline, have failed to be grasped at 
once, and have lagged behind as one of 
the distinctly less important matters of 
organization, incidental but not par- 
ticularly vital. The realization is 
gradually taking hold that the service 
a bank can render to its constituents 
will be colored and controlled by the 
type of men in its employ. An ab- 
solutely vital problem in efficiency of 
bank operation in these days of in- 
creased competition demands careful 
selection, wise placing, thorough train- 
ing; that salaries be equitably adjusted 
and promotions properly made; that 
constant attention be given to working 
conditions and uniform standards of 
production be established and adhered 
to; that certain fundamental needs for 
social, educational and physical activi- 
ties be provided for; that ambition and 
a healthy spirit of rivalry be stimulated 
and that needless and expensive turn- 
over be eliminated. Bank employment 
is no longer a simple process to be done 
by bank officials along with their other 
bank work. It has grown into a com- 
plex problem that must be delegated to 
a central responsibility, not hampered 
by interest in one department, but with 
the viewpoint of service to the entire 
bank in mind. 


The first essential to the proper organ- 
ization and operation of a personnel 
department is adequate and proper 
official recognition. As mentioned, there 
is no overlooking the fact that sudden 
expansion has deterred bank officials in 
many institutions from realizing that 
employment and matters of personnel 
are proportionately greater problems 


By P. S. KINGSBURY . 


than formerly. They are inclined to 
hold on to what was to them an un- 
alienable right—namely, the adjustment 
of employment matters in their own 
limited sphere of influence. They lose 
sight of the fact that dissipation of 
efforts between the bank operation and 
purely employment relations only serves 
to lower their efficiency in either, and 
decreases their productivity in the 
former. Problems of personnel, like 


‘purely banking questions, require an 


endless amount of time and thought, 
and proper solution is vital to the suc- 
cessful banking operation. Bank officers 
must realize this, and full official recog- 
nition should be given voluntarily at the 
creation of a personnel department or 
must be secured within a reasonable 
length of time after such a department 
is organized in order that the department 
may serve the bank in other than a 
minor clerical capacity. If it is to 
accomplish anything constructive it 
must have powerful moral backing and 
be given an official standing in the 
minds of both. officers and employes. 


As the whole exeuse for the estab- 
lishment of such an organization is to 
meet the needs of the operating de- 
partments, it is highly essential that 
one of the most persistent requirements 
is contact with and understanding of the 
policies, working operations and employ- 
ment requirements of the operating de- 
partments. The accumulation and wise 
use of such information requires an 
appreciable amount of time, and de- 
partment heads have a right to expect 
proof of the ability of the personnel 
department to understand and handle 
their employment requirements before 
agreeing to the delegation of authority. 
It is a ease of showing the goods, and 
confronted by this reasonable demand 
of conservatism there is a good chance 
that the department that does come 
through will be a powerful influence 
both in carrying out organization poli- 
cies and in their formulation. It is 
a contact point where intelligence, or- 
ganization policy, diplomacy and force- 
fulness to an advanced degree are 
necessary. * 


In January, 1919, The Cleveland Trust 
Company had in its employ a force 
of approximately 550. Employment for 
the various departments was handled by 
the officer in charge of the department, 
in some eases even the department heads 
who did not rank as officers performing 


the function of employment agent. 
Every department was an independent 
unit in employment matters. Employ- 
ment adjustment between the depart- 
ments was difficult, resentment in some 
eases occurred, and there was the usual 
oversight of the employes who deserved 
promotion. Every department head and 
officer had considerable of his time taken 
up with applicants and interviews. Ma-. 
chinery of adjustment, placing upon and 
removing from the payroll was inade- 
quate with resulting errors and mis- 
understandings. 

As the bank had grown there had be- 
come evidenced a need of some agency 
to give consideration to matters per- 
taining to the general welfare and train- 
ing of employes, and the president in 
conjunction with the vice-president in 
charge of the development department 
selected a man to formulate and put 
into effect a policy of action in this 
direction. But, beyond the giving of 
desk space and the understanding that 
he was educational director and welfare 
man he was left quite largely to his own 
devices, busying himself with some new 
business work in the development de- 
partment and organizing a modest edu- 
cational program for the employes, and 
taking an active interest in encouraging 
bank athletics. At the beginning, how- 
ever, he had nothing to do with em- 
ployment and the larger field of person- 
nel affairs. 

By the end of the year there had 
come a thirty per cent increase in the 
number of employes, a number of new 
branches had been opened and the man, 
who for lack of a better title we will 
eall the personnel manager, started the 
work of interviewing candidates and 
eliminating the undesirables. This em- 
ployment part of his job was a natural 
outcome of the effect of the inflation 
period, which made it: necessary to ad- 
vertise and bid for help, and it was 
found more effective to have one man 
doing this than for each department to 
operate alone. The personnel man- 
ager’s authority was virtually nil, how- 
ever, and he acted only in an advisory 
capacity. There was no recognition of 
him as an employing agent or personnel 
manager, and at the close of the first 
year he was interviewing employes for 
only one third of the places filled, and 
then he was not sure of placing his 
selection until he had submitted several 
candidates for the job to the officer in 
charge of the department. 
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There has been a considerable change 
since the embryonic beginnings of three 
years ago. During the last two and a 


-half years the number of employes has 


increased to thirteen hundred, more than 
doubling itself and in a way extremely 
difficult to handle. The problem of the 
department with us has not been alone 
the handling of an increasing number 
of employes, but it has been complicated 
by the fact that we have increased our 
branches so that we now have some 
forty-eight scattered over the city, sub- 
urbs and adjacent towns. And the 
seattering of these offices has made the 
handling of employment and personnel 
much more complex. 

The department has built itself up 
around the core of an employment 
agency. To perform this intelligently it 
has been necessary to accumulate data 
referring to the kind of jobs and the 
general nature of the work to be per- 
formed by individuals in the jobs to 
be filled. The necessity of such infor- 
mation naturally points to a careful job 
analysis of the entire bank, and that 
calls for a long period of planning and 
revision of plans, and a detailed study 
demanding a considerable time element. 
It has been up to my assistants and 
myself to make ourselves familiar with 
department needs as we have performed 
our immediate job of employing agents. 
From the first we have accommodated 
ourselves to the existing situations, com- 
plied with the habits of the various de- 
partments and made little attempt to 
deviate from the customary. We have 
studied our men realizing that we could 
be of immediate aid only as we knew 
the personal equation of officers and 
department heads and type of employe 
who was desirable to such officer and 
department heads, and we have appre- 
ciated the fact that we could have in- 
fluence in the future in development and 
change of personnel policies only by 
gaining the confidence and establishing 
a working understanding with the bank 
officers. At this stage of the game 
antagonism is easily started and trag- 
ically disastrous. 

I have not lost sight of the fact that 
a thorough analysis of jobs in depart- 
ments is necessary to efficient personnel 
operation. It could not have been un- 
dertaken at the start without arousing 
opposition and hindering unnecessarily. 
Now that the work of the department has 
become established, however, and the 
judgment of the department recognized 
to a certain extent at least, a complete 
analysis is a possible undertaking, and 
the next problem is to put it across. I 
expect a job analysis to accomplish 
three major things. First, it will es- 
tablish for the personnel department a 
measure by which we can fit the new 
employe and adjust the old. It will 
give us concrete information about any 
position in the bank and bring about the 
establishment of a more. uniform method 
of thinking and agreement between the 


(Continued on page 57) . 
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SWATTING THE FLIES 


FOR NEW 


ACCOUNTS 


The woman solicitor employed by the Depositors 
State Bank, Chicago, knows how to make herself 
pleasant, whether it’s swatting flies or minding baby 


By M. A. HUNT 


RS. AGNES CALLAHAN looks 

like the householder that she is. 
The timid foreign woman in the neigh- 
borhood of the Depositors State Bank, 
who would bar the door against a man 
in suspicion, unhesitatingly says the 
word that in her language means: 
“Come in, and make yourself at home,” 
when Mrs. Callahan knocks on the door 
in the interest of the Depositors State 
Bank, Chicago. 

And from the moment that Mrs. 
Callahan enters the door of the pros- 
pective customer, the interview con- 
tinues just as pleasantly. Perhaps the 
prospect doesn’t even speak English, 
but who was it said that women speak 





MRS. AGNES CALLAHAN 


a universal language? At any rate it 
is the boast of this bank’s only solicitor 
that she has always managed to get her- 
self understood and interpreted, often 
gotten on a friendly feminine basis with 
the prospect, and at least gotten a smile 
of reward when she has tendered her 
new acquaintance a souvenir gift from 
the bank. 

More often than not, it is the souvenir 
that really starts the friendly proceed- 
ings, according to Mrs. Callahan. 
Within the last year the bank has dis- 


tributed shopping bags, dresser brushes, 
and during the summer the souvenir 
idea swatted a homer with a fly swatter. 
The bank is situated in the great stock 
yards district where the flies thrive as 
well as the poets on the distinctive 
odor that has been even said to char- 
acterize Chicago. It is probable that 
Mrs. Callahan and the fly swatter ar- 
rived at a erucial moment in 
homes during the summer. 

The gifts are the idea of James 
J. Pesicka, president of the bank. It 
must be conceded that Mrs. Callahan 
came first in the soliciting plan. 

“Mrs. Callahan has been with our 
bank for a number of years, and has 
always been more successful than men 
we have employed at times,” said Mr. 
Pesicka. “Of course I do not mean to 
detract from her personal success and 
her sympathetic personality when I say 
I believe that it is best in work of this 
kind always to employ a woman. 
Housekeepers always have distrust for 
a strange man at their door, and seldom 
ask him in. Of course it is an important 
thing in an interview to arrive at a 
pleasant conversing basis. This a 
woman is better able to do in dealing 
with other women.” 

It was the fact that the women of this 
neighborhood do most of the banking 
for the family, as well as the saving in 
their household expenses, that gave Mr. 
Pesicka the idea of providing gifts for 
Mrs. Callahan to distribute. 

“A woman is always pleased if she 
is given a useful and at the same time 
attractive souvenir,” said Mr. Pesicka. 
“And how much easier it is for the 
solicitor to say ‘I just dropped in to 
give you this calendar, or this little 
brush, or this shopping bag.’ The shop- 
ping bags, I think, ‘went’ better than 
any of the other gifts. They are really 
so necessary, and yet somehow women 
never get around to buying them and 
will carry instead a great many 
bundles.” 

Children, too, appreciate the souvenirs 
and the friendly offices of Mrs. Callahan. 
Often, she declares, she has been able to 
get profitable accounts where the parents 
did not speak a word of English and 
the children acted as interpreters. Of 
course, among women, babies act as 
interpreters as often as not. When a 
woman can make another woman’s baby 
smile at her, she may be considered 
formally introduced to the family. 
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7-7 increasing importance of women 

in industry and business has been 
reflected in the general increase in 
banking business originating with them. 
If a great deal of this new business 
will come without special cultivation, 
more can be developed through a sys- 
tematie campaign. Some time ago, the 
Colorado National Bank, of Denver, 
took stock of the situation. 

The bank had some 7,000 woman eus- 
tomers. 

Investigation of census figures showed 
that in Denver were approximately 
100,000 women and girls over 15 years 
of age. Of these, 42,000 were between 
the ages of 25 and 44; 25,000 between 
45 and 64; and 5000, 65 vears or older. 
There were 25,000 between the ages of 
15 and 24. 

Like many other banks, the Colorado 
National had found women very de- 
sirable customers. John Ball, in charge 





Dangers That Menace Women's Valuables 





DIMENSIONS AND CHARGES 
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of advertising, carefullly studied the 
situation, with the purpose of helping 
woman customers to the maximum, and 
making the Colorado National an at- 
tractive bank to them. The result was 
a series of booklets explaining the ser- 
vices that a bank, particularly the 
Colorado National Bank, could render 
women. 

“Business” is a thing of awe, of mys- 
tery, of distaste for many women. They 
feel their helplessness, and they do not 
properly understand it. (Yet, with 
social conditions as they now are, an 
increasing number of women are forced 
to have business dealings, no matter 
how incompetent they feel themselves 
to be. The Colorado National, accord- 
ingly, in announcing its series of book- 
lets, promised that the series, preserved, 
would constitute a library of banking 
information, and continued— 


“Every woman should have such a 
library if she is not already fully in- 


formed. It will simplify ‘business’ for 
her. 
“Tt has been our observation that 


women are thoroughly capable of con- 
ducting their affairs when they know 
the processes that can be used; and 





Methods of Sending Funds Out of Town 





Suppose that you have money in the Colo- 
redo National and wish to send some of it 
out of town to relieve @ friend in need, or to 
pay @ bill or make @ purchase: 


If you have a checking account you can send your 
personal check if it is going to some one 


who knows = means of an introduction or letters, make out a 
you, but this is hardly the mast approved practice sight draft ynst_you for the bank to collect 
u the Colorado National 


The best way 1s to come here to the bank and buy 
@ draft which you can mail direct. The recipent 
will be able to cash a draft for its full 
whereas an “exchange charge of fifteen to twenty- 
five cents may be deducted from your personal check 
by the bank that cashes it in some other city or town. 


cash ot check before sending the other 


If, however, the person to whom you wish to 
remit 1s not in position to secure identification at a 
bank. and knows no one who would cash an ordinary 
drait made payable to her, you had best explain the 
circumstances to one of our offers and ge. his 
suggestions, if possible bring with you a letter or 
card bearing the signature of the person. as signe: 
tures clipped off of letters are often of great assist 
ance mn accomplishing identification through bank 
correspandence 





Also, # the person to whom you wish to send 
money is very ill, we suggest that you explain the 
circumstances and get special advae, it may be 
possible for us to arrange delivery of money through 
‘our correspandent bank in the town. such money to 
be paid to the sufferer. or the nurse or the doctor 
in smail amounts fram time to time to avoxd having 


opened your 
@ large amount kept in the sick room telegram by letter 


Methods of Handling Specific 


If you lose a check on the Colorado National that 
you have signed. immediately telephone one of our cashed by some or 
assistant cashiers, Main 4120, (and promptly there- 
after confum the telephone message by letter or by 
calling n person) The check will be placed i 
ately on our “stop payment list. If the finder fraudulently. Sometimes, ho 









BANKERS MONTHLY for SEPTEMBER, 1922 


Patronage 


le of your family, or or tum worthless in the hands of any one else. If you lose 
ness associate 1s leaving Denver and may need funds 
from time to time. one way of arranging the matter 


This sight draft 
(see Form 9 on page 15) would be sent tous by chat 
bank and we would present it to you for payment 
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certainly much of the worry, and even 
fear, that some women feel over ‘bus- 
iness problems’ are only the result of 
their having had insufficient opportunity 
to aequaint themselves with customs 
and practices. 

“The Colorado National has an un- 
usually large patronage by women and 
feels that it owes to them the duty of 
making its facilities as convenient as 
possible, both personally and _ by 
printed information. 

“If we omit from these booklets any 
information that should have been in- 
cluded, our officers will be very glad 
to supply it personally at any time to 
any women who will do us the favor 
of asking for it.” 

The initial booklet was eight pages, 
four inches by nine inches, and was a 
simple announcement of the series. The 


booklets, the woman reader was told, 
would deal with such questions as fifteen 
or twenty 


which 


were mentioned. 





vanished. then the next succeeding indorser has \. 
take the loss. If you lose your checking account pass. 

@ new one will be issued to you without charge us am 
upon explanation to the teller; the one lost will be do not ce. 
will answer « 
@ check as to » 
at the tune of ¢ 
amount of the ci 
the maker of the 
make no charge fu. - 


q you are elected + 
ganization and w 


your savings pass book, come to window 18 at once 
this loss is serious arid requires quick attention. If 
you lose a check signed by some one else and payable 
to you, immediately notily the maker and ask her to 
request the bank on which it was drawn to stop 
payment 


When you open any kind of bank account,— 
ays thereafter)—use your given name 
Mary Ellen Smith, 








the desks shown on page. an 

form and have the pres..cnt 

club sign it; then bring it back 
filed. ‘This form wil suthorize ) 
draw checks against the club's fur. 
out deposit tickers and sign checks 
the club, with your name and off 
t 


John 
orsement on the beck should read 


John Smith 
ry lien Smith) 









Community Betterment 
by Agnes Miller. Ty 


count which cannot be molested 
‘of my family or for debts which 
Yes. Your account is invio- 
given concerning «Make 


v h 
eat ens If you have both a checking a 


account here, and exhaust « 
absent from Denver, sunply write 
structing us to transfer» ertain a 
savings to your che’ aw 
Savings pass book » Ne 


for $150, for example, and 
of it in your checking or 
p $50, we prefer that you 


action. Make out the with the letter 
¢ out a check or with- you are in Den’ 
both ticket and check and also @ che 


check in fay 
Present it w 


q: 


efore you tender it. f you wish us dors 

rarely necessary To “certify” a pe 
antee that it is 

the bank and we 


on its face our g 






in the maker's account, as ° 








the booklets, advertising vault service and giving information about banking which were used with great success. 









BANKERS MONTHLY for SEPTEMBER, 1922 





These covered such points as when to 
use drafts; when to use certified check ; 
how to secure maximum interest on de- 
posits; how to get money quickly from 
this bank when in some other city or 
town; how to gain relief from hand- 
ling the details of estate matters with- 
out relinquishing authority or evading 
duty; and so on. In these lists of situa- 
tions were sure to be points on which 
the average woman would like informa- 
tion. The initial booklet, besides an- 
nounecing the course, thus served as an 
interest arouser. 

At intervals over a period of months, 
the advertising department prepared 
and distributed booklets. One of these 
booklets was devoted to the trust de- 
partment, the other to safe deposit. A 
final booklet was entitled, “Systems By 
Which Women Save and Accumulate.” 
The largest booklet of all, “Banking In- 
formation For Women,” had 24 pages, 
8 inches by 9 inches. This booklet in- 
corporated — using the two middle 
pages, making a “spread”—an idea 
which a great many banks could adapt 
to the convenience of patrons and the 
saving of much employe’s time. The 
spread was headed, “WHERE AND 
HOW TO OBTAIN WHAT YOU 
WANT IN THE COLORADO NA- 
TIONAL BANK.” In the centre of the 
spread was a diagram and sketch of 
the bank interior. 
desks: lettened, “2.7. “R.”--“€,”* =D” 
“By” “FY” “G,” and “H;” and windows 
numbered from 1 to 19, except for 13, 
which was omitted. The desk lettered 
“A” was the central information desk, 
“D” was cashier, “F”’ was vice-president, 
“BY” “C” and “E” were assistant cash- 
iers. 

Alphabetically down either side of the 
sketch were the subjects bank visits are 
concerned with—Acceptances, Certifi- 
cates, Checks, Collections, Drafts, For- 
eign, Ladies’ Room, Ladies’ Teller, 
Letters, Liberty Bonds, Notes and 
Loans, Safe Deposit, Savings, Travel- 
ers’ Checks, Trust Service, Statements. 
Extracts from the directory service will 
show how concisely “where and how” 
information was imparted. 


“CHECKS” 


“1. To open a checking account: 
Apply to any officer of the bank whom 
vou know or introduce yourself at any 
desk shown in the diagram. 


“2. To deposit, in your checking 
account, cash or checks payable to you: 
Window 3, or if busy there, Window 8, 
9 30 or Ti. 


“3. To cash a check you have drawn, 
payable to yourself or a check drawn 
by someone else and payable to you: 
Window 3, or window 15 or 16. 


“4. To stop payment of a check you 
have drawn: Any officer, or window 15 
or 16. 


“5. To secure information as_ to 


On this appeared’ 


your “balance” in your checking ac- 
count, or question any entry in your 
pass book: Window 4 or 5. 


“6. To get a new book of blank 


checks: Window 15. 
“7. To have a_ check certified: 
Window 4 or 5. 
“8 To obtain a _eashier’s check: 
Window 19.” 

“COLLECTIONS” 


“To secure collection of notes, drafts, 
sight drafts, mortgages, ete.; Window 6. 
“1. -To buy a draft: Window 19. 

“2. To have a sight draft issued: 
Window 6. 


eral subject into easy classifications. 
The booklet led off with the first sub- 
division, “The Three Methods of De- 
positing Funds,” and continued with, 
“Methods of Carrying and Transfering 
Funds.” Then came, “Methods of Secur- 
ing Funds’ When Away,” “Methods of 
Sending Funds Out of Town,” “Methods 
of Handling Specific Transactions,” “The 
Two kinds of Certificates of Deposit,” 
“Savings Account Deposit and With- 
drawal,” ete., etc., winding up with 
“Miscellaneous Information and Sug- 
gestions,” and “Forms and Terms Most 
used in Banking.” 

A device much used was to place the 
woman reader in a specifie situation, 





This picture shows how women bank in ease and luxury at the Colorado National Bank. 


“NOTES AND LOANS” 


“1. To borrow money from the bank: 


Any desk shown in the diagram. 


“2. To pay money borrowed from 


the bank: Window 1 or 2. 

“3. To pay a note given to the bank 
for collection: Window 6.” 

A red arrow on the sketch and dia- 
gram indicated the way to trust depart- 
ment and safe deposit vaults. 

In preparing copy, the advertising 
department of the Colorado National 
proceeded on the assumption that the 
reader was absolutely unversed in bank- 
ing practices. It subdivided the gen- 


then explain the various things she 
could do. Explaining methods of secur- 
ing funds when away, the instruction 
began with this opening paragraph— 

“Suppose that you have money on 
deposit in the Colorado National and 
aré robbed of your handbag and all 
its contents while traveling, or are over- 
taken by sickness while among stran- 
gers, or decide to remain away from 
Denver longer than you _ originally 
planned and prepared for: 

“Tf you are robbed of all the money 
you had on your person, send us a 
telegram collect, and in that telegram 

(Continued on page 54) 
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DEVELOPING THE CHILDREN AS 
CUSTOMERS OF TOMORROW 


Methods employed by a middlewestern bank 
carry the lessons and advantages of regular 
thrift into the schoolrooms of the neighborhood 


HERE is a bank in the -famous 

stock yards district of Chicago— 
The People’s Stock Yards State Bank— 
that has deposits of thirteen and a half 
million dollars, an unusual figure for a 
bank in an_ outlying neighborhood. 
Moreover, ten million of this amount 
represents the savings of small de- 
positors who know the lesson of thrift, 
and who would think it a calamity to 
allow a pay day to pass without making 
their usual deposit. 

“These figures mean that the neigh- 
borhood is a fine field,” says C. R. Web- 
ster, assistant cashier. “Of course this 
bank carries on savings propaganda, 
but we are particularly fortunate in 
that the people of this neighborhood 
learned the lesson of thrift before they 
had heard of this bank. There are 
many Poles and Germans in this neigh- 
borhood, and people of other national- 
ities who are natural savers, and the 
main problem of any of the banks in 
this neighborhood is simply to show 
them that it is the best.” 

Time. however, is killing the goose 
that lays the golden A new 
generation is growing up, a generation 
that has not learned the lessons of thrift 
in suffering and poverty. The children 
of the thrifty people in the neighbor- 
hood of the People’s Stock Yards State 
Bank must be taught the lesson of 
thrift all over again. The bank realizes 
that its future prosperity depends on 
the thrift of the children that are now 
growing up. Because of this, they have 
begun a systematic campaign aimed 
over long distance which years from 
today will bring the children of their 
customers into the bank just ds the 
present customers are coming in today. 

Plans were considered by the direct- 
ors of the bank and it was decided that 
the grade schools were not too early to 
start the propaganda that means the 
future of the bank and all banks in a 
wider sense. After various school sav- 
ings systems were investigated, it was 
decided to purehase two automatic 
tellers manufactured by the American 
Banking Machine Corporation, and to 
install them in some: schools in the 
vicinity. Before the year was over, the 
original machines were increased to 
eight, and because of the enthusiasm of 
the children and the fact that $12,000 
was taken in in collections, the system 
was voted a success. 


OOS 
eggs. 


By OSGOOD BALEY 


One of the important things in the 
launching of a school savings plan, the 
bank realized, was to gain the enthu- 
siasm of the children from the start. 
And although the immediate benefits 
from the plan hardly promised to repay 
the bank for the energetic way they 
opened their school savings campaign, 
they thought of the future and spared 
no effort to make the installations sue- 
cessful. Albert Huizinga, publicity 
manager of the bank, made plans to 
devote the major part of two months 
to inaugurating the system. He visited 
each one of the rooms in the schools 
where the machine was placed, address- 
ing the children on saving, and suiting 
the method of his talk to the age of the 
children. He found that with children, 
as with adults, special appeals must be 
found, special slogans suited to their 
minds. Some of the appeals that were 
found to be successful as inducements 
to saving, were appeals based on sav- 
ing for a definite purpose. For instance, 
many children in the seventh and eighth 
grades knew that a matter of a very few 
dollars might keep them from going to 
high school. Parents who would face 
the general outlay of food and clothing 
from week to week would balk at 
spending $10 to $15 for books. It might 
be, too, that the excessive thrift of some 
parents kept the children from getting 
a much-needed and much-wanted pair 
of shoes or even articles of clothing. 


Mr. Huizinga says: “My first object 
was to get them to realize the value of 
accumulating their pennies and other 
coins. Even if the lesson were only to 
teach how much better they could spend 
the accumulated amount they would 
have gotten the discipline of saving.” 

The old Seotech adage, “Save the 
penee and the pounds will take care of 
themselves,” appeals to youthful logic 
in that it can be demonstrated as nicely 
as a problem in arithmetic. 


The slogan, “Somebody banks your 
pennies every day,” is another interest- 
ing one that can be made the subject of 
a speech to children. 

One article that was particularly tell- 
ing in Chieago was based on the fact 
that the new Wrigley building which 
was recently erected is familiar to every 
child in the city. Pictures of it have 
appeared numberless times in the news- 
papers and its white towering height has 


been proclaimed from publications and 
billboards as a monument to Chicago. 


To the children, the argument was 
used : d 
“The Wrigley building was built with 
pennies!” 


For every one knows, Mr. Wrigley 
is the famous producer of chewing gum, 
for whose wares every child has spent 
many a penny. 


“The automatie receiving teller is 
particularly suited to the psychology of 
the child,” says Mr. Huizinga, “for 
many reasons. One is the tendency to 
be interested in a machine of this kind, 
in operating slots and turning handles. 
Hardly ever does a child pass by a free 
weighing machine without testing it to 
see the works go ‘round. Another 
thing is that right away the child is 
given something to appeal to its sense 
of ownership. Folders, acting in the 
role of pass-books, are distributed at 
the outset of the saving system. When 
the child deposits a coin in the banking 
machine, it receives a stamp of the 
right denomination, which is then pasted 
into the book. The stamp is already 
glued. As soon as stamps representing 
$1 are in the book, the child may open 
& savings aecount by depositing the 
book in the bank. In this way, it re- 
eceives a regular passbook, and knows 
the pride of a real savings account in 
a big bank. The second dollar is just as 
easy as the first because the stamps 
make it possible. 


“T must say a great deal for the way 
the company manufacturing the ma- 
chines co-operated with us in the instal- 
lations. A bank that has not the time 
to devote to launching this system 
might very well leave it to the represent- 
atives of the company, which displays 
wonderful enthusiasm and knows the re- 
action of the children through ex- 
perience.” 


According to Mr. Huizinga the chil- 
dren soon passed the penny stage, and 
deposited coins of larger denomination 
almost without exception after the first 
few weeks. In all there were 125,000 
coins deposited last year, most of them 
quarters and dimes. A few individual 
cases where children saved substantial 
sums through their own earnings were 
brought to the attention of the bank by 
teachers. 
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“While in many other districts I 
suppose the children are mainly en- 
couraged to save the coins their parents 
give them, here it is usually a matter of 
earning the coins. Running errands, 


‘doing chores for merchants and even 


neighbors, has helped many of the chil- 
dren get their dollars,” said Mr. Hui- 
zinga. “Some of the children have 
made some money through the honored 
professions of boot-blacking and selling 
papers. Unfortunately in the “yards” 
district there are no lawns to mow or 
weeds to pull. One little girl has an ac- 
count here that is fast growing past 
$60, and a little boy has an account 
that passed the $50 mark.” 

An interesting phase of immediate 
benefit from the banking machines is 
that many children have brought their 
parents in, with sizeable savings, either 
from accumulated hoards or down town 
banks. 

In vacation-time one lone machine 
does duty for all. This one stands in 
the lobby of the bank immediately 
fronting the entrance. And according 
to officials of the People’s Stock Yards 
State Bank, many adults are actumu- 
lating their nickels as well as their dol- 
lars when they pass the machine on the 
way to the deposit teller’s window. 

General Motors Showing 

For six months ended June 30, 1922, 
General Motors Corporation shows 
estimated surplus of $26,839,391 after 
charges, federal taxes and preferred 
dividends, equivalent to $1.30 a share 
earned on the outstanding 20,550,590 
shares of common stock of no par value. 
This compares with surplus of $6,468,- 
551, or 31 cents a share earned on the 
20,528,790 shares of common stock of 
no par value outstanding in correspond- 
ing period of 1921. 

Net sales for first half of 1922 
totaled $218,390,887, of which $80,590,- 





. 887 were in the first quarter and $137,- 


800,000 in the second quarter. Net 
earnings before federal taxes and in- 
terest charges for the March 31 quarter 
were $9,146,481 and for. the June 30 
quarter $25,970,000, making total net 
of $35,116,481 for the six months of 
1922. 


J. S. Bache & Co., New Branch 

J. S. Bache & Company, investment 
bankers, main office, New York City, 
have added another link to their chain 
of branches by establishing an office in 
Detroit, Michigan. This move was in- 
duced directly by the great growth of 
this manufacturing city. While in 1900 
Detroit ranked thirteenth in population 
among the other cities of the United 
States, in the 1920 census it ranked 
fourth among American cities, with a 
population of 993,678. Bank deposits 
in Detroit have grown during this 
period from $74,000,000 to $484,770,- 
000, close to the half-billion mark. 


E. MceCLEISH, advertising expert 

e of national reputation, has become 
a member of the executive staff of the 
Wm. Elliott Graves organization, a 
financial publicity agency, highly re- 
garded in banking circles throughout 
the country for its unusual achievements 
in bank deposit building. 

Mr. McCleish comes into financial 
publicity with a thorough training and 
skill in all phases of advertising, having 
been associated with firms of national 
reputation for a number of years. For 
the last two and a half years he has 
been in charge of publicity and chief 
of copy for the Willys-Overland Com- 
pany of Toledo—an account averaging 
close to $2,000,000 a year for advertis- 
ing. . Previous to that he had been di- 
rector .of advertising, education and 
welfare for the Curtis Aeroplane & 
Motor Corporation. 

More than ten years ago he began 
his creative copy work as advertising 
manager of the Paige Detroit Motor Car 
Company of Detroit. Later he built up 
and managed his own business as free 
lance copy man and advertising counselor. 





It was in the newspaper profession 
that Mr. McCleish received his first 
training. Winning his spurs on the 
street as a reporter, he became tele- 
graph editor and later city editor of 
the Buffalo Express before his twen- 
tieth year. He was one of the notable 
group of newspaper men who received 
their early training on. the famous Ex- 
press, among whom were Samuel G. 
Blythe, John and Frank M. O’Brien, 
David Lawrence, Frank Parker Stock- 
bridge, Frank G. Carpenter and others. 

In educational circles Mr. MeCleish 
is well known for his work as instructor 
in sales and advertising in the high 
schools of Buffalo, N. Y., and instructor 
and lecturer in the University of the 
City of Toledo. 

The addition of Mr. MecCleish to the 
Graves’ staff in Grand Rapids, is one of 
the series of steps in the phenomenal 
expansion and importance of the 
Wm. Elliott Graves Agency—an organ- 
ization that has accomplished much for 
financial publicity and made a stimul- 
ating contribution to this highly special- 
ized field of advertising. 
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WILLS—FROM MR. UAH OF EGYPT 
TO 1922 IN BUFFALO, N. Y. 


Surprising viewpoints come to light in the reading 
of wills when they are probated. Some men exit 
snarling at the world and some kiss the days goodbye 


By HARLEY F. DROLLINGER 


Manager, New Business Department, F idelity Trust Company, Buffalo, New York 


S a rule a man’s deep rooted char- 

acter is more clearly disclosed in 
last will and testament than in 
any other document made or created by 
him during his life. In making his will 
a man takes a serious inventory of his 
lite’s obligations: If of a vindictive 
temperament he sometimes gives free 
rein to his spleen—if of a generous 
nature, he remembers his duty to char- 
ity and to those less fortunate than him- 
self—and if devoted to his family he 
usually sees that their future comfort 
is assured. Men frequently seem to 
change completely their characters in 
making wills. For instance, those who 
have been misers all their lives often 
leave their entire estates.to charity after 
death while others who have contributed 
largely to charity during life utterly 
disregard bequests for such purposes 
when they leave this life. If you ask 
the reason for such action I think the 
only answer is, to be human is to be 
inconsistent. 

L wonder how many of us realize that 
the wills we make are recorded verbatim 
in the Hall of Reeords where they may 
be seen by any person who is interested 
or curious enough to take the trouble to 
look them up. These records are public 
property and are open to observation 
by any one regardless of color or race. 

Realizing this it does not seem proper 
that the vindictive man should use his 
will as a vehicle to convey his hatred 
or ill will to those he leaves behind. It 
can do no possible good and may give 
others an unfavorable impression of 
such a man when he has everything to 
gain by leaving this earthly plane, “with 
good will to all and with malice toward 
none.” 

In my last diseussion I mentioned the 
oldest will of which we have any knowl- 
edge. It was made 2548 B. C., nearly 
forty-five hundred years ago, and was 
unearthed by Dr. Petrie and is now the 
property of London University Museum. 
The will was made on papyrus, folded 
vertically and sealed with a searab, scroll 
pattern. 

It has been translated by T. L. Grif- 
fith, reader of Egyptology, in Oxford 
University. The translation reads as 
follows: 

“T, Uah am giving a title to property 
to my wife Sheftu, the woman of Gesab 
who is called Teta, the daughter of Sat 
Sepdu, of all things given to me by my 
brother Ankhren. She shall give it to 


his 


any she desires of her children she 
bears me. 

“T am giving to her the Eastern 
Slaves, four persons that my brother 
Ankhren gave me. She shall give them 
to whomsoever she will of her children. 

“As to my tomb, let me be buried in 
it with my wife alone. 

“Moreover as to the house built for 
nie by my brother Ankhren my wife 
shall dwell therein without allow her 
to be put forth on the ground of any 


person. 


T= stories of good will and 
spleen that the various 
wills quoted here recount, are 
so human that they make the 
most poignant and entertain- 
ing. reading imaginable. The 
story of the man who left a 
legacy to his brother-in-law 
“for marrying my sister whom 
no man of taste would have 
taken,” the story of William 
Hockington, Poet of Pockling- 
ton whose rhymed will left all 
his goods to Mary Jarem, 
queen of his Harem, though 
she was not his wife, the be- 
quests of the miser and the 
testament in which a certain 
lawyer sorrowfully takes his 
leave of the world he loved 
well—all these must be read 
to be appreciated. 


“It is the deputy Gebu who shall act 
as Guardian of my son. 

“Done in the presence of these Wit- 
nesses : 

“Kemen, Decorator of Columns, 

“Apu, Door Keeper of the Temple, 

“Senb, Son of Senb, Door Keeper of 
the Temple.” 

Compare this will with those made 
today. I am sure you will agree that 
it is amazingly similar to modern wills. 

The will of Sennacherib, year of 681 
B. C., is perhaps the next oldest will 
in existence. It was found in the Royal 
Library of Konyunjik. Among other 
provisions is one for his favorite son, 
Esarhaddon, not yet heir presumptive, 
in which he bequeaths certain bracelets, 
coronets and other precious objects of 
gold, ivory and precious stones deposited 
for safe keeping in the temple of Nebo. 

Frequently we find poets who cannot 
forget their passion for rhyme even 
when contemplating their journey be- 


yond. William Hickington, who died 
in 1770, wrote his will as follows: 

This is my last will, 

I insist on it still: 

To sneer on and welcome, 

And e’en laugh your fill. 

I, William Hickington 

Poet of Pocklington, 

Do give and bequeath, 

As free as I breathe, 

To thee, Mary Jarem 

The Queen of My Harem, 

My cash and my eattle, 

With every chattel, 

To have and to hold 

Come heat or come cold, 

Sans hindrance or strife, 

Though thou art not my wife. 

As witness my hand 

Just here as I stand 

The twelfth of July 

The year seventy. 

A spirit of contriteness is shown by 
J. Withipal of Waltham Stow, Essex 
County, England, who left his landed 
estates to his wife, with the following 
remarks, “Trusting, yea I may say as 
I think, assuring myself, that she will 
marry no man for fear to meet with so 
evil a husband as I have been to her.” 

A beautiful eulogy is expressed to his 
wife in the will of John Starkey, pro- 
bated in 1860, which in part reads, 
“The remainder of my wealth is vested 
in the affection of my dear wife, with 
whom I leave it, in the hope of resuming 
it more pure, bright and precious where 
neither moth nor rust doth corrupt, and 
where there are no railways or mone- 
tary panies or fluctuations of exchange, 
but steadfast though progressive and 
unspeakable riches of glory and immor- 
tality.” 

It is a curious fact that 40 per cent of 
the men try in their wills, to prevent or 
at least place obstacles in the path of 
the remarriage of their wives. On the 
contrary the remarriage of a husband 
is mentioned in less than 5 per cent of 
the wills of married women. 

Some of the tenderest and most beau- 
tiful sentiments of heart and affection 
are mentioned in wills, one of which 
may be found in the will of Lady Pal- 
merston. With reference to her hus- 
band she says, “As I have long given 
you my heart and tenderest affection, 
and fondest wishes have always been 
yours, so is everything else that I pos- 
sess; and all that I can call mine being 

(Continued on page 42) 
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Do your discount records 


tell all the story? 


OU, of course, recognize the great im- 
portance of efficient records for your 
loans and discounts. 


There’s nothing— not even good char- 
acter—that takes the place of a true, cur- 
rent financial and profit and loss state- 
ment of the borrower. 

The loaning officer, even with his splendid 
memory, is not infallible like an accurate record 
in black and white. 

It’s the heart of the bank, a good liability ledger. 
And all the points that make it so are embodied 
in the Baker - Vawter Quintuplicate Loan System. 
One writing makes all records. Then file them 
with a simple system that makes reference easy. 

It will minimize your errors and save time in 
handling your records. Why not look into it? 


BAKER-VAWTER COMPANY 


Originators and Manufacturers Loose Leaf and Filing Equipment 






We serve and sell direct. 
Our own offices in £5 
cities. Phone or write 
Baker-Vawter Co.,near- 
est large city. 
Manufacturing plants at 
Benton Harbor, Mich. 
SanFrancisco,California. 
Holyoke, Massachusetts. 

e Kansas City, Missouri. 










ENDORSER 


Canadian Distributors: 
Copeland-Chatterson, 
Ltd., Brampton, Ont. 


‘These are the five forms which are 
made out in:one writing. The rest 
of the handling is almost automatic. 
Here is the Baker-Vawter Unitfile 
which makes filing the above forms 
easy. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our. advertisers. 
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A HOME ECONOMICS DEPARTMENT 
THAT BUILDS SAVINGS 


Budgets and window displays prepared by 
this department attract women with queries 
on everything from housekeeping to divorce 


By FRANK I. CAMPBELL 


Advertising Manager, First National Bank, Detroit, Michigan 


HE workings of the Home Eco- concerning individual or family budget 

nomics Department of the First (proper division of one’s income) is 
National Bank in Detroit are such that free to the patrons of the bank. Income from $1000 per year up to $50,- 
they have attracted the attention of news- The First National Bank issues a 000 have suggested budgets made out 
paper writers from even distant cities. free household budget and account book for them. 

One young woman—a writer with a about 7 by 84% inches. The frontispiece 
newspaper in a distant city—who was reads: “This little budget book and ‘<From the experience of business men 
on her vacation in the city went home record of expense may prove to be just and thrifty women we know that fore- 
and reported what she saw as follows: the thing to put your feet on the road sight, system and the making of a bud- 

a to true thrift.” get are necessary to help eliminate work 

‘oie con tank ee ae a “This we know: If you will only “re 


; : , a saving of time and money. 
one another to get a better view of the make the entries faithfully for a time, 


° , 2 : , ; ‘‘Tn this unusual time when incomes 
show window of the First National Bank it will show you just what is necessary are not increasing in proportion to the 
in Detroit one day last week. Why 3 


to : cost of living, and when there are so 
shouldn’t banks have show windows? a _ — eer how the Eitle leaks many Sensete on money that no in- 
—and libraries too, for that matter? ©” De Stopped. come cece. laege eneugh, men and 
The bank window displayed a collection We wish you success and if we ean women must adopt business methods in 
of things to represent the family budget 
—what people spend money for in every- 
day living. 
‘<Shelter, food, clothing, es ex- 
yenses, recreation, insurance, advance- 
ae and savings were concretely — SUGGESTED BUDGETS FOR NEWLY 
trated in the window by means 0 ; 
characteristic examples. In the center MARRIED COUPLES: 
was a cleverly laid out tiny golf course, ° 
about a yard square, with its miniature 
winding road leading up_ to the Monthly income . _ . $125 $150 
clubhouse; a toy automobile was Savings ~ 
driving up the road to a toy garage. 1 Ses eR erent 10. Wi ea aS 10 
This setting represented recreation. At NO se ace, Nat gee 10 10 
one side a full grocery basket indicated eas. ns een 30 35 
food expenses; it was filled with pack- Rent Sea Sea ares 30 38 
ages of cereal, canned goods, bread, Clothing 20 3 
ete. Of course, a toy house represented O Rta Se ea ges ee ee 
home, while insurance was manifested ooo =, aR ee ee oe 12 15 
by written policies. OIE 6S Fie Sy A es 13 15 
‘*A soft white shirt mounted => 
window dressing frame _ stood for : : 
clothing, and books represented educa- pene income . . ... . . $250 $300 
tion. A ukulele was used to represent ND ols cH eee aks sroeriucs 25 30 
music; a small pile of coal as fuel; NN a et eae 25 30 
an ordinary suggestion box with . sign WE 0 oo So eget eg Ps 45 50 
attached to it ‘‘Contribution Box 
signified charity and a Savings Bank cde ee St ees aed ema Sonal 60 75 100 
book ‘‘ Savings.’’ ng se ar MERE Spee cg, arg 35 45 50 
‘¢The aim was to represent living ex- I 2 ce mae eee Sg ty 25 30 45 
penses pictorially and focus attention PVE Fi oe et 35 40 50 


on the budget sign in the window: 
‘The First National Bank of Detroit Like budgets are made out for the average family living on varying 

will tell you how to do it.’ ’’ incomes; by means of this bank compass the family boat may be 

If you step inside you will find a steered safely to a well-earned haven of peace and security. 
married woman of education, Mrs. 
Frank Rosenblatt, a graduate of the 
Economies Department of the Univer- 
sity of California, who has gained much assist you at any time we shall be glad _— spending the income if an accumulation 
valuable experience by teaching people to do so.” ee = biel ae 
how to save for Liberty Bonds during Surely, here is a live-wire idea that saving, a = alae plan for the income 
the war. She was employed by the works for good both ways; it aids the is necessary. 
government. Her office is on the first personal progress of every man and ‘“Budgets have been prepared by the 
floor next to the tellers’ cages. woman who takes advantage of it and educational department of the bank in 

The advertising department of the adds to the bank’s new accounts—two ond level semdishone, ee SS ae 
bank made the window display on the very important factors these days. as a possible guide. : 
street floor, as is shown in the accom- It follows up its window-lead by ‘<The department will be pleased to 
panying picture. It attracted much printing small pamphlets, handy for assist you in making any readjustments 
attention. Mrs. Rosenblatt’s advice one’s pocket, containing budget tables (Continued on page 45) 


for newly-married couples, individuals, 
and families of four or five members. 


Its foreword reads: 
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J C. ANDERSON, assistant vice president, The Union Trust Company, Cleveland, Ohio, is another 
* name that may be added to the roster of successful deposit builders. 


Eighteen years ago when he left school, Mr. Anderson started in the Euclid Avenue National Bank, 
Cleveland, as a messenger. This was in 1904, and within the next two years Mr. Anderson had won advance- 
ment to the clearance and transit departments of the bank. 


In 1907 he was employed by what was then the Bank of Commerce as statement clerk and individual 
bookkeeper. He remained with this institution through several successive changes of name and con- 
solidations. It is now the Union Trust Company. During the time he was with this institution he laid 
a broad foundation for his present work as head of the business extension department, by working in 


every department of the bank. 


H 
i 
| 
| 


imme 


Here’s what he says of The Bankers Monthly: 


‘“‘The manager of a business extension department should refresh his viewpoint 
continually by observing how the other fellow does it. This vital news is conveyed by 
The Bankers Monthly in a practical and interesting manner. The Bankers Monthly 
will have me as a reader as long as I am interested in financial questions.”’ 


OPM 


iim 





“*Here, Jim, is a bank that gives positive 

protection. You can tell them every time “? want these checks. 
by that circle and double arrow design F I have looked a'l ovr 
with the slanting word ‘Insured’.”’ - , town for this sign.” 


Why banks 
display these signs 


Bankers everywhere are displaying window signs, tellers’ 
grill hangers, display cards and newspaper advertisements 
featuring the circle and double arrows, together with the 
slanting logotype of Super-Safety Insured Bank Checks 
because these signs help to build public faith in banks 
and banking; because this increased public faith in banks 
will increase the deposits directly and indirectly. 


Deposits in banks can be increased directly through the 
issuing of the individual certificate of insurance to deposi- 
tors. These are furnished without charge to each bank 
purchasing Super-Safety Insured Checks. Naturally, 
bank depositors appreciate this added protection and 
deposit their funds where it is obtainable. 


Bank deposits are increased indirectly with Super-Safety 
Insured Checks through the constant word-of-mouth 
advertising given by depositors to friends and acquaint- 
ances through the mention of this unusual protection 
which the bank gives. 


Do your checks help to increase deposits directly or 
indirectly ? 


$1,000.00 of check insurance Insured in the 
against fraudulent alterations, HARTFORD 
issued without charge, 


: against loss through 
covers each user against loss. 


fraudulent or 
felonious alterations 


The Bankers Supply Company 


The Largest Manufacturers of Bank Checks in the World 


NEW YORK CHICAGO DENVER 
ATLANTA DES MOINES SAN FRANCISCO 
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IS YOUR BANK GREATER 
THAN ANY INDIVIDUAL? 


Employes with personality are all right, but 
the influence of an employe should never 
be greater than the influence of the bank 


By CHARLES: H. SMITH 


A FARMER stepped into the State 
Savings Bank in a certain small 
city. As it was quite early in the day 
and the bank had just opened only one 
other patron was in it. The farmer 
passed by the first wicket, although the 
teller behind it was at leisure, and 
stepped up to the second wicket. The 
pleasant-appearing, middle-aged man 
behind it greeted him with a friendly 
smile. 

“Good morning, Mr. Wilkins,” he 
said cordially. “A fine autumn morn- 
ing this morning.” 

“*’Morning, Mr. Hillis,” replied the 
farmer with equal cordiality, and re- 
sponding with a smile. “It is a fine 
morning for a fact . . Stopped 
in to leave a little money with you.” 

“All right, Mr. Wilkins. Glad to 
have you do.so. .. . - How is Mrs. 
Wilkins and the children these days?” 

“They’re pretty well, thank you,” 
answered the farmer opening his well- 
worn wallet. 

“That’s good. ; Are the 
farmers digging any potatoes out your 
way yet?” 

“Well, no. Not yet. Its been a 
little too wet with the fall rains we've 
had to start digging. I expect to start 
next week if the weather holds good.” 
He carefully counted some bills from 
his wallet and reaching into the depths 
of his coat pocket drew forth his bank 
book and shoved the book and bills 
under the wicket. “I’d like to leave 
two hundred dollars on my account, 
Mr. Hillis.” 

The teller pulled a pad of deposit 
slips before him, filled one out and, 
after counting the bills, entered the 
amount and total on the slip and in the 
deposit book and returned it to the 
farmer. 

“There you are, Mr. Wilkins. Thank 
you. How are the roads out your way?” 

“They're a little rough just now. 
But you can get through with your car 
all right. If you come out our way 
stop in, Mr. Hillis. Just made some 
new cider last week. Like to have you 
sample it. I think it’s pretty good.” 

“Thanks. Ill be sure to stop in if 
I’m out your way, Mr. Wilkins, for I 
certainly do like new cider.” 

Wilkins turned to go. “Good by, 
Mr. Wilkins—and come in again.” 

Nearly everybody in the community 
served by the State Savings Bank is 
acquainted with Mr. Hillis, who was 
one of the two tellers of the bank. 


Furthermore nearly everyone knows 
him favorably. When he acted as teller 
for the State Savings Bank people 
knew that if they went to the bank and 
found him behind one of the wickets 
that they would be pleasantly greeted, 
that whatever banking business they 
had to transact would be efficiently 
handled by him, and that he would be 
courteously interested in them and their 
affairs. When they left Mr. Hillis al- 
ways bade them “Good by” and invited 
them to “come in again” and they de- 
parted from the bank with the feeling 
that it had been a pleasure to transact 
business with him. 


Of course, in metropolitan centers, 
Mr. Hillis’ methods might not work sat- 
isfactorily. He might, for instance, find 
himself somewhat baffled to recall names 
and faces and to remember the personal 
details about each depositor—even if 
his methods were adaptable to an urban 
clientele. But in the small city in which 
the State Savings Bank is located and 
which enjoys a large rural patronage, 
he was able to build up a very large 
personal following. The majority of 
people preferred to patronize the State 
Savings Bank—and many of these 
patrons would rather deal with Mr. 
Hillis than with anyone else connected 
with the bank. The reason for this 
was, of course, his pleasing personality 
and his kindly interest in each patron’s 
affairs. He was always ready to assist 
patrons even.when their business was 
outside of his department. 

Mr. Hillis had been with the State 
Savings Bank for a number of years 
when for reasons best known to the 
officers of the bank it was decided that 
his services were no longer desired. No 
explanation was offered by the bank for 
taking this action and no one except the 
directors knew just why the teller was 
dismissed. Among the depositors rumor 
immediately had it that he was removed 
for no other reason than to make place 
for someone else. 

What happened? When Hillis left 
the bank he took scores of depositors 
with him. People who regarded him 
as a personal friend considered the 
directors’ action as a personal affront 
and many of them immediately with- 
drew their accounts and deposited them 
elsewhere. They felt as if an injustice 
had been done their friend, the teller, 
and they resented it. So it was that 
the bank lost a large number of patrons 
who withdrew thousands of dollars from 


the deposits of the bank. 

Regardless of the ethics invélved— 
and it is not definitely known that the 
teller influenced a single depositor to 
withdraw his account—the question in- 
evitably arises: Is it a good policy for 
the bank to encourage its tellers to 
build up large personal followings? Of 
course as long as the tellers are closely 
identified with the bank if they have 
large personal followings it is of con- 
siderable advantage to their employers. 
But when an incident like the fore- 
going occurs the personal following be- 
comes a liability instead of an asset. 

As a general rule the personal follow- 
ings of the various employes are of a 
decided advantage to the bank. But 
mark this important point: The bank 
should always be greater than any indi- 
vidual connected with it! It should 
depend upon its service as a whole— 
rather than service as given by an 
individual—to retain its patrons. To 
this end the directors should see that 
the service of their institution is founded 
upon the efforts of the entire personnel 
rather than upon the service of any 
single individual. Usually this can be 
accomplished by separating the duties 
of the various employes by certain defi- 
nite lines of demarcation. 

But the influence of an employe should 
never be greater than the influence of 
the bank. Only when this is true can 
incidents like the foregoing, which cut 
deeply into the deposits of the bank, 
be avoided. Keep the bank greater than 
the individual. 


Big Loan by California Banks 

The first important outeome of the 
recent merger of banks in twenty four 
California cities under the leadership 
of the First National Bank of Los An- 
gelos, the Los Angelos Trust & Savings 
Bank and the First Securities Company, 
is seen in the announcement of a loan 
of $4,600,000, to the raisin growers of 
San Joaquin Valley to assist in the 
proper marketing of the raisin crop. 
The Mereantile Trust Company of San 
Francisco also participates in the raisin 
financing. 

It is the belief in California financial 
circles that this financing, arranged by 
W.- A. Sutherland, vice-president of the 
Los Angeles Trust & Savings Bank at 
Fresno, with papers drawn by J. Dab- 
ney Day, vice-president of The First 
National Bank of Los Angeles, will 
have a full effect upon the prosperity 
not only of the San Joaquin Valley but 
of all California from Fresno south, 
because proper marketing of the raisins 
will return additional moneys to care 
in due rotation for other California 
crops. 


The First National Bank of Coffey- 
ville, Kansas, will build a six-story bank 
and office building in the spring of 1923. 
The architect is to be selected this fall. 
J. T. Wettck is president of the bank. 





















































































































































































































































































































































































































































ARE YOU AWAKE TO 
THIS VITAL DUTY? 


While bankers are lending every helpful in- 
fluence to the building of fortunes, litile has 
been done to conserve accumulated wealth 


By E. Y. CHAPIN 


President, American Trust & Banking Co., Chattanooga, Tenn. 


HE men who have studied invest- 

ment, practised investment and won 
suceess in investment, are the men to 
handle investment. 

No man will dispute this fact; vet 
ninety-five men out of a hundred ignore 
it when they make their wills. These men 
will take all their financial problems to 
their bankers while they live; and leave 
their most serious financial problems to 
women and children when they die. 

Investment—the management of eap- 
ital which keeps it safe and makes it 
productive—is not learned in a day. 
Men spend their lives in studying it. 
Men make costly mistakes when they 
first undertake it. Men attain safety 
and profit in it only through incessant 
study of conditions which are constantly 
changing. Yet other men—men of fine 
business intelligence and extended ex- 
perience seem to expect a woman or a 
child to invest capital as casually as 
they would buy clothing or food. 

What man would turn over the man- 
agement of his business to his wife or 
his twenty-one-year-old child while he 
is alive and vigorous, even though he 
could stand in the background and warn 
when a mistake might be made? Yet 
the great majority of men turn over 
their business affairs to their wives and 
children when they die when it is no 
longer possible for them to observe 
and warn should inexperience blunder. 

What man would hand a check for 
50,000 to his wife or his inexperienced 
child for investment? Yet the great 
majority of men make their life-insur- 
ance payable to women and children; 
which means that large sums of cash 
will be handed to these women and 
children for investment. 

That sort of folly has been going on 
for generations; but, happily, things 
are changing. Men are reflecting. They 
are realizing that the banker whose 
advice controls their own investments 
today, should handle investment for 
their wives and children to-morrow. 
They are realizing that capital requires 
the care of skilled, prudent and ex- 
perienced men if it is to be either safe 
or productive; that it is highly unsafe 
and rarely profitable in the hands of 
women and children; that it is always 
safest and often most profitable when 
it is watched and tended by bankers— 
men whose study, thought and effort are 
given to caring for it. 


Only a generation ago a few—a very 
tew—trust companies undertook the 
management and settlement of estates. 
To-day most of the trust companies and 
many of the banks have extensive trust 
departments where skilled men _ give 
their entire time to this important task. 
A thousand estates are managed or 
settled by trust companies to-day where 
one was handled by them a generation 
ago. 

This radic¢al change has not come 
about by chanee. Much of it has been 
foreed upon people by the intolerable 
conditions which preceded it. The old, 
old story of a fortune, built up through 
a lifetime of hard work and self-denial 
and lost or dissipated through ignorance 
or inexperience, was told so often that 
men began to take warning. 

But most of the change came with 
an awakening among the trust com- 
panies and banks. They began to 
realize that they were leaving an im- 
portant duty unperformed. They were 
lending every helpful influence to the 
building of fortunes; and doing little 
or nothing to preserve them. They 
were advising, directing, and serving the 
experienced business man; but they 
were doing little or nothing for his in- 
experienced wife and children. 

As this realization came they organ- 
ized for special service. Trust officers, 
inen of proved ability in the handling 
of eapital; men of special experience 
in the management and settlement of 
estates were selected. These trust officers 
organized staffs of accountants and 
men for detail work. An estate in such 
hands afforded a pleasing contrast to 
the old conditions. From the totally 
unskilled and inexperienced handling of 
women and youths, it passed to the sys- 
tematized care of a group of specialists. 
From the hazard of uninformed manage- 
ment it passed under the direction of 
skilled and experienced men of affairs. 

The result was, of course, almost rev- 
olutionary. As men found how to 
protect what they had amassed they 
named the trust companies and banks 
as executors, guardians and trustees 
under their wills; and as examples 
multiplied and people were able to 
contrast the failure of individual ex- 
ecutors, guardians and trustees with the 
sound and sure administration of a 
trust company or a bank, the desire for 
corporate fiduciary service spread. 
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One condition only remains to retard 
the spread of fiduciary service by trust 
companies and banks: too many of them 
insist upon hiding their light under a 
bushel. Too many of them are content 
to let this service come to them instead 
of seeking it. Too many expect their 
communities to understand what no one 
has ever explained to them. Too many 
fail to realize how little is said to people 
about their wills; how seldom the perils 
which beset estates are called to their 
attention; how limited has been the 
publicity which this important subject 
deserves. 

But in this matter too there has been 
a marked change. Trust companies and 
banks are coming to realize that to be 
appreciated they must be understood. 
That the publie will avoid the hazard 
which comes with the management of 
capital by widows and youths when it 
is made to realize how great that hazard 
is. That it will employ the skill, the 
experience and the responsibility which 
the trust companies and banks are offer- 
ing when it is shown how capable they 
are. 

Trust companies and banks are as- 
suming their proper role as leaders and 
edueators. The average man knows 
little or nothing of what is involved in 
the management and settlement of an 
estate. He does not appreciate the im- 
portance of making a will. He does 
not realize how vitally necessary it is 
that an experienced prudent manage- 
ment shall sueceed his own when his 
estate passes out of his hands. 

Banks and trust companies are telling 
their communities of these things; and, 
as always, diligence and consideration 
are meeting their reward. The people 
are responding with a patronage which 
is very valuable to the trust companies 
and banks which handle estates; 
these corporations reap a double com- 
pensation. They are preserving capital 
and making it useful; and they are 
binding their patrons to them by closer 
ties than ordinary banking could ever 
knit. 


Explaining Canadian Stamp Tax 

Anticipating public confusion with 
the advent of the new Canadian stamp 
tax which became effective in August, 
the Union Bank of Canada will dis- 
tribute from its 370 branches a digest 
of the new law. This is in the form of 
a celluloid card convenient sized to 
carry in the business-man’s wallet. On 
the front of the card appears a ready 
reference table of the new stamp tax 
and on the back a digest of the new 
law under which the tax will be oper- 
ated. Copies may be obtained from the 
agency of the bank 49 Wall Street, 
New York City. 


The contract has been placed for the 
construction of a three-story bank build- 
ing to be oceupied by the National 
Bank of Baltimore to cost $200,000. 


and . 
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The 
- First National Bank 
of Boston 


The leading financial institution of 
New England. 


Foreign and domestic commercial 
banking of every nature. | 


Correspondence Solicited 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our 






























































































































































































































































































































































TERRA COTTA MAKES 


UNUSUAL 





NEW bank has recently been opened 


LX in Los Angeles that has several 
unusual features, the most noticeable 
being fixtures which are made of 


terra cotta. It is said that this is the 
first bank in the eountry to use this 
material in this way. 

The bank is the Arlington braneh of 
the Citizens Trust and Savings Bank 
and is located at the corner of Arling- 
ton and Washington streets, An- 
geles. 

The banking room is 25 by 90 feet, 
with entrance the street on the 
corner. The counter railing slants to- 
ward the entrance, an opening in the 
rail being left next to the wall through 
whieh access is obtained to the manager’s 
office. The section of railing in whieh 
the cashiers and bookeepers’ windows 
are located is much than the 
photograph seems to indicate. This 
section is about 30 feet lone so that 
there is ample space in the four eages. 

The counters at the four windows 
are of marble as are the tops of the 
two wall desks, which are shown to the 
left in the pieture, the further one 
being partially hidden by the lamp. At 
the back of each of the cashiers win- 


Los 


from 


longer 


dows are arranged two light fixtures, 
one on each side. These fixtures are 
level with the top of the terra cotta 


railing and provide a downward light 
on the ledges without shadows. 

In the corner at the front of the room 
and opposite the entrance is a table of 
terra cotta with marble top and a terra 





FIXTURES 





cotta corner bench. A floor lamp pro- 
vides light. This corner is for the econ- 
venience of the bank’s patrons. 

At the rear of the banking room and 
on the mezzanine floor are located the 
trust and escrow departments, the lat- 
ter being of far greater importance 
with California banks than in the East. 

The Citizens Trust and Savings Bank, 
of which the above picture shows a 
branch, has 14 branches located at stra- 
tegie points in the eity of Los Angeles. 
Nowhere in the country has braneh 
banking been developed to the extent 
that it has in this state. Practically all 
of the larger California banks maintain 
branches and often these are not con- 
fined to home cities, but are located in 
other towns. : 

The pieture gives an idea of the im- 
portance these banks assign to their 
branches. In every detail, the bank 
floor is designed for the convenience of 
patrons in the branch as well as in 
the main office. In addition to other 
features, the floor covering may be 
noted. It is of lino-tile, a linoleum 
compound, whieh looks like tile but is 
more resilient, more quiet and easier to 
walk upon. 

This branch was opened January Ist 
of this year in temporary quaters, the 
new building not being occupied until 
July. Up to the first week of August, 
epproximately seven months of opera- 
tion, the bank’s deposits amounted to 
about $500,000. 
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A SIMPLE METHOD OF 
HANDLING LOANS 
AND DISCOUNTS 


(Continued from page 15) 
recorded on the discount register and 
liability sheets of the notes affected by 
such payments. The blotter sheets are 
filed as a permanent daily record of 
loans paid. Also, the canceled tickler 
sheets representing notes which have 
matured and are fully paid, are filed 
under the dates of payment and may 
at any time be audited with the teller’s 
blotter for any given day. . 

Permanent files containing the record 
of the transactions of borrowers and 
discounters are built up through filing 
the canceled liability sheets of all notes. 
These are stored in strict alphabetical 
order in the permanent transfer files 
and are easily available for reference 
by the officers or credit department at 
all times. 

Collateral securities on loans are 
filed in collateral envelopes bearing the 
name of the owner and a brief descrip- 
tien of the note or notes they secure. 
A eross index to collateral borrowers by 
names of securities is also maintained 
in the usual manner. 

E. M. Marvin, eashier of the bank, 
summarizes as follows what he consid- 
ers the chief virtues of this system: 

First: A semi-monthly trial balance 
is taken from the liability slips and 
checked with the general ledger control. 

(The bank was never able to keep 
the old liability ledger in balance). 

Second: A triple check on the con- 
trol is gained by running a list of all 
notes and also the open numbers on the 
discount register once each month. 

Third: All essential records are made 
in one writing which saves time, labor 
and money over the old three book sys- 
tem of discount register, liability ledger 
and maturity record. 


Prizes for Business Code 

Prizes aggregating $225 are offered 
by the Farm Mortgage Bankers As- 
sociation of America for the best 50- 
word code of ethies, standing the prinei- 
ples of the association. 

There are three prizes, the first $150; 
second $50; and third $25, and codes 
must be in the hands of the judges not 
later than September 18, 1922. Names 
of winners will be announced at the 
Ninth Annual Convention of the as- 
sociation at the Congress Hotel in 
Chicago, October 3 and 4. 

The committee to determine the win- 
ners consists of Prof. R. B. Dennis, 
Northwestern University; A. D. Wel- 
ton, Continental and Commercial Bank, 
Chicago, and W. F. McClure, American 
Bond and Mortgage Company, Chicago. 

Detailed information as to the contest 
will be supplied by any member of the 
association, or by any public library 
in the United States. 
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WO young men, resembling each 

other, lived in a small town in the 
State of New York. Their similarity 
in height, weight, color of hair and 
eyes, often puzzled their acquaintances. 
Many of their most intimate friends 
would greet Frank Fergerson, only to 
be corrected: “My name is Will Me- 
Ginnis.” To a person glancing casually 
at them the slight difference in the 
physique, the one being a little more 
stooped than the other, was unnotice- 
able. 

Frank Fergerson, a trifle more ener- 
getic than his dual character, remarked 
to Will McGinnis one evening as they 
were loitering on the street corner, “I 
say, Old Man, I’ve an idea.” 

“No, thank you, I won’t loan you 
another jitney,” but he added, curiosity 
in his voice, “Spring it. You are al- 
ways brimful of ideas but not another 
one like the last. You remember that 
one cost me ten dollars. Listen! Be- 
tween you and me, we must have results 
this time and quick too.” 

Shrewd Frank Fergerson, knowing 
this was the psychological moment, took 
advantage of it. “It is simply this, 
Will, we can use this like appearance, 
which we are either fortunate or un- 
fortunate to possess, as a means to our 
fortune.” 

“By Jove, sounds good! Go on.” 

A week after this conversation on the 
street corner took place these two young 
men set out from their native State of 
New York to seek their furtunes in the 
prosperous Middle West. Illinois was 
chosen as the place in which to com- 
mence their climb up the ladder of sue- 
cess. ; 

One Monday morning a well dressed 
young man walked briskly down the 
Main Street of LaSalle. He entered 
the First National Bank and in a busi- 
ness-like hurry asked to see the cashier 
personally. The cashier paused, took 
the card handed him by his secretary, 
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and upon reading the name and town 
instantly associated him with an old 
college friend of his who lived in the 
same place. 

“Come in and be seated,” graciously 
invited the cashier, his attention ar- 
rested by his business-like importance, 


“Are you acquainted with my old 
schoolmate, Arthur Shaw, of your 
town?” 


“Not intimately,” responded Mr. Fer- 
gerson, a little flustered at the question 
but without showing any outward signs 
of nervousness. 

Hurriedly he stated his business in 
order to evade any further questioning. 
“T came to see you about opening a 
checking account with your bank. I’m 
looking up a location to go into business 
in your thriving town.” From his pa- 
pers he drew a check for five hundred 
dollars on a well known mercantile firm 
and presented it for deposit. 

The charming personality of Frank 
Fergerson completely monopolized the 
casher’s attention. A friendship was 
established between the two men in a 
week or two which would ordinarily 
have taken a year. They were always 
found together during their recreation 
hours at the club and on the golf links. 

Frank had the ever-pleasing-way, to 
a man interested in his city and country, 
of praising the community, scenery and 
resources of the particular place located. 
His praise of the beauty of the wonder- 
ful Illinois river was the eashier’s fa- 
vorite topic of conversation, with the 
purr of the motor as an accompaniment, 
when roaming over the prairies in the 
cool of the spring evenings. 

Frank Fergerson hurriedly entered 
the Bank one day with a certified check 
for one thousand dollars and presented 
it to the teller who asked the usual 
question that is asked of a person who 
is a stranger to him: 

“Are you acquainted with one of the 
officers of the Bank?” 

“Oh, yes! Id forgotten that I’ve 
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not had the pleasure of meeting you,” 
Frank replied with his business-getting- 
smile, “I’ve an account here and the 
cashier, Mr. Smithson, and I are old 
friends.” As he finished this sentence 
he glanced across the room and catching 
the eye of the cashier, he waved the 
check so that he might see it. 

“Cash it, Mr. Brown, I know Mr. 
Fergerson,” called the cashier across 
the intervening space to the teller. 

At three o’clock the same day, follow- 
ing the bank clearings a nine thousand 
dollar deficit could not be located, and 
not until the next day did the bank 
make the discovery of the fraud in the 
raising of a certified check from one 
thousand dollars to ten thousand dollars. 

The detective agencies and local police 
were soon busy on the case and a net 
was drawn around the city, lookouts 
being placed in all the nearby towns, ‘all 
trying to loeate a stranger of medium 
height, slender, medium brown hair and 
light skin, wearing a dark, fitted over- 
coat, soft hat, gray suit and brown shoes. 

Early the next day the long distance 
operator received a message from an 
apparently nervous person who gave 
the information that the person they 
were in quest of was at the Manhattan 
Cafe in St. Louis. After making this 
known to the police the St. Louis offi- 
cials were instructed to make the arrest. 

A man answering the description was 
found at the Cafe. He was taken into 
custody and brought to the city in 
which the fraud was committed and 
there lodged in the county jail, and 
held there awaiting trial. 

At the trial the defendant entered his 
plea of “Not guilty.” Following. the 
plea the Attorney for the defendant 
called several St. Louis business men 
as witnesses to testify that this man 
had been arrested by mistake and he 
proceeded to make his ease by asking 
these questions: 

“How long have you known Will 
McGinnis, the man arrested?” 
(Continued on page 48) 
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On request, the Monroe Calculating 
Machine Company will supply the name 
of this well-known trust company that 
has reported this impressive story of 
time and money saving made possible by 
the use of Monroe Calculating Machines. 
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3 Clerks with 3 MONROES suckion 137% Hours 
EQUAL 30 Clerks working 660 Hours 


Wot long ago, one of the large and well-known 
trust companies in the Middle West was about 


set—November 15th to December Ist. 
osition was readily accepted. 


The prop- 











asizetofit every business— 
20, 16 and 12 place capacities 


ready to figure Interest on their 28,000 savings 
accounts. 


The bank officials expressed a desire to see the 
“Miracle Machine” —the Monroe Calculating 
Machine. 

After a demonstration, the Monroe man offered to 
complete the work on the Monroe between the dates 





General Offices: Woolworth Building, New York 


Result: 3 Clerks and 3 Monroes did in 137% hours 
interest figuring which had formerly required 30 
Clerks 660 hours to complete or in less than one- 
fourth the time and with one-tenth the clerical force. 


This story is not unusual. Monroe users every- 
where are daily testifying to the ease with which 
the Monroe Two-Way Mechanism and Visible Proof 
take all the hard work out of figures. 


Your work may be similar or it may involve the 
figuring of invoices, payrolls, time slips, percentages, 
or pro-rating, billing records, statements, statistics, 
or the problems of engineering and research depart- 
ments. No matter—the Monroe offers you an 
equally valuable service. 


By simply returning the coupon below you may 
have—right in your own office—the same FREE 
DEMONSTRATION of the Monroe that was such 
a revelation to this bank. Mail it NOW while you 
have the matter in mind. No obligation involved. 





REG. TRADE MARK 


Calculating Machine Company 


Plant: Orange, N. J. 


Offices rendering Monroe Service at all Principal Points in the U.S, and Canada 
r= - ce 3 3S ee ee = = «0 = COUPON FOR YOUR CONVENIENCE = me =e ee eee eee eee a a | 


Monroe Calculating Machine Co., Woolworth Building, New York 
Without obligation (check items desired) : 


Arrange for a Free Trial in our office on our own work. 
Send us literature about the new K Model Monroe. 
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BRINGING NEW SETTLERS 
TO YOUR IDLE FARM LAND 


(Continued from page 13) 


The help of the entire community was 
enlisted and an announcement appeared 
in the local newspaper inviting all 
the farmers in the vicinity to become 
members of the Christmas Commission 
Club. The idea of the club was to band 
the farmers of the community into an 
organization and to distribute the com- 
missions that result from the real estate 
deals in bonuses divided equally among 
all club members at Christmas time. 

The nub of the plan is this: 


The farmers were to write letters 
(provided by the bank) to all the farm- 
ers they knew, asking them to come and 
look over the wonderful possibilities of 
Shields Valley with a view to moving 
into the district. The low prices of 
land and the splendid farming facilities 
were stressed in the letter. An offer 
was made also to those addressed to 
write to the Farmers State Bank for 
a free sack of wheat, barley and oats, 
a sack of each, sent as a sample of the 
produce of the country. 

The first advertisement (see illus- 
tration) of the bank, read in part as 
follows: 

“No matter where your friends live 
they will be glad to hear from you. 
They will be interested to know facts 
about the country you live in. 

“Your friends and our friends are 
the ones we want to have live with us. 
If your dairy of farmer friend wrote 
you that he was looking for a new loca- 
tion, would you hesitate to recommend 
your valley? 

“Opportunities 
attract them. 

“Home-seekers are coming to Mon- 
tana this year. The railroads offer re- 
duced passenger and freight rates. 
Let’s do what we can to have them come 
to the Shields River Valley in Southern 
Montana on the Northern Pacifie rail- 
road. 

“All over the world people are wait- 
ing for prosperity to come back. Why 
should we, in the Shields River Valley, 
wait?” 

The advertisement contained an ap- 
plication to be signed by farmers who 
wished to join the club. At the same 
time residents of the community were 
cireularized by letter. Enclosed in the 
letter was the advertisement (Figure I) 
and another letter, sample of those to be 
sent to friends who might be prospects. 
The letter contained the promise: 

“The Farmers State Bank guardntees 
each savings account next 
It stressed the point that 
letters were at the bank 
ready to be sent to people all over the 
country, and asked those who wished to 
join the club to call for them. 

Taking for granted the facts that of 
all householders farmers are 


come only as you 


member a 
Christmas.” 
thousands of 


most 


deeply rooted in their surroundings, the 
difficulty of disposing of farms, and all 
the psychology involved in the farm- 
er’s attachment to the “old homestead,” 
it must be conceded that the Farmers 
State Bank went about the business of 
interesting prospects in a most persua- 
sive way. ' 


All the facts about the district being 
offered were compounded. The letter 
that went out to prospects was strangely 
devoid of the glowing epithets of the 
average real estate prospectus, but it 
certainly included all the facts which 
a level-headed farmer might ask. The 
bank did not expect to uproot farmers 
in the middle of the summer, when the 
campaign was started. However, one 
farmer has already moved into the 
Shields Valley as the result of the 
campaign, and many prospects have 
visited it and to use real estate parlance 
their “deals with the Farmers State 
Bank are still on.” According to Mr. 
Briebach, the idea is snowballing its 
way to more popularity daily, and the 
plan shows signs of -being very success- 
ful next year. : 


In addition to serving the new res- 
idents of the community by giving them 
that heretofore problematical thing— 
honest real estate service, the bank will 
continue its service to the residents 
after the sale is completed. The bank 
promises to hold down the prices of 
land for a year, and is charging four 
per cent commission on sales. The 
Northern Pacific railroad has agreed to 
offer reduced passenger rates to pros- 
pects, and freight rates to those who 
intend to move. Another interesting 
bonus will be a pig, presented free of 
charge to all new residents under the 
Christmas Commission Club plan. In 
addition the bank guarantees that the 
pig will not get hog cholera. It is the 
boast of the valley that they have never 
had a ease of hog cholera, and there have 
been no earthquakes, cyclones, floods, 
strikes or grain diseases. 


The letter sent out by club members 
to prospects reads in part as follows: 


The Farmers State Bank of Wilsall, Mon- 
tana, is organizing a Christmas Commission 
Club for the purpose of settling up that part 
of the Shields River Valley tributary to 
Wilsall. 

I desire to join the Club, therefore I am 
sending this letter to a few of my relatives 
and friends with the hope that they or some 
of their friends will come here this summer, 
see this beautiful and productive land of ours 
and take advantage of the opportunities 
offered. This letter briefly describes our coun- 
try and the bank's promises 

You can't live on beautiful scenery, but 
once you live with it you can't live without 
it. Of course, we must work here just the 
same as you must work there. But we know 
one can make as comfortable a living here as 
can be made elsewhere, and besides, you will 
love to drink the pure, healthy water, to 
breathe the light, refreshing air and to gaze 
upon the mountains to the east and to 
the west, where the light from the sun changes 
continuously from sunrise to sunset, giving to 


you the most wonderful moving picture in 
the world 
We believe our soil measures up to Iowa 


land in every way except in price. However, 
we farm it differently, and it seems to us it is 
easier, On the irrigated land we spread the 
water when it ls needed. That assures we ao 
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crop. 


Irrigated land sells from $50 to $125 
per acre, and it is a bargain at those prices. 
Then the farming land not irrigated we have 
learned to summer till in a scientific way 


and, from results, konw it pays. The work 
is done during May and June, just between 
spring seeding and haying time. We make it 
look like a garden and conserve the moisture. 
The winter grains are seeded in August. 
Non-irrigated land sells from $20 to $75 per 
acre. Many of our farmers like non-irrigated 
land better than irrigated land. 

You probably know that wheat, oats, rye, 
flax, alfalfa and grasses raised in this valley 
have taken many first prizes at expositions 
and fairs throughout the United States. All 
grains raised here usually sell at a premium, 
and they should. We consider wheat that 
goes from 35 to 65 bushels per acre good, 
from 20 to 35 bushels fair, and less than 
20 bushels is a disappointment. 
as high as 100 bushels per acre. Seeing is 
believing. Please do me this favor: Ask 
the Farmers State Bank of Wilsall, Montana, 
to send you a sack of wheat, barley and 
oats—three sacks in all. They say they will 
be mighty glad to do it and it won’t cost 
you a cent. 

Since last fall we feel a hundred per cent 
better because livestock prices have gone up 
almost a hundred per cent during that time. 
This is a natural livestock country. Our 
stock is bred up so that today when it 
reaches the market the commission men ad- 
vertise the fact that So and So’s cattle or sheep 
or hogs or horses from Wilsall, Montana, 
brought the top prices. 

Think of grazing cattle, sheep and horses 
on first-class grazing land which sells for 
$10 to $25 per acre. Yes, you can cut from 
one to two tons of hay per acre on this land. 
Besides, you have the privilege of a forest 
reserve permit for summer pasture which 
costs you practically nothing. 

The alfalfa, sweet clover, etc., raised here 
makes this valley excel as a dairy location. 
Our dairy business is established and ex- 
panding. Our cheese factory cannot supply 
the demand. 

We all raise our own garden and some 
make their living that way entirely, while 
others make poultry earn them a living. 

Needless to say, we are human. We like 
pigs when they are cute and we like hogs 
when they are the money. The barley we 
feed them makes them fatter and the meat 
sweeter than corn does. Our barley contains 
within two per cent of the food content for 
feeding of the best corn raised. They in- 
variably bring the top prices. 

We have good people, good schools, good 
fishing, good hunting, good roads and good 
health. 

You probably ask: ‘‘Why is land for sale 
in Shields Valley?” Because it is new country. 
Some bought land for speculation and do not 
live on it, others have more than they can 
farm to the most profit and comfort; farm 
labor is\hard to get and financial conditions 
are abnormal, making money worth more 
to-day than it will be tomorrow. 

A man with farming experience and at 
least $3,000 in cash can buy enough good 
land through the bank to assure him of success. 
The opportunity is here. The farming bus- 
iness is improving and farmers want land 
like ours that is going to increase in value. 

You cannot buy land through the bank 
without seeing it first, and trades are not 
considered. Come and have your friends 
come. 


It is safe to predict that the farmer 
who comes to Wilsall, Montana, under 
these circumstances, will not lack neigh- 
borly help. The co-operation of the 
bank, which has manifested such un- 
usual spirit in starting a campaign to 
build up its community, can surely be 
counted on to help the neweomers over 
the rough places in the first fight with 
the soil. 


Oats goes 


The North Shore Trust & Savings 
bank, Sheridan road and Argyle street, 
Chicago, held its formal opening on 
Saturday, August 19. The capital stock 
of the bank is $200,000, and it has a 
surplus of $25,000. Harry 8S. Coving- 
ton is president, William J. Fickinger 
ie chairman of the executive committee, 
and William ©. Conrad is viee-pres- 
ident and cashier. 
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The Heart of Every Community Interest is the Bank 


Keep Profits in Your Community 
Where the Wealth 
is Produced 


VERY local community is a group of people, the several units of which have the right to exist 
only as they serve the rest in some well-defined capacity. People need food and clothing, 
therefore farmers and merchants. People need health, therefore doctors. People need money, 
therefore the bank, where the community surplus is stored to be utilized in financing the trans- 
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actions of the community. 


The greatest element in rural community service is agricul- 
ture, because it contributes both the demand and supply that make 
the community necessary. ; 


Every Company that sells goods in the community owes it a 
duty. Apart from this duty, the building of its own business 
depends on building the community. Some implement com- 
panies do not recognize this obligation. Some do. We count 
ourselves among those that do. 





HE following para- 
graphs show you how 
the MOLINE PLAN elimi- 
nates waste and lowers imple- 
ment costs to farmers and 





; We believe that in the future, farmers must get more for what dealers: 

: they sell and pay less for what they buy. They are demanding— 1. It focuses the local finan- 

: (a) More of the consumer’s dollar for what they produce. cing in the hands of the local 

i ‘ : bank, the only logical source of 

s (b) Less waste in their dollar for what they buy. local credit. This is profitable 

d We cannot help them directly in their first demand because for the bank and saves waste for 

“ we do not market the products of the farm, but in the second the farmer. 

: one, we offer our cooperation. We ea atiait eudiin te 

. We have cut the cost of distribution to the bone by consoli- distribution and shares the sav- 

8 dation of expensive branch house organizations, with their ing with dealers and farmers in 

, multitude of clerks, accountants, canvassers, expertsand collectors lower implement prices. 

it into one selling company, retaining, however, the needed » my bias “ 

: warehouses throughout the country, equipped to furnish the ; = oe = oe 

- trade prompt service on complete goods and repairs. CORR, Se eee ae 

d 5 es have the confidence, good-will 

‘ The extravagant credit system of former days, which is the and respect of farmers. It makes 

nt thing you are most interested in, has also been eliminated. All dealers the masters of their own 

. of this has resulted in surprising savings. business. 

er Are you willing to cooperate with us, at a profit to you, 4. Itheeves all. the profit from 

er of course, in assisting a good, live independent dealer in the sale including the financing 

h- your community to take advantage of a real business of the sale of implements in your 

he opportunity? community where the imple- 

ie Have not the farmers a right to expect it? — = ae and re wealth 
‘ 5 i - 

b Remember, all the profits, except a reasonable manufacturing ee ee tke ey 

e 7 : 7 : ' facturing profit is taken out. 

rofit, are left in your community to build it up and make it 

er 

th tter and more prosperous. 

We invite you to correspond with us on the MOLINE PLAN and our method of cooperation 

gs with you. Upon request, we will gladly send our booklet which describes the MOLINE PLAN. 

et, 

> MOLINE PLOW COMPANY INC, 

a Re-organized, Re-financed, Powerfully Capitalized 

= MOLINE, ILLINOIS 

ve, 
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TERRA COTTA 


UNUSUAL 


NEW bank has recently been opened 


in Los Angeles that has several 
unusual features, the most noticeable 
being fixtures which are made of 


terra cotta. It is said that this is the 
first bank in the country to use this 
material in this way. 

The bank is the Arlington branch of 
the Citizens Trust and Savings Bank 
and is loeated at the corner of Arling- 
ton and Washington streets, Los An- 
geles. 

The banking room is 25 by 90 feet, 


with entrance from the street on the 
corner. The counter railing slants to- 


ward the entrance, an opening in the 
rail being left next to the wall through 
which access is obtained to the manager's 
office. The section of railing in which* 
the cashiers and bookeepers’ windows 
are located is much longer than the 
photograph seems to indicate. This 
section is about 30 feet long so that 
there is ample space in the four cages. 

The counters at the four windows 
are of marble as are the tops of the 
two wall desks, which are shown to the 
left in the picture, the further one 
being partially hidden by the lamp. At 
the back of each of the cashiers win- 
dows are arranged two light fixtures, 
one on each side. These fixtures are 
level with the top of the terra cotta 
railing and provide a downward light 
on the ledges without shadows. 

In the corner at the front of the room 
and opposite the entrance is a table of 
terra cotta with marble top and a terra 





MAKES 
FIXTURES 





cotta corner bench. A floor lamp pro- 
vides light. This corner is for the con- 
venience of the bank’s patrons. 

At the rear of the banking room and 
on the mezzanine floor are located the 
trust and escrow departments, the lat- 
ter being of far greater importance 
with California banks than in the East. 


The Citizens Trust and Savings Bank, 
of which the above picture shows a 
branch, has 14 branches located at stra- 
tegic points in the city of Los Angeles. 
Nowhere in the country has branch 
banking been developed to the extent 
that it has in this state. Practically all 
of the larger California banks maintain 
branches and often these are not con- 
fined to home cities, but are loeated in 
other towns. 


The picture gives an idea of the im- 


portance these banks assign to their 
branches. In every detail, the bank 


floor is designed for the convenience of 
patrons in the branch as well as in 
the main office. In addition to other 
features, the floor covering may he 
noted. It is of lino-tile, a linoleum 
compound, which looks like tile but is 
more resilient, more quiet and easier to 
walk upon. 

This branch was opened January Ist 
of this year in temporary quater:, the 
new building not being occupied until 
July. Up to the first week of August, 
epproximately seven months of opera- 
tion, the bank’s deposits amounted to 
about $500,000. 
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A SIMPLE METHOD OF 
HANDLING LOANS 
AND DISCOUNTS 


(Continued from page 15) 





recorded on the discount register and 
liability sheets of the notes affected by 
such payments. The blotter sheets are 
filed as a permanent daily record of 
loans paid. Also, the canceled tickler 
sheets representing notes which have 
miutured and are fully paid, are filed 
under the dates of payment and may 
at any time be audited with the teller’s 
blotter for any given day. 

Permanent files containing the record 
of the transactions of borrowers and 
discounters are built up through filing 
the canceled liability sheets of all notes. 
These are stored in strict alphabetical 
order in the permanent transfer files 
and are easily available for reference 
by the officers or credit department at 
sll times. 

Collateral securities on loans are 
filed in collateral envelopes bearing the 
name of the owner and a brief descrip- 
ticn of the note or notes they secure. 
A eross index to collateral borrowers by 
names of securities is also maintained 
in the usual manner. 

EK. M. Marvin, eashier of the bank, 
summarizes as follows what he consid- 
ers the ehief virtues of this system: 

First: A semi-monthly trial balance 
is taken from the liability slips and 
checked with the general ledger control. 

(The bank was never able to keep 
the old liability ledger in balance). 

Second: A triple check on the con- 
trol is gained by running a list of all 
notes and also the open numbers on the 
discount register once each month. 

Third: All essential records are made 
in one writing which saves time, labor 
and money over the old three book sys- 
tem of discount register, liability ledger 
and maturity record. 


Prizes for Business Code 

Prizes aggregating $225 are offered 
by the Farm Mortgage Bankers As- 
sociation of America for the best 50- 
word code of ethics, standing the prinei- 
ples of the association. 

There are three prizes, the first $150; 
second $50; and third $25; and codes 
must be in the hands of the judges not 
later than September 18, 1922. Names 
of winners will be announced at the 
Ninth Annual Convention of the as 
sociation at the Congress Hotel i 
Chicago, October 3 and 4. 

The committee to determine the win 
ners consists of Prof. R. B. Dennis. 
Northwestern University; A. D. Wel- 
ton, Continental and Commercial Bank, 
Chieago, and W. F. McClure, America 
Bond and Mortgage Company, Chicago. 

Detailed information as to the contest 
will be supplied by any member of the 
association, or by any public library 
in the United States. 
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WO young men, resembling each 

other, lived in a small town in the 
State of New York. Their similarity 
in height, weight, color of hair and 
eyes, often puzzled their acquaintances. 
Many of their most intimate friends 
would greet Frank Fergerson, only to 
be corrected: “My name is Will Me- 
Ginnis.” To a person glancing casually 
at them the slight difference in the 
physique, the one being a little more 
stooped than the other, was unnotice- 
able. 

Frank Fergerson, a trifle more ener- 
getic than his dual character, remarked 
to Will MeGinnis one evening as they 
were loitering on the street corner, “I 
say, Old Man, I’ve an idea.” 

“No, thank you, I won’t loan you 
another. jitney,” but he added, curiosity 
in his voice, “Spring it. You are al- 
ways brimful of ideas but not another 
one like the last. You remember that 
one cost me ten dollars. Listen! Be- 
tween you and me, we must have results 
this time and quick too.” 

Shrewd Frank Fergerson, knowing 
this was the psychological moment, took 
advantage of it. “It is simply this,, 
Will, we can use this like appearance, 
which we are either fortunate or un- 
fortunate to possess, as a means to our 
fortune.” 

‘By Jove, sounds good! Go on.” 

A week after this conversation on the 
street corner took place these two young 
men set out from their native State of 
New York to seek their furtunes in the 
prosperous Middle West. Illinois was 
chosen as the place in which to com- 
mence their cimb up the ladder of sue- 
cess. 

One Monday morning a well dressed 
young man walked briskly down the 
Main Street of LaSalle. He entered 
the First National Bank and in a busi- 
ness-like hurry asked to see the cashier 
personally. The cashier paused, took 
the card handed him by his secretary, 
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and upon reading the name and town 
instantly associated him with an old 
college friend of his who lived in the 
same place. 

“Come in and be seated,” graciously 
invited the cashier, his attention ar- 
rested by his business-like importance, 
“Are you acquainted with old 
schoolmate, Arthur Shaw, your 
town?” 

“Not intimately,” responded Mr. Fer- 
gerson, a little flustered at the question 
but without showing any outward signs 
of nervousness. 


my 


of 


Hurriedly he stated his business in 
order to evade any further questioning. 
“T came to see you about opening a 
cheeking account with your bank. I’m 
looking up a location to go into business 
in your thriving town.” From his pa- 
pers he drew a check for five hundred 
dollars on a well known mercantile firm 
and presented it for deposit. 

The charming personality of Frank 
Fergerson completely monopolized the 
easher’s attention. A friendship 
established between the two men in a 
week or two which would ordinarily 
have taken a vear. They were always 
found together during their recreation 
hours at the club and on the golf links. 


vas 


Frank had the ever-pleasing-way, to 
a man interested in his city and country, 
of praising the community, scenery and 
resources of the particular place located. 
His praise of the beauty of the wonder- 
ful Illinois river was the eashier’s fa- 
vorite topic of conversation, with the 
purr of the motor as an accompaniment, 
when roaming over the prairies in the 
cool of the spring evenings. 

Frank Fergerson hurriedly entered 
the Bank one day with a certified check 
for one thousand-dollars and presented 
it to the teller who asked the usual 
question that is asked of a person who 
is a stranger to him: 

“Are you acquainted with one of the 
officers of the Bank?” 

“Oh, yes! I’d forgotten that I’ve 









not had the pleasure of meeting you,” 
Frank replied with his business-getting- 


smile, “I’ve an account here and the 
cashier, Mr. Smithson, and I are old 


friends.” As he finished this sentence 
he glanced across the room and eatehing 
the eye of the cashier, he waved the 
check so that he might see it. 

“Cash it, Mr. Brown, I know Mr. 
Fergerson,” called the cashier aeross 
the intervening space to the teller. 

At three o’clock the same day, follow- 
ing the bank clearings a nine thousand 
dollar deficit could not be located, and 
not until the next day did the bank 
make the discovery of the fraud in the 
raising of a certified check from one 
thousand dollars to ten thousand dollars. 

The detective agencies and local police 
were soon busy on the ease and a net 
was drawn around the city, lookouts 
being placed in all the nearby towns, all 
trying to locate a stranger of medium 
height, slender, medium brown hair and 
light skin, wearing a dark, fitted over- 
coat, soft hat, gray suit and brown shoes. 

Early the next day the long distance 
operator received a message from an 
apparently nervous person who gave 
the information that the person they 
were in quest of was at the Manhattan 
Cafe in St. Louis. After making this 
known to the police the St. Louis offi- 
cials were instructed to make the arrest. 

A man answering the description. was 
found at the Cafe. He was taken into 
custody and brought to the city im 
which the fraud was committed and 
there lodged in the county jail, and 
held there awaiting trial. 

At the trial the defendant entered his 
plea of “Not guilty.” Following’ the 
plea the Attorney for the defendant 
salled several St. Louis business men 
as witnesses to testify that this man 
had been arrested by mistake and he 
proceeded to make his case by asking 
these questions: 

“How long have you known Will 
McGinnis, the man arrested?” 
(Continued on page 48) 
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On request, the Monroe Calculating 
Machine Company will supply the name 
of this well-known trust company that 
has reported this impressive story of 
time and money saving made possible by 
the use of Monroe Calculating Machines. 
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BRINGING NEW SETTLERS 
TO YOUR IDLE FARM LAND 


(Continued from page 13) 


The help of the entire community was 
enlisted and an announcement appeared 
in the local newspaper inviting all 
the farmers in the vicinity to become 
members of the Christmas Commission 
Club. The idea of the club was to band 
the farmers of the community into an 
organization and to distribute the com- 
missions that result from the real estate 
deals in bonuses divided equally among 
all elub members at Christmas time. 

The nub of the plan is this: 

The farmers were ‘to write letters 
(provided by the bank) to all the farm- 
ers they knew, asking them to come and 
look over the wonderful possibilities of 
Shields Valley with a view to moving 
into the district. The low prices of 
land and the splendid farming facilities 
were stressed in the letter. An offer 
was made also to those addressed to 
write to the Farmers State Bank for 
a free sack of wheat, barley and oats, 
a sack of each, sent as a sample of the 
produce of the country. 

The first advertisement (see illus- 
tration) of the bank, read in part as 
follows: 

“No matter where your friends live 
they will be glad to hear from you. 
They will be interested to know facts 
about the country you live in. 

“Your friends and our friends are 
the ones we want to have live with us. 
If your dairy of farmer friend wrote 
vou that he was looking for a new loca- 
tion, would vou hesitate to recommend 
vour valley? 

“Opportunities come only as you 
attract them. 

“Home-seekers are coming to Mon- 
tana this year. The railroads offer re- 
duced passenger and freight rates. 
Let’s do what we can to have them come 
to the Shields River Valley in Southern 
Montana on the Northern Paeifie rail- 
road. 

“All over the world people are wait- 
ing for prosperity to come back. Why 
should we, in the Shields River Valley, 
wait ?” 

The advertisement contained an ap- 
plication to be signed by farmers who 
wished to join the elub. At the same 
time residents of the community were 
cireularized by letter. Enelosed in the 
letter was the advertisement (Figure I) 
and another letter, sample of those to be 
sent to friends who might be prospects. 
The letter contained the promise: 

“The Farmers State Bank guarantees 
each member a savings account next 
Christmas.” It stressed the point that 
thousands of letters were at the bank 
ready to be sent to people all over the 
country, and asked those who wished to 
join the elub to eall for them. 

Taking for granted the facts that of 
all householders farmers are most 


deeply rooted in their surroundings, the 
difficulty of disposing of farms, and all 
the psychology involved in the farm- 
er’s attachment to the “old homestead,” 
it must be conceded that the Farmers 
State Bank went about the business of 
interesting prospects in a most persua- 
sive way. 

All the facts about the district being 
offered were compounded. The letter 
that went out to prospects was strangely 
devoid of the glowing epithets of the 
average real estate prospectus, but it 
certainly included all the facts which 
a level-headed farmer might ask. The 
bank did not expect to uproot farmers 
in the middle of the summer, when the 
campaign was started. However, one 
farmer has already moved into the 
Shields Valley as the result of the 
campaign, and many prospects have 
visited it and to use real estate parlance 
their “deals with the Farmers State 
Bank are still on.” According to Mr. 
Briebach, the idea is snowballing its 
way to more popularity daily, and the 
plan shows signs of being very success- 
ful next year. 


In addition to serving the new res- 
idents of the community by giving them 
that heretofore problematical thing— 
honest real estate service, the bank will 
continue its service to the residents 
after the sale is completed. The bank 
promises to hold down the prices of 
land for a year, and is charging four 
per cent commission on sales. The 
Northern Pacific railroad has agreed to 
offer reduced passenger rates to pros- 
pects, and freight rates to those who 
intend to move. Another interesting 
bonus will be a pig, presented free of 
charge to all new residents under the 
Christmas Commission Club plan. In 
addition the bank guarantees that the 
pig will not get hog cholera. It is the 
boast of the valley that they have never 
had a case of hog cholera, and there have 
been no earthquakes, cyclones, floods, 
strikes or grain diseases. 


The letter sent out by club members 
to prospects reads in part as follows: 


The Farmers State Bank of Wilsall, Mon- 
tana, is organizing a Christmas Commission 
Club for the purpose of settling up that part 
of the Shields River Valley tributary to 
Wilsall. 

I desire to join the Club, therefore I am 
sending this letter to a few of my relatives 
and friends with the hope that they or some 
of their friends will come here this summer, 
see this beautiful and productive land of ours 
and take advantage of the opportunities 
offered. This letter briefly describes our coun- 
try and the bank’s promises. 

You can’t live on beautiful scenery, but 
once you live with it you can’t live without 
it. Of course, we must work here just the 
same as you must work there. But we know 
one can make as comfortable a living here as 
can be made elsewhere, and besides, you will 
love to drink the pure, healthy water, to 
breathe the light, refreshing air and to gaze 
upon the mountains to the east and to 
the west, where the light from the sun changes 
continuously from sunrise to sunset, giving to 
you the most wonderful moving picture in 
the world. 

We believe our soil measures up to Iowa 
land in every way except in price. However, 
we farm it differently, and it seems to us it is 
easier. On the irrigated land we spread the 
water when it is needed. That assures us a 


crop. Irrigated land sells from $50 to $125 
per acre, and it is a bargain at those prices, 
Then the farming land not irrigated we have 
learned to summer till in a_ scientific way 
and, from results, konw it pays. The work 
is done during May and June, just between 
spring seeding and haying time. We make it 
look like a garden and conserve the moisture. 
The winter grains are seeded in August. 
Non-irrigated land sells from $20 to $75 per 
acre. Many of our farmers like non-irrigated 
land better than irrigated land. 

You probably know that wheat, oats, rye, 
flax, alfalfa and grasses raised in this valley 
have taken many first prizes at expositions 
and fairs throughout the United States. All 
grains raised here usually sell at a premium, 
and they should. We consider wheat that 
goes from 35 to 65 bushels per acre good, 
from 20 to 35 bushels fair, and less than 
20 bushels is a disappointment. Oats goes 
as high as 100 bushels per acre. Seeing is 
believing. Please do me this favor: Ask 
the Farmers State Bank of Wilsall, Montana, 
to send you a sack of wheat, barley and 
oats—three sacks in all. They say they will 
be mighty glad to do it and it won't cost 
you a cent. 

Since last fall we feel a hundred per cent 
better because livestock prices have gone up 
almost a hundred per cent during that time. 
This is a natural livestock country. Our 
stock is bred up so that today when it 
reaches the market the commission men ad- 
vertise the fact that So and So’s cattle or sheep 
or hogs or horses from Wilsall, Montana, 
brought the top prices. 

Think of grazing cattle, sheep and _ horses 
on first-class grazing land which sells for 
$10 to $25 per acre. Yes, you can cut from 
one to two tons of hay per acre on this land. 
Besides, you have the privilege of a forest 
reserve permit for summer pasture which 
costs you practically nothing. 

The alfalfa, sweet clover, etc., raised here 
makes this valley excel as a dairy location. 
Our dairy business is established and ex- 
panding. Our cheese factory cannot supply 
the demand. 

We 1 raise our own garden and some 
make their living that way entirely. while 
others make poultry earn them a living. 

Needless to say, we are human. We like 
pigs when they are cute and we like hogs 
when they are the money. The barley we 
feed them makes them fatter and the meat 
sweeter than corn does. Our barley contains 
within two per cent of the food content for 
feeding of the best corn raised. They in- 
variably bring the top prices. 

We have good people, good schools, good 
fishing, good hunting, good roads and good 
health. 

You probably ask: ‘‘Why is land for sale 
in Shields Valley ?’’ Because it is new country. 
Some bought land for speculation and do not 
live on it, others have more than they can 
farm to the most profit and comfort; farm 
labor is\hard to get and financial conditions 
are abnormal, making money worth more 
to-day than it will be tomorrow. 

A man with farming experience and at 
least $3,000 in cash can buy enough good 
land through the bank to assure him of success. 
The opportunity is here. The farming bus- 
iness is improving and farmers want land 
like ours that is going to increase in value. 

You cannot buy land through the bank 
without seeing it first, and trades are not 
considered. Come and have your friends 
come. 


It is safe to predict that the farmer 
who comes to Wilsall, Montana, under 
these cireumstances, will not lack neigh- 
borly help. The co-operation of the 
bank, which has manifested such un- 
usual spirit in starting a campaign to 
build up its community, can surely be 
counted on to help the newcomers over 
the rough places in the first fight with 
the soil. 


The North Shore Trust & Savings 
bank, Sheridan road and Argyle street, 
Chicago, held its formal opening 0 
Saturday, August 19. The capital stock 
of the bank is $200,000, and it has 4 
surplus of $25,000. Harry S. Coving- 
ton is president, William J. Fickinger 
is chairman of the executive committee, 
and William O. Conrad is vice-pres 
ident and eashier. 
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The Heart of Every Community Interest is the Bank 


Keep Profits in Your Community 
Where the Wealth 
is Produced 


VERY local community is a group of people, the several units af which have the right to exist 
only as they serve the rest in some well-defined capacity. People need food and clothing, 
therefore farmers and merchants. People need health, therefore doctors. People need money, 
therefore the bank, where the community surplus is stored to be utilized in financing the trans- 









actions of the community. 


The greatest element in rural community service is agricul- 
ture, because it contributes both the demand and supply that make 
the community necessary. 


Every Company that sells goods in the community owes it a 
duty. Apart from this duty, the building of its own business 
depends on building the community. Some implement com- 
panies do not recognize this obligation. Some do. We count 
ourselves among those that do. 


We believe that in the future, farmers must get more for what 
they sell and pay less for what they buy. They are demanding— 


(a) More of the consumer’s dollar for what they produce. 
(b) Less waste in their dollar for what they buy. 


We cannot help them directly in their first demand because 
we do not market the products of the farm, but in the second 





HE following para- 

graphs show you how 
the MOLINE PLAN elimi- 
nates waste and lowers imple- 
ment costs to farmers and 
dealers: 


1. It focuses the local finan- 
cing in the hands of the local 
bank, the only logical source of 
local credit. This is profitable 
for the bank and saves waste for ° 
the farmer, 





E one, we offer our cooperation. de tacit elec eal ik 
os We have cut the cost of distribution to the bone by consoli- distribution and shares the sav- 
re dation of expensive branch house organizations, with their ing with dealers and farmers in 
at multitude of clerks, accountants, canvassers, expertsand collectors lower implement prices. 

? into one selling company, retaining, however, the needed — — 
* warehouses throughout the country, equipped to furnish the ee om ogee ae - om v1 
“ trade prompt service on complete goods and repairs. es, See Sees ne 
a : ie have the confidence? good-will 
a The extravagant credit system of former days, which is the and respect of farmers. It makes 
nds thing you are most interested in, has also been eliminated. All dealers the masters of their own 

of this has resulted in surprising savings. business. 

mer 

der Are you willing to cooperate with us, at a profit to you, 4. Itleaves all'the profit from 
igh- of course, in assisting a good, live independent dealer in the sale including the financing 
the your community to take advantage of a real business of thocsle of iaplements ia your 
un- opportunity? community where the imple- 
1 : Have not the farmers a right to expect it? aoe = — and the wealth 
r be . ced. nl fair manu- 

‘ Remember, all the profits, except a reasonable manufacturing one ee eee 
over ; . = a § facturing profit is taken out. 
with profit, are left in your community to build it up and make it 
better and more prosperous. . 
ings We invite you to correspond with us on the MOLINE PLAN and our method of cooperation 
sill with you. Upon request, we will gladly send our booklet which describes the MOLINE PLAN. 
, on 
k 

a MOLINE PLOW COMPANY INC. 
ving: Re-organized, Re-financed, Powerfully Capitalized 
— MOLINE, ILLINOIS 
ittee, 
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dollars in one year 
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SAVING—LIKE CHARITY— 
BEGINS AT HOME 


The Government budget has saved over three million 





would a home budget system 


have saved what Americans wasted during the war? 


By EDWIN C. HYDEN 


hen J. HILL, the great railroad 
builder, said years that 
“The trouble is—not so much with the 
high cost of living—as with the cost of 
high living.” 


many 


ago, 


This is still very much in evidence 
today, though probably not so much as 
it was during more prosperous times. 
Is not a great deal of the hard times 
today due to extravagant living? Has 
too much money been spent for silk 
shirts, silk hose, silk underwear and 
other unnecessary luxuries by those who 
could not afford them? If ten per cent 
of all earnings had been saved and de- 
posited in savings funds during the past 
four years, and in turn invested, would 
the wheels of industry have been slowed 
down materially or would we have the 
dissension, strikes, ete., which are now so 
prevalent and widespread?  Recon- 
struction periods are probably necessary, 
but—the duration of 
doubtedly in 
gance and 
perity. 

Governor Channing H. Cox of Mass- 
achusetts recently said in an address— 
“That the only way to reduce taxation 
was for the individual to stop UN- 
WISE spending. That—and only that 
—-would bring individual prosperity 
and in turn community and national 
prosperity.” The Government’s use of 
the “budget” during the past two years 


same is un- 
proportion to extrava- 
vaste during periods of pros- 


has wiped out millions of dollars of 
deficit and is really putting government 
finances on a sound business basis. It 
nas been estimated that during the last 
year alone over three hundred and 
thirty-eight million dollars were saved. 
The individual can also, by the use of 
a simple home budget, put his finances 
on just as efficient a basis, thereby 
increasing his usefulness, happiness and 
making him a better citizen generally. 

Systematically planned spending is 
the real essence of all success. Every 
successful business enterprise has its 
fundamental “plan” upon which its 
business is carried forth. Every head 
of a business enterprise knows that 
without some sort of a “system” he 
would face failure; every public ex- 
eeutive today must rely upon some kind 
of a “budget” for a large measure of 
his suecess. Isn't it logical to suppose 
that the same methods of intelligent 
spending and saving that are required 
for affairs involving millions will work 
wonders in that greatest of all enter- 
prises—home and household manage- 
ment? 

Despite the huge difference between 
the “working capital” of a family and 
a great commonwealth, there is a marked 
similarity in their problems. Every 
business nowadays must adhere to a 
fixed plan of distributing the spending 
of its money so as to bring back to it 
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check desks, electric fixtures, three mahogany flat 
top desks, one double with chairs, two bookkeepers’ desks. 
Occupies space 40x51 feet, can be adjusted to fit a larger 


or smaller space. 


_ Photos and complete description upon request. Moving | 
into new building September |st. 
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that time. 


ELKHART, INDIANA 


_ BANK FIXTURES) | 
| for SALE | 


| Ww Italian marble, mahogany trim, bronze grill 


| 
work, steel mesh cages, ten windows, two marble 
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Can give possession at 
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es 


the largest possible return. 
turns determine the success, or lack of 


These re. 


success, of any enterprise. If in ap 
undertaking—money is spent aimlessly 
and without strict regard to a general 
purpose—it is handicapped from the 
start. This applies to the financial 
affairs of the family no less than it 
does to those of an enterprise, and the 
surprising thing is that searcely one 
family in a hundred budgets their in- 
come. This is true of comparatively 
large salaries or incomes as well as small 
ones. One large bank for example, has 
found through its home service de. 
partment that people with from one 
thousand to thirty-five hundred dollars 
a year incomes are the ones who are 
expressing the most interest in home 
budgets. As an elementary budget, 
which is of course the one needed now, 
the main object must be to set a “goal” 
(which must not be too high) for every 
one to work for. This goa! should be 
the saving of ten per cent of the total 
income. Those who are naturally 
thrifty can perhaps and will, after get- 
ting started, save more. 

The banker’s business is to see that 
wise spending (investing) of funds and 
capita! for manufacturers, merchants, 
farmers, contractors, builders ete., is 
systematically distributed. The service 
he renders society is tremendous—not 
oniy in placing the funds safely and 
wisely—but in seeing that wealth is con- 
served. He, above all others, is the one 
that has, and must continue to lead and 
point out for humanity the value of 
thrift and the progress that can be made 
thereby. Naturally he is looked upon as 
the one to promulgate a system whereby 
additional wealth may be accumulated 
and used for the advancement of eiviliza- 
tion. 

It does not seem such a great step 
from the home to the bank when one 
realizes that saving depends upon the 
method of spending, and that wise 
spending depends upon both good plan- 
ning and a knowledge of values. When 
‘ooked at in this light—the relationship 
between the banks and the home ap- 
pears much closer. Bankers are awak- 
ening to the value of education in thrift 
and are joining in this nation wide 
campaign to encourage the use 0 
home budgets. They know that 
the budget plan is_ intelligently and 
universally pushed throughout _ the 
United States this movement will result 
in the saving of billions of dollars an- 
nually. Planned spending is the essel: 
tial requirement to accomplish this 
Iivery home needs a simple, elementary 
s7stem upon which the management of 
home can be operated and at the same 
time provide ample savings to take care 
of all future needs. This home service 
for which bankers are now being called 
upon is, after a little time, highly ™ 
numerative, because through it he 
(Continued on page 74) 
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Our Clients say that 


We Know 


THE AMERIGAN EXCHANGE NATIONALBRANK. 
CAPTTAL $1,500,000. STRPLITS & PROFITS $2,500,000 
not DaLias, Texas, 
and 
on- 
one 


and Mr. Wm. Elliott Graves, 
of Grand Rapids, Michigan. 
C 


ade My dear Mr. Graves:- 


1 as I thank you very much for your cordial 
by favor of the 25th, congratulating us on the State- 
eDy ment recently issued by our Bank, showing an in- 
ited crease of Four Million, Three Hundred and Eighty- 
: one Thousand Dollars (€4,381,000.00) from January 
1Za- to July lst of this year. 


I feel sure the splendid service given 
step us by your Organization has contributed material- 
a ly thereto. 
0 


the With kindest regards, I am, 
wise Very truly yours, 

lan- 
hen 
ship 
ap- 
vak- 
prift 
wide 


THE AMERICAN EXCHANGE N 


; if 
and 
the 
esult . Che 
; an- \\ Y / 
a WM. FLLIOTT GRAWES 
= Organization 


t of Builders of Bank Deposits 


= 221 Ellsworth Ave. Grand Rapids, Mich. 


\ At your early convenience we shall be glad to discuss with t - 
alled tive steps for Building Bank Deposits. ™ ee 


y re- 
ie 1s 
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Pa, ° 
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Where books are kept by PEN, 
there you will find 
business “under a shadow” 


HE Shadow of the Pen darkens 
the desks of the Officers. It falls 
across the work of the teliers, the 


_ clerks, the bookkeepers. It obscures 


ledgers, statements, records—every- 
where, it slows up work and causes 
errors. 


And the Shadow—the cause of 
waste, uncertainty and delay— must 
remain over banking until anti- 
quated accounting methods are 
banishedandbooks kept by machine, 


What the 
Underwood Bookkeeping Machine 
is doing for Banking 


The Underwood Bookkeeping 
Machine stands in the same relation 
to accounting as the Underwood 
Typewritertohand-written business 
correspondence. It modernizes. It 
standardizes. It outs costs. 


It is axiomatic that the enlightened 
management of both the deposi- 


Narvratty, the 
Underwood Bookkeep- 
ing Machine has the 
Underwoodcharacter- 
istics of speed, accur- 
acy and dependability. 


An Underwood repre- 
sentative, trainedin the 
solution of bank ac- 
counting problems, 
will be giad to give full 
details. 


tors’ and the bank’s interests de- 
pends on accurate, up-to-the-minute 
figures. 


The Underwood Bookkeeping 
Machine makes available such 
figures with a rapidity and certainty 
impossible- where the books are 
kept by PEN. 


Underwood-kept books 
keep pace with the business 


All items are entered almost as soon 
as received. Each day’s accounting 
is completed at the end of that day. 
Overtime iseliminated. Statements 
are mailed the last day of the month. 
The books are kept in perpetual 
balance. : 


When consulted they give depend- 
able facts as they are, not treacher- 
ous facts as they were. 


UNDERWOOD TYPEWRITER Co., INC. 
Underwood Building, New York City 
Branches in all leading cities 
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In each 


And so it is with the bank. In 
appealing to its farmer prospects, 
to mechanics, business men, doc- 
tors, lawyers, housewives, and 
even school children, it should 
have that magnetic personality 
and popularity that only harmony 
of interests with the community 
can bring about. 


This doesn’t mear. that a chance 
should be missed to advertise 
safe deposit boxes, the savings 
department or commercial loans; 
but it does mean that as the 
basic factor in any successful 
bank advertising project there 


Montgomery Ward & Company 
Stock Recovers 

Activity which carried Montgomery 
Ward & Go., common to new high for 
year around 25, reflects a reversal in 
earning position. In six months ended 
June 30, net was $1,200,000 compared 
with a loss of $2,500,000 in 1921 period. 

This is at rate of $2,400,00 annually 
which should leave upwards of $2,000,- 
000 after taxes. This would permit 
resumption of dividends on 42,498 7 per 
cent preferred shares, which require 
$297,486, and on 205,000 class A shares, 
$7 dividend on which requires $1,435,- 
000, a total of $1,732,486 annually. 

Figures for six months do not furnish 
a true picture of earning power. Actual 
turn in earning came late in the period 


E all know certain individuals who, because of 
W eersonality stand out clearly in our consciousness. 
community there are those who have a 
magnetism which attracts their fellows, and while much 
could be said as to why this is, it might be summarized 
in the thought that it is because they are in enthusiastic 
harmony with the aims of the public. 


This subject is discussed in folder number 2 cf a series on 
**Salient Questions in Financial Advertising.”* 


with our compliments, this series as issued, simply write to 
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must be a well-planned, well- 
executed method whereby the 
personality of the bank shall be 
recognized. 


It might be said, then, that in 
addition to the details of service, 
which in any advertising cam- 
paign should be explained and 
presented clearly and repeated- 
ly, there should be brought to 
public attention “that intangible 
something” which is the domi- 
nant characteristic of the suc- 
cessful Financial Institution and 
which we may call its person- 
ality. 























To receive, 


with June the biggest month of the six. 

Trend of earnings with indications of 
prosperity for farmers furnishes ground 
for belief that second half will show 
substantial gains over first half. 

Losses in 1920 and 1921 resulted in 
profit and loss deficit of $7,677,000 De- 
cember 31 last. This necessitated pass- 
ing dividend on preferred and class A 
shares both of which are cumulative. 
Accumulations on preferred amount to 
5.25 per cent or $223,114 and on the 
class A to $12.25 a share or $2,511,250, 
a total of $2,734,364. 


George Wild, assistant cashier of the 
Farmers National Bank, Shenandoah, 
Towa, has resigned his position with the 
bank. 
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OF EGYPT 


(Continued from page 26) 
already yours. I have nothing to give 
but my heartiest thanks for the eare 
and kindness you have at all times 
shown me, either in sickness or jin 
health for which Almighty God will, I 
hope, reward you in a better world.” 
Such tender sentiments are not al- 
ways expressed in behalf of sons-in- 


law. Listen to this extract from a 
will. We will not mention the owner's 
name. 


“Before anything else is done, I di- 
rect my executors to pay my son-in-law 
the sum of fifty cents with which he 
shall buy a good strong rope to hang 
himself, thereby ridding this world of 
one of the most infamous scoundrels 
that ever roamed this broad land or 
dwelt outside a penitentiary.” 

Dr. Dunlap of Upper Canada made 
a will in which humor and malice were 
mixed in equal portions. The follow- 
ing is an extract: 

“To my eldest sister Joan my five- 
acre field to console her for being mar- 
ried to a man she is obliged to hen-peck. 
To my second sister Sally the cottage 
that stands beyond the said field with 
its garden, because no one will be likely 
to marry her it will be large enough to 
lodge her. 

“To my third sister Kate, the family 
bible recommending her to learn as much 
of its spirit as she already knows of its 
letter that she may beeome a better 
Christian. 

“To my fourth sister Mary, my grand- 
mother’s silver snuff box that she may 
not be ashamed to take snuff before 
company. 

“To my fifth sister Lydia my silver 
drinking cup for reasons best known 
to herself. 

“To my brother Ben, my books that 
he may learn to read with them. 

“To my brother James my big silver 
watch that he may know the hour at 
which men ought to rise from their 
beds. 

“To my brother-in-law Jack a punch 
bowl because he will do credit to it. 

“To my brother-in-law Christopher, 
-my best pipe out of gratitude that he 
married my sister Maggie whom no man 
of taste would have taken. 


“To my friend John Coddell, a silver 
tea pot that being afflicted with a slat- 
ternly wife he may therefrom drink tea 
to his comfort.” 

“Old John’s” eldest son was given a 
silver tankard, which the testator ob- 
jected to leave to old John himself lest 
he should commit the sacrilege of melting 
it down to make temperance medals. 

A certain Seotchman left to each of 
his daughters her weight in one pound 
bank notes. By this provision one 
daughter being stouter than the other 
received $30,000 more than her sister. 
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Why it Pays Banks to 
Order from Horder | 


ORDER’S has been serving banks for 22 years 

and today numbers among its regular customers 

hundreds of financial institutions, both large and small, 
throughout the United States. 



















Specialization in the needs of banks has built up 
a service of real value to banks. ; 
When banks Order from Horder they know ~ a 
they will get exactly what they want — ng 
. . to Banks 


Because Horder Knows Their Needs 


We Carry a Complete Stock of 


STATIONERY AND 
OFFICE SUPPLIES 


For Banks—Wherever Located 


Every Bank Needs Horder’s Catalog 


—Because it is complete and covers 
the entire field of commercial sta- 
tionery and bank equipment, and 


—Because it is an accurate guide to 








the direct cost of bank supplies. Over 1800 
It is always up-to-date in latest ° 
devices and utilities for banks and * items in 
business houses Stock Used 
—And in prices. Write for it. by Banks 


Horder’s Prices Are Always Right 


HORDER’S, INC., 


CHICAGO 


dix Atores inthe Joop — 


236 W. Lake 228 W. Madison 324 S. Dearborn 
108 N. LaSalle 124 W. Adams 60 E. Monroe 













Phone Franklin 3204 
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A Commercial Bank 


Performing every function 
of a bank. 


Sound and dependable in 
the old days— 


’ Sound and dependable now. 


Seeking New Business On 
Our Record 


Ou EM 


MICAL 


NATIONAL 


BANK 


OF NEW YORK 


Founded 1824 


BROADWAY AND CHAMBERS, FACING CITY HALL 
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Canada Relations Committee Named 

A committee on Canadian Relations 
has been appointed by President Thomas 
B. McAdams of the American Bankers 
Association pursuant to a resolution of 
the Administrative Committee of that or- 
ganization adopted as a result of its 
recent visits to Montreal. Conferences 
were held there with representatives of 
the Canadian Bankers Association with 
a view bringing about close co-opera- 
tion between banking in the United 
States and the Dominion. 

The committee as named by Mr. Me- 
Adams is as follows: David R. Forgan, 


president, the National City Bank, Chi- 
cago, Ill.; Daniel G. Wing, president, 
the First National Bank, Boston, Mass. ; 
E. C. MeDougal, president, The Marine 
Trust Company, Buffalo, N. Y.; Frank 
W. Blair, president, the Union Trust 
Company, Detroit, Mich.; and W. D. 
Vineent, president, the Old National 
Bank, Spokane, Wash. It is expected 
that a committee will also be appointed 
by the Canadian Bankers Association to 
consider with the American committee 
commercial and financial matters of 
common interest between the two coun- 
tries. 
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Such a provision would be no induce. 
ment toward the dieting now practiced 
by our so-called flappers. 

Joseph Dwyer of Weymouth, Mass, 
died in October, 1910. His will was 
probated in the Norfolk County Court 
at Dedham. It was unusual in that the 
will was written on a piece of grocer’s 
brown wrapping paper. Under it he 
gave to his wife an estate valued at 
$50,000. The will was held to be valid. 

Here is one that is rather hard on 
the Irish. An English gentleman, who 
had been compelled to live in Tipperary 
County developed a strong antipathy 
toward the Irish. When he died he 
surprised his executors by the following 
provision in his will: 

“T give and bequeath the annual sum 
of ten pounds to be in perpetuity out 
of my estate to the following purpose: 

“It is my will and pleasure that it 
shall be spent in the purchase of a 
certain quantity of liquor vulgarly 
ealled whisky and it shall be publicly 
given out that a certain number of per- 
sons, Irish only, not to exceed twenty, 
who may choose to assemble in the 
cemetery in which I shall be interred, 
on the anniversary of my death shall 
have the same distributed to them. 
Further it is my desire that each shall 
receive it by half pint at a time till 
the whole is consumed each being like- 
wise provided with a stout oaken stick 
and a knife and that they shall drink 
it all on the spot. Knowing what I 
know of the Irish character, my convic 
tion is that with these materials given, 
they will not fail to destroy each other, 
and when in the course of time the 
race comes to be exterminated, this 
neighborhood, at least, may perhaps be 
colonized by civilized and respectable 
Englishmen.” 

Dennis Tolam, an Irishman, who died 
at Cork in 1769, left an unusual will, 
containing the following provisions: 

“T leave to my sister-in-law four old 
stockings, which will be found under 
my mattress to the right. 

“To my nephew Michael Tarles two 
odd socks and a night cap. 

“To Lieut. John Stein a blue stock- 
ing with my red cloak. 

“To my cousin Barbara Dolan an old 
boot with a red flannel pocket. 

“To Hannah my housekeeper, my 
broken water jug.” 

When the will was read before the 
several legatees all indicated their dis- 
pleasure, as the name of each was read, 
by a shrug of shoulders and a look of 
contempt and each renounced his be- 
quest in disgust. 

Hannah, the housekeeper, still fur- 
ther displayed her ill feeling by kicking 
the pitcher into several pieces, where- 
upon a handful of coins seattered over 
the floor. 

The various legatees then begged per- 
mission to keep their bequests and each 
found his peculiar gift contained @ 

(Continued on page 46) 
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A HOME ECONOMICS 
DEPARTMENT THAT 
BUILDS SAVINGS 


(Continued from page 28) 

to meet your individual requirements 
and to give you a household budget 
sheet. This is a free service.’’ 

Suggested budgets are made out by 
the bank for newly-married couples 
whose incomes range from $150 per 
month to $300 per month also for 
families of four living on incomes of 
$4,000 per year to $50,000. 

Items are grouped under these gen- 
eral headings in the household budget 
and account book presented with the 
best wishes of the First National Bank 
in Detroit : 

“Ineome—Salary, commissions, rent- 
als, dividends, interest, coupons. 

“Bank savings. 

“Tnsurance—Life, accident and 
health, investments made, payments on 
home or payments in Building Loan 
Association. 

“Food—Milk and ice, groceries, pro- 
visions, meals out, board, fresh fruit, 
vegetables. 

“Shelter—Rent, taxes, repairs, fire 
insurance, upkeep on mortgaged home. 


“Operating—Heat, light and water 
service, servants, equipment, and re- 
placement, repairs, telephone, laundry, 
household supplies, furniture, burglary 
insurance, allowances, gifts entertain- 
ing, cigars, carfare, candies, income and 
personal taxes, dentist, doctor and 
drugs. 


“A dvancement—Chureh contributions, 
charity, vacations, amusements, auto- 
mobile upkeep, instruction, books, maga- 
zines, travel. 

“Clothing—Ready-made clothes, ma- 
terial for clothing, tailoring repairs, 
cleansing, pressing, dressmaking, ete. 

“Sundries—all items not listed else- 
where. 

There is also a “when in doubt” page 
and a monthly expense page. At the 
foot are allowance spaces for budget 


estimated, “over” and “under” state- 
ments. 


The domestic tragedy of too litle 
saving for the future is so often wit- 
nessed that the tragedy of too much 
.Saving is passed over; the vacationless 
house-mother is a menace to family 
stability. 








A woman wrote the woman’s page 
of. a cosmopolitan paper for advice in 
her domestic troubles. She said that 
their family consisted of herself, 
husband and two growing boys. They 
Were paying for their home and because 
‘of this fact no recreation was allowed 
mM order that every dollar might go 
towards paying for the home. When 
she remonstrated saying that the con- 
stant housework, washing and mending 
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YOUR OBLIGATION 
TO YOUR DEPOSITOR 


HEN your customer 
constitutes you his agent 
in the collection of hischecks - 
and drafts, your mutual in- 
terests demand that you make 
use of the best and cheapest 
facilities available. 


































































The best, as well as the least 
expensive in this connection, 
is not a mere matter of 
opinion. 








Our 24-hour Transit Depart- 
ment precludes the loss of 


time in converting collections 
into cash. 











We receive all items at par 
and make no charge for tele- 
: graphic transfers. 





















PHILADELPHIA 
NATIONA L. 
BANK 


PHILADELPHIA, PA. 


































for the family, were wearing her out, 
the husband replied she might as well 
get used to it, as after, the house was 
paid for then began saving to educate 
the boys. “The woman’s inquiry was 
about divorce. 





66 99 ADVERTISING 
A “TOYCO” BatLoon 
Will build good will for your bank 
among the kiddies 


Ask us how 
THE TOYCRAFT RUBBER COMPANY f 


Dept. BM ASHLAND, OHIO, U. S. A. 









If this family had had a properly 
prepared budget of expenses and savy- 
ings there would have been automatie- 
ally provided a definite sum for a well 
earned family holiday, even though it 






‘Individualized 
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tents pitched near a stream which 


mirrored the pine and cedar trees of its | - - 
banks. 
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for banks and trust funds 


Th —E EguiraBce will be glad to assist other 


banks and trust companies in selecting 
securities best suited to their individual re- 


quirements. 


Our September ofterings comprise a well 


diversified list of bonds and preferred stocks 
for the investment of banking and trust funds. 
A list will be sent immediately upon request 
addressed to the Bond Department. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 


CHICAGO OFFICE 
National Life Bldg., 29 So. La Salle St. 
DONALD L. DeGOLYER, Manager 
Home Office: 37 Wall Street, New York 


Export Market for Butter 


A demand for American butter by 
English had a_ materially 
strengthening effect on the early summer 
market in the United States. This gen- 
erally unexpected export demand has 
called forth various explanations in the 
attempt to determine the probability of 
continued demand from that source. 

An analysis of the international butter 
trade of the past 10 years indicates that 
a change not yet generally realized has 
taken place in the seasonal trend of 
imports of butter into the United King- 
dom, which largely accounts for this 
demand in anticipation of an autumn 
shortage. This change is due to the 
shift that took place during the war in 


buyers 


the sources of supply of that greatest 
of all butter-importing countries. 

Prior to the war the United Kingdom 
obtained its butter supply from such 
widely scattered soureés in both the 
Northern and the Southern Hemisphere 
that the supply was remarkably uni- 
form from month to month through- 
out the year. During the war, when 
supplies available from continental 
Europe and Russia were reduced, 
Australia, New Zealand, and Argentina 
were encouraged to expand their dairy 
industry, and have together since that 
time continued as the most important 
sources of supply of butter on the 
British markets.—Weather, Crops & 
Markets 


WILLS—FROM MR. UAH 
OF EGYPT 


(Continued from page 44) 
fair proportion of the old miser’s large 
hoard. 

Quite the contrary is the story related 
about a man who went to California 
during the gold strike. Forty years 
later he returned to visit his only brother 
to find that he had died leaving a son 
and two daughters whom he had never 
seen. When he visited his nephew and 
nieces, he showed them his will in which 
he had bequeathed to each the sum of 
two hundred thousand dollars on con- 
dition that they give him a home during 
his remaining years. After several vears 
of impatient waiting the old gentleman 
finally died. The will was probated and 
when the executor attempted to make 
payment of the bequests it was found 
that the old gentleman was a pauper. 
He had provided for an excellent home 
during his last years by this 
ruse. 

I know you must be getting tired of 
this dissertation so I will close the dis- 
cussion by reciting what has been called 
one of the most beautiful sentiments 
ever expressed in wills and in fact is 
considered a classic of literature. It 
is a prose poem written by Williston 
Fish, a prominent lawyer of Chicago, 
Illinois, in 1898, and reads as follows: 

“T, Charles Lounsbury, being of sound 
mind and disposing memory, do hereby 
inake and publish this my last will and 
testament, in order as justly as may be 
to distribute my interest in the world 
among sueceeding men. 


clever 


“That part of my interest which is 
known in law recognized in the 
sheep-bound volumes as my _ property, 
being inconsiderable and of no account, 
I make no disposal of in this my will. 

“My right to live, being but a life 
estate, is not at my disposal, but these 
things excepted all else in the world I 
now proceed to devise and bequeath. 

“Item: I give to good fathers and 
mothers, in trust for their children, all 
good little words of praise and en- 
couragement, and all quaint pet names 
and endearments, and I charge said 
parents to use them justly and gen- 
erously, as the needs of their children 
may require. 

“Ttem: I leave to children inelusively, 
but only for the term of their child- 
hood, all and every, the 
fields and the blossoms of the woods, 
with the right to play among them freely, 
according to the customs of children, 
warning them at the same time against 
thistles and thorns. And I devise to 
children the banks of the brooks, and 
the golden sands beneath the waters 
thereof, and the odors of the willows 
that dip therein, and the white clouds 
that float high over the giant trees. 
And I leave the children the long, long 
days to be merry in, in a thousand ways, 
and the night and the moon and the 


and 


lowers of the 
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train of the Milky Way to wonder at, 
but sukject nevertheless to the rights 
hereinatter given to lovers. 

“Item: I devise to boys jointly all 
the useful idle fields and common where 
ball may be played; all pleasant waters 
where one may swim; all snow-clad hills 
where one may coast and all streams 
and ponds where one may fish, or where, 
when grim Winter comes, one may 
skate; to have and to hold the same 
for the period of their boyhood. And 
all meadows with the clover blossoms 
and butterflies thereof, and woods and 
their appurtenances, the squirrels and 
birds and echoes and strange noises, 
and all distant places which may be 
visited, together with the adventures 
there found, and I give to said boys 
each his own place at the fireside at 
night, with all pictures that may be 
seen in the burning wood, to enjoy with- 
out let or hindrance, and without anv 
ineumbrance of care. 

“Item: I give and bequeath to girls 
all beauty and gentleness; and to them 
I give the crown of purity and inno- 
cence which is theirs by right of birth 
and sex; and also in due season the 
abiding love of brave and generous hus- 
bands, and the divine trust of mother- 
hood. 

“Item: To young men jointly I de- 
vise and bequeath all boisterous, in- 
Spiring sports of rivalry, and I give 
to them the disdain of weakness and 
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Federal Reserve Bank, Atlanta, Ga. 





The bank front is built of 


Georgia Marble 


from the quarries of The Georgia Marble Company, 


Tate, Ga. 


undaunted confidence in their own 
strength, though they are rude. I give 


them the power to make lasting friend- 
ships and to possess companions, and 
to them exclusively I give all merry 
songs and brave choruses, to sing with 
lusty voices. 

“Item: To lovers, I devise their im- 
aginary world, with whatever they may 
need, as the stars of the sky, the red 
roses by the wall, the bloom of the 
hawthorn, the sweet strains of music, 
and aught else by which they may desire 
to figure to each other the lastingness 
and beauty of their love. 

“Item: And to those who are no 
longer children or youths or lovers, I 
leave memory, and I bequeath to them 
the volumes of the poems of Burns and 
Shakespeare and of other poets, if 
there be others, to the end that they 
may live over the old days again, freely 
and fully without tithe or diminution. 

“To our loved ones ,with snowy 
crowns I bequeath the happiness of old 
age, the love and gratitude of their 
children, until they fall asleep.” 

(Nore: In the development of this article a 
great amount of assistance and valuable infor- 


mation has been derived from ‘‘Ancient and 
Curious Wills,’ by Virgil M. Harris.) 


Work has been started on a brick and 
terra cotta home for the Lake County 
National Bank of Libertyville, Illinois, 
to cost between $60,000 and $70,000. 
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A. Ten Eyck Brown, Architect. 





Record Tire Output 

June production of rubber tires is 
estimated to have made a new monthly - 
record with an output of about 3,500,- 
000 casings. May production of 3,000,- 
000 was within 10 per cent of the pre- 
vious record month, August, 1921. 

Output of casings the first half of 
this year is estimated at slightly over 
16,500,000 against 27,000,000 in all of 
1921. 

~~ 

Production of inner tubes in June’ 
exceeded 4,000,000, against August, 
1921, record of 4,800,000. Inner tube 
output the first half year approximated 
19,000,000. ~ 


Shipments show steady increase. 


In- 
ventories are being reduced rather than 
augmented. At the end of May, in- 
ventory, including domestie stock in 
factory, in transit, or at warehouses, 
branches or in possession of dealers on 
consignment basis, was about 6,000,000 
pneumatic casings and 7,900,000 inner 
tubes. 


Contract has been let by the Palmyra 
National Bank, Palmyra, Pennsylvania, 
for a new two-story building, to cost 
$50,000. 


The Corn Exchange National Bank, 
Philadelphia, Pennsylvania, is taking 
bids on alterations and additions to be 
made to their present building. 
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A PAIR OF “NO ACCOUNTS” 


(Continued from page 34) 

“About a month or six weeks,’ an- 
swered the secretary of The Bull Bayou 
King Oil Co. 

“Could vou be mistaken in the identity 
of the defendant, if he had a twin 
brother, or should the State find what 
might be termed his double?” questioned 
the attorney further. 

“No, there may be a likeness, but to 
make my identification conclusive if you 
will ask the defendant to write his name, 
’ll give you for comparison the sig- 
nature I happen to have,” said the 
secretary. 

The attorney proceeded by handing 
him the alleged raised check and asked 
the witness to notice the date the check 
was cleared and stamped “paid” and 
tell the jury: “Did you or did you 
not see Will McGinnis in St. Louis the 
date and hour it is alleged that that 
check was presented for payment?” 

The secretary further testified, “I 
did. He was in our office on that date 
and it was 10:30 in the morning, be- 
cause I recall he inquired of me the 
time of day and further stated that he 
had another appointment before lunch.” 

The witnesses that followed corrob- 
orated the testimony that had been 
given previously. The signatures were 
compared and this proved the man’s 
innocence beyond doubt. 

Without allowing the case to go to 
the jury the Judge decreed the man’s 
innocence and Will MeGinnis was again 
a free man. 

As soon as the trial was finished Mr. 
Smithson, the cashier stepped to the 
nearest phone and called the hotel 
at whieh Frank Fergerson had 
made his home since taking up 
his residence in La- 
Salle, only to be in- 
formed by the girl at 
the switchboard _ that 
Mr. Fergerson 
had left for 
the West on 
important bus- 
iness. Mr. 
Smithson hung 
up the receiver and 
remarked to himself, 
“That defendant re- 
sembled Frank a 
little. But that’s 
Wonder why he didn’t come in to 
say good-by.” 


\% 


impossible, 


About a week late Charles Thornton 
was among the throng hurrying from the 
Mole at San Francisco to the city’s 
business district. 

Charles Thornton, a courteous and 
sociable business man, was rapidly mak- 
ing the acquaintance of a large number 
of prominent men and was making in- 
roads into their confidences. Soon after 
becoming a steadfast friend of Herbert 
Ward, a cashier of one the best known 
banks in the city, he opened a very 
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active checking account and soon ap- 
proached the cashier on the subject of 
a short-time loan. 

“Now, Mr. Ward,” said Mr. Thorn- 
ton with a tone of studied embarrass- 
ment, as he entered the private office of 
the cashier, “I don’t expeet you to loan 
me money on an open note. Our short 
acquaintance would not warrant you to 
deviate from the rules of good business, 
but I’ve some gilt-edged securities. <A 
small block of ten thousand dollars of 
Milwaukee preferred, which I believe 
are a little above par, that I'll gladly 
give you as collateral.” 

“Certainly, that’s good business. 
We're only too glad to arrange a loan 
for you and whenever you’re ready to 
see me personally, Mr. Thornton, and 
I’ll see that you are taken care of,” re- 
plied the shrewd cashier as he turned to 
receive the next interviewer. 

The next day Charles Thornton called 
upon the cashier with a further expla- 
nation, “In my talk with you yesterday 
I overlooked telling you about my part- 
ner. My wife’s intuition coupled with 
my business experience represents our 
success and I hardly purchase a postage 
stamp without consulting her. Let me 
have your form note and I’ll secure her 
signature and bring over the bonds.” 
Within an hour a nine thousand dollar 
loan has been satisfactorily arranged 
to all parties concerned. 

With the nine thousand dollars thus 
obtained he bought Liberty Bonds and 
arranged in like manner for 
another loan of eight thousand 


dollars, thus making seventeen thousand 
dollars in all, that he now owed the bank. 

With the approach of spring Mr. 
Ward’s physician advised him to take 
a couple of weeks’ vacation for a ner- 
vous disorder which had arisen from a 
winter of exceedingly strenuous business. 
Consequently, a few days later the 
cashier laid aside his business cares for 
awhile, and departed for Los Angeles. 
As the train slowly wended its way out 
of the city, Mr. Ward came upon Charles 


Thornton in the Observation Car. 

“I’m going to Los Angeles,” said Mr, 
Thornton to the cashier, the tone of his 
voice indicating surprise. “A _ few 
things have come to my attention that 
I want to look into and if T’ll not be 
imposing>I may take the liberty of 
asking your opinion, should they interest 
me.” 

“The pleasure will be all mine, if 
I can be of any service to you during 
my sojourn in Los Angeles,” the cash- 
ier replied in his genial business-like 
way, always mindful that his valued 
customer was entitled to his earnest 
consideration. During the entire stay 
the two men counseled every day on 
subjects that might result in the mutual 
benefit of both. 

Two weeks had quickly elapsed since 
Mr. Ward had laid aside his business 
cares. One morning he was breakfast- 
ing with a relative at 
the hotel and at a 
nearby table Charles 
Thornton was _ seated, 
seemingly engrossed in 
conversation with a 
friend. 

“Tm that Vl 


sorry 


not be able to stay any longer, Bob,” 
Mr. Ward remarked to his cousin, “I'd 
planned to stay another week but I’ve 
just received word that I’m needed at 
home. Urgent and I must 
leave today.” 

Hurriedly Mr. Ward and his cousit 
left the hotel and hired a taxi to take 
them to the ticket office where he made 
reservation for the return trip. I0 
the hustle to make the next train for 
home the cashier did not see his 
friend, Charles Thornton, to advise 
him of his hurried departure, and 


business 














left with a guilty feeling that he 
had slighted his esteemed customer. 

The next morning as he entered the 
dining car, whom should he find seated 
at the very table he was directed to but 
his friend, Charles Thornton. 

“What a strange coincidence that we 
should be going home on the same train,” 
the astonished eashier said, fairly dum- 
founded at the meeting. 

“Yes,” was the only answer of Charles 
Thornton and his expression 
his companion. 

The two men were constantly in each 
other’s company during the trip. Upon 
their arrival they rode in the same taxi 
uptown, the cashier - 
stopping at the 


puzzled 




























bank and his companion proceeding to 
his office, 

In less than an hour’s time after the 
two men had parted for their respective 
business places, Mr. Thornton was back 
at the bank, awaiting his turn to speak 
to Mr. Ward. As soon as he was beck- 
oned into the cashier’s private office he 
began in an agitated manner, “Mr. Ward, 
my safe’s been burglarized and a number 
of valuable papers missing, including 
the collateral receipts you gave me.” 
He continued almost breathless, “I 


hardly think it necessary for you to take 
note of this as I could think of no one 
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taking the risk in presenting the receipts. 
Now, Mr. Ward, I’ll need your name as 
reference so that IT may be able to se- 
cure a bond covering duplicate issue 
of stock.” 

“T assure vou, Mr. Thornton,” replied 
the cashier, “I'll be only too glad to 
make a report or our satisfactory busi- 
ness dealings én the past.” » 

Mr. Thornton, despondent over his 
bad Inck and his head almost resting 
on his chest, walked over to the State- 
ment window, and asked for his pass 
book and canceled checks. Taking a 
pen in hand to sign the receipt he began 
to show signs of illness and dropped to 
the floor in apparently an attack of par- 

alysis. Nearby customers lifted 
They 
administered a few of the first- 
aid rules and he regained con- 
sciousness in a few minutes and 
complained of a pain in his right 


up ‘the unconscious man. 


arm—sitting straight 
in a chair and star- 
ing -into space—re- 
peating over and 
over—“They’ve blown my safe. They’ve 
forged my name. I’m a pauper.” 

The ofticers and employes of the bank 
had gathered around the man and en- 
deavored to make something out of his 
yvambling talk by checking his account 
and found the situation just as he 
explained. The assistant cashier now 
entered upon the play to act his part. 
After watching the dazed man, who was 
occasionally moaning with pain, offered 
an explanation. 

“This man came into the bank about 
a week ago, presented a check for seven 
thousand five hundred dollars, also a 
collateral receipt and after carefully 
verifying the signature on the check 
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with our signature cards, also the note, 
and as an extra precaution, I had him 
sign in my presence his name on the 
hack of the receipt. 
responded.” 

The bafiled cashier listened attentively 
to this explanation. 
deep. 


All signatures cor- 


The mystery was 


“Gentlemen,” he attempted to explain 
in the dignified manner becoming to a 
bank cashier, “this man went with me 
to Los Angeles. For two weeks I talked 
to him every day. He came back to the 
city with me today. We rode uptown 
together in the same taxi. There must 
be some mistake about the whole matter.” 

The officials gathered all the data for 
perusal. One of them suggested, “Let 
us have Mr. Thornton write his signa- 
ture several times and see if we can 


‘detect forgery.” 


When Mr. Thornton was approached 
he seemed perfectly willing to grant 
their request, but when he attempted to 
write he discovered, much to his sur- 
prise, his right arm was paralyzed. The 
unfortunate man was immediately hur- 
ried by friends to a physician. 

The next day, Mr. Thornton feeling 
much better than the previous day, with 
the help of his attorney managed to 
walk from his ear into the bank. They 
made demands for his collateral and 
bank balance, which amounted to thirty- 

four thousand, five hundred dollars. 

The controversy between the legal de- 
partment of the bank and Mr. Thorn- 
ton lasted several 
days. A _ settle- 
ment was ar- 
rived at to pay 
the swindled man 


in full. Mean- 
while the bank 
ae - made a full re- 


wes port to the local 
police and the 
, detective agency. 

The investigat- 
ing officers, how- 
ever, were satis- 
fied that this was a fraud and that the 
nan had a co-worker. Careful watch- 
ing and application of different tests 
resulted in no trace of a colleague. 

One drizzling, slushy, early spring af- 
ternoon Charles Thornton chanced to 
be standing on the street engaged in 
conversation with an acquaintance when 
a young lady slipped and fell to the 
pavement within four or five feet of 
where these men were conversing. Mr. 
Thornton was the first to-aid her and 
assist her to the nearest doctor. 

The following day an elderly man 
‘alled on Mr. Thornton. “A friend of 
mine saw my daughter fall yesterday 
and from his information I think I’m 
addressing the gentleman, who so kindly 
assisted her to the doctor’s office. I 
-alled at my daughter’s request to thank 
you for the consideration shown her.” 

“T hope your daughter is not seriously 

(Continued on page 96) 
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HOW AND WHEN CAN BANKS 
USE OUTDOOR DISPLAYS? 


The outdoor display—billboards, car cards, 
station bulletins and window layout—has 
been called “the medium of the masses.” 


By PAUL L. HARDESTY 


Advertising Manager, Union Trust Company, Chicago 


D URING the war a speaker in one of 
the Liberty Loan publicity ecommit- 
tees said; “Our problem is to reach all 
the people in the United States—and 
no medium, no mailing, can possibly do 
that. But through the men reached by 
the draft, we can approximate complete 
dissemination of our appeal.” This. is 
the problem of advertising—to reach all 
classes of people in a given territory. 

The best minds in the advertising 
business have gone methodically at the 
solution of this problem. They have 
recognized that perhaps 25 per cent of 
the total population of the United 
States are: 

1. Literate 

2. Significant in buying power 

3. Accessible as a market 

They have estimated the proportion 
of illiterates, of foreigners and of 
children. They have recognized that al- 
most every buying class of people has 
some fundamental interest or obliga- 
tion which segregates it at a given point 
or in a certain path from day to day. 
They have realized that advertising 
which speaks through the printed word 
has as a target only a relatively small 
percentage of the total population, even 
in this country where literacy, property, 
a common language and great national 
mediums give business unmatched power 
to spread its message. 

Outdoor display—and in that term 
I inelude billboards, whether spectac- 
ular, painted or posted; car cards, sta- 
tion bulletins and window display—has 
been called the “imedium of the masses.” 


From the earliest days of civilization, 
it has been a popular and _ efficient 
medium for placing before the public, 
commercial, religious or political infor- 
mation. Outdoor display of today is 
simply the adaptation and application of 
ancient selling principles to the complex 
and _ steadily demands of 
modern life. These principles have not 
changed since the beginning but their 
applieation has. 

Centuries before the Christian Era 
the Phoenicians recognized these prin- 
ciples when, in presenting their mer- 
chandise, they placed their finest wares 
and richest purples in the foreground 
to attract prospective purchasers. The 
posters that admonish the girl of today 
“to keep that school girl complexion” 
are presenting an appeal that probably 
was old in Cleopatra’s time, but cer- 
tainly the manner of presentation is 
different. Outdoor advertising seeks to 
go to the very limit in reaching the 
largest number of people, in penetrat- 
ing bevond the edges of literacy and in 
reaching down to those classes whose 
earning power does not permit the 
purchase of periodicals. 

I need not go into details as to the 
many reasons why various classes of 
people are difficult to reach, except by 
the first method of advertising—a 
picture along the high road. Not only 
are certain classes illiterate, or foreign 
speaking, or nonreading from habit or 
necessity—but many people of the more 
edueated classes are exceedingly difficult 


growing 


_ to reach, especially during the summer 


seasons, except through the outdoor 
message when they are walking or 
riding. Outdoor display thus finds its 
explanation in its abilitv to reach and 
sway the masses. The banker who uses 
it with this philosophy well in mind 
will not make any serious mistakes in 
the selection of his locations, the choice 
of his subjects, or in the presentation 
of his message. 

As an example, take a savings cam- 
paign directed at factory employes. 
The outdoor medium which can _ be 
placed along the daily path of the 
worker seems especially adapted to 
that class. And since many of 
those who pass the sign will be 
unable to read well in any language 
we may select, we resort very largely 
to the picture. Since also passage is 
rapid, whether in walking, by auto- 
mobile, street car or train—we choose 
the rifle shot method. We get a speak- 
ing pieture—of heroie proportions in 
the case of bill boards—full of atten- 
tion, magnetism and other selling vir- 
tues. As the prospect’s eye sweeps 
along, we seek to intercept it as a shot 
stops a bird in flight. An _ eminent 
psychologist has stated that the power 
of an object to force itself into our 
attention depends on: 

1. Absence of counter attraction. 

2. Intensity of the sensation aroused. 
3. The contrast it forms to the object 

presented with it, preceding it or 

following it. 

. The ease with which we are able to 

comprehend it. 
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5. The number of timés it comes before 
us 

6. Intensity of the feeling it arouses. 
If this is true it would appear that 
all of these forms of outdoor display 
offer wonderful possibilities in atten- 
tion value. They have the advantage 
of immense repetition value, being in 
evidence twenty-four hours a day, and 
for a period of thirty days or more. 
The fact that there is a constantly ree- 
eurring demand for bank services gives 
a strong talking point for outdoor dis- 
play mediums. 

But the element of attention must 
be correctly handled if interest is to be 
maintained and favorable action in- 
duced. Too often bank window . dis- 
plays distract attention by mechanical 
devices which merely excite curiosity 
and have no place in the 
appeal of the bank. 
devices are no longer 
with favor, by a 
number of advertising men who have 
come to recognize the truth of the 
statement that rational activity with 
proper classification brings the greatest 
suecess in the long run. In other words, 
your windows are the eves of your in- 
stitution. They should sell the services 
of your bank. 


selling 
Happily, such 
looked upon 
steadily growing 


They should promote 
thrift in it’s broadest sense and impress 
upon the public the constructive part 
played by your bank in upbuilding the 
community. To my way of thinking, 
the so-called attention getting device— 
more often an attention distracting 
device—has no place in the bank’s 
window, unless it is, as rarely happens, 
a constructive part of your sales dis- 
play. 

Car cards also are capable of seeur- 
ing prolonged attention because they 
find the prospect in a receptive frame 
of mind often with nothing more inter- 
esting to do than study the interior 
decorations of the car. However, the 
general nature of outdoor display 
makes it paramount that your message 
be erystallized into one flash and then, 
hammer, hammer, hammer. 

Publie opinion was never so responsive 
as now to advertising. Never was there 
a time when the official utterances of 
a banking institution properly dis- 
played over its name were more favor- 
ably received. Business conditions of 
the past months have brought about a 
changed attitude of the worker toward 
his savings account. Men of affairs 
are coming to recognize the bank as the 
logical executor of their wills. The 
public, however, cannot digest a lot of 
things about your bank. It will not 
fail to believe and accept a central idea 
if you, yourself, accept it and, without 
seeking too much variety in your ad- 
Vertising, broadcast that message over 
and over through various mediums. 

The problems of the bank, like that 
of any public institution serving a large 
tumber of people, is to sell something 
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Dependable Service 


The “Refined Oil”? of Business 


In the raw, Dependable Service is the product of 
constant, consistent, intelligent, human effort. 


Experience refines it. 


Organization applies it. 


As desirable in an office boy as an executive, it 
is as necessary as capital. No business progresses 
very far without it, and none may give it who 


does not receive it. 


Every line of business has its outstanding ex- 
amples of Dependable Service. These are always 
groups of men carefully selected, individually 
suited for their work, trained by long and varied 
experience to think constructively, and organized 
to work in harmony—persistently—day in and 


day out. 


In the field of Accounting—the constant depend- 
ability, and constructiveness, of Ernst & Ernst 
has been developed and proven by twenty years 
of service to thousands of the largest and most 
successful industrial plants in the country. 


This service covers Audits, Cost and Production 
Systems, Sales Analyses, Budget Control and all 
of the many other problems of business finance, 


organization and control. 


ERNST & ERNST 
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TAX SERVICE 
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of the utmost importance, something 
that brings the service concern and its 
client into the most confidential rela- 
tionships, yet something that people 
regard frequently in a ,eynical way 
beeause banks have, until recently at 
any rate, neglected to educate the masses. 

To build confidence and respect—to 
educate people in those banking and 
financial matters which are still a 
mystery to four citizens out of five, to 
break down habits of secrecy and thrift- 
lessness and procrastination, to reach 
the most powerful motives which act- 
uate people—this is just part of the 
job we must face. 

These things cannot be accomplished 
except by a long pull. Educating the 
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public is not a job for impatience to 
undertake. 

On the other hand, what a wonderful 
appeal there is for the imagination in 
the future of the bank which undertakes 
this work thoughtfully and aggresively. 
Thousands upon thousands of boys and 
girls every year are coming of age and 
entering business. Specialization is in- 
creasing and opportunities for highly 
specialized bank services such as are 
offered by Commercial Banking, Trust 
and Investment Departments, are in- 
creasing. The domestic and foreign 
commerce of America is poising for 
another tremendous development in the 
years that lie ahead. 

(Continued on. page 73) 
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IS THERE. A NEED FOR 
THE CURB MARKET? 


The entire membership of the American Economic 
Association, with’ members in every part of the 
country, was circularized on this question 


By LEWIS H. HANEY 


Director, New York University Bureau of Business Research, New York, N. Y. 


fr view of the importance of the New 
York Curb Market, and the public 
interest in its operations, the New York 
University Bureau of Research decided 
to obtain a consensus of opinion of 
economie experts on the place of the 
Curb Market in the American financial 
system. The entire membership of the 
American Economie Association was 
cireularized and requested to answer ten 
questions. Broadly speaking, the ques- 
tions were divided into two groups. 
One group was designed to obtain opin- 
ions as to the need for stock exchanges 
in general. The second group was ar- 
ranged with a view to obtaining the 
opinion of the persons cireularized on 
the method of conducting the New York 
Curb Market. The point of view of 
the investor and the general public was 
emphasized in all the questions. 

Two hundred and eight replies sus- 
ceptible of tabulation were received by 
the university research bureau, which 
has issued a report based on the tabula- 
tion. 

Obviously, the general question of 
the necessity and importance of stock 
exchanges is fundamental in any con- 
sideration of the New York Curb mar- 
ket. Seven of the ten questions were 
devoted to this point. They were: 
1. Are stock exchanges necessary ’ 

2. Does the New York Stock Exchange 
fill an important economic function? 

3. Does the New York Curb Market fill 
an important economic functions? 


4. What advantages do stock exchanges 
afford ? 


5. What disadvantages have they? i 
6. What would be the effect of abolish- 
ing the New York Stock Exchange? 
7. What would be the effect of 

ing the New York Curb Market? 


This group of questions brought 
forth replies which show the great 
majority in favor of these institutions. 
Naturally it cannot be said that any 
institution or market, such as a stock 
exchange, is necessary in the absolute 
sense in which food and clothing are 
necessary, and this obvious fact was 
mentioned by several. Most of those 
who replied to the questionnaire, how- 
ever, took the question in the reasonable 
sense that it concerned relative neces- 
sity with reference to the conduct of 
business under the existing social sys- 
tem. Out of 203 replies, 184 were affir- 
mative, and 8 more were affirmative 
with some qualifications, making a total 


abolish- 


of 192 who agree that, as above defined, 
stock exchanges are necessary. Only 
4 answered “no.” 

The questionnaire as issued, stated 
six advantages and four disadvantages 
claimed for stock exchanges in various 
publised works and articles, as follows: 


Advantages claimed: 


1. Public barometer of market trend. 
2. Broader basis for credit. 

3. Greater stability of prices. 

4. Facilitates raising capital. 

5. Increases mobility of capital. 

6 


Directs flow of investment. 


Disadvantages claimed. 


1 Encourage 


9 


manipulation 
Encourages speculation by 
persons. 

3. Fraudulent dealing. 


4. False tips facilitated. 


ignorant 


The questionnaire provided space for 
entering other advantages and disad- 
vantages in addition to those mentioned. 

The advantage which appealed most 
strongly was the increased mobility of 
capital which results from the existence 
of stock exchanges. This was checked 
by 169 persons and was underscored, 
as being important, 77 times. The next 
most important advantage was that stock 
exchanges provide a public barometer of 
market trend, a point which was also 
checked by 169, and was underscored 
76 times. Third was “facilitates raising 
capital,” which was checked 162 times 
and underscored 60 times. The other 
suggested advantages in the order of 
their preference were: “broader basis 
of eredit,” “the stability of prices,’ and 
“directs flow of investment.” 

In addition to the six advantages 
suggested in the questionnaire, two 
others were mentioned in the replies. 
These were: “Stock exchanges stimulate 
untried enterprises,” “Stock exchanges 
stimulate financial study.” 

As to the disadvantages claimed, a 
considerable number of replies were 
to the effect that they are really not 
disadvantages, for the reason that no 
arrangements would be able to pre- 
vent the weakness of human nature 
from finding expression in buying and 
selling. One reply was as follows: 
“The disadvantages seem to me to be 
pretty firmly imbedded in human na- 
ture, and I believe that results are not 
greater than the evil results of the 
same human tendencies acting under 


different spectlative impulses. The 
avidity with which large numbers re 
spond to newspaper advertisements 
and circulars confirms my belief that 
the Almighty is responsible for the 
law that ‘A fool and his money are 
soon parted.’ If the stock exchanges 
were closed, I suppose that the result 
would be the enlargement of the class 
preyed upon by these methods. The 
manipulations and other obvious evils 
of stock exchange methods are almost 
infinitely milder and comparatively 
quite innocuous.” 


The only disadvantage suggested 
that received large attention was the 
point that exchanges may encourage 
speculation by ignorant persons. This 
was checked by 112 respondents and 
underscored as important by 43. En. 
couragement of manipulation — was 
checked by 74 and underscored 2% 
times. In addition to the four dis 
advantages suggested in the question- 
naire, several others were added by 
individual writers. These are as fol- 
lows: “Limits investment to a few 
widely advertised fields,’ “Leads to 
misuse of bank funds,’ “Absorbs too 
much funds” “eall money nuisanee,” 
“Direct and indirect expenses exces 
sive,’ “Exchanges lead banks, brokers, 
and investors to deal in securities with- 
out adequate investigation of the con- 
panies which issue them.” 


The last of the questions concern- 
ing the general importance of stock 
exchanges asked what would be the 
effect of abolishing the New York 
Stock Exchange and the New York 
Curb Market. This question was pu 
with the idea of bringing out definitely 
the net conclusion of those who re 
sponded to the questionnaire. 


The replies received were naturally 
not in such form as lend _ themselves 
to precise tabulation, but certain com 
clusions can be drawn. In the firs 
place, it may be stated positively that 
the great majority of those member 
of the American Economie Association 
who replied to the questionnaire are 0 
the opinion that to abolish either the 
New York Stock Exchange or the Cut 
Market would only have one of tw 
effects: it would either be disastrous 
would merely lead to the setting up 
some substitute. 

With regard to the adequacy of th 
regulations to insure a fair market, 
the replies stood-as follows: 


Yes, with 
Yes, if 
Doubtful 


qualifications 


enforced 


If these are grouped under broader 
heads the result is that 139 indicalt 
that the rules are adequate (if & 
forced), while 23 indicate either dou 
or an opinion that the rules are 0 
adequate. 
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HOW more than at any 
previous time in the 
history of American 
business there is vital 
necessity for current, accurate 
and concise reports in all lines 
of industrial and mercantile 
activity. 


The executives of any busi- 
ness should have available at all 
times reports that will reveal 
the actual condition of the busi- 
ness and the banker should 
insist on such reports as a means 
of fortifying and safeguarding 
credits. 


When the history of the last 
few years is written, it will be 
found that many business firms 
sustained heavy losses as a re- 
sult of incomplete and inaccu- 
rate methods of accounting. 


Analytical observers in finance 
and business agree that the lack 
of current fundamental infor- 
mation is responsible in a large 
degree for the mal-adjustments 


What Good Accounting 
Means to Business 


of business and, until the office 
records of every business estab- 
lishment are strengthened and 
simplified according “to some 
definite plan, business will cor- 
respondingly suffer. 


The banker can render a dis- 
tinct and valuable service to 
his community and to every- 
one of his commercial customers 
by pointing out the value and 
significance of the complete cer- 


tified audit. 
The disinterested findings of 


‘the certified public accountant 


help both the banker and the 
borrower alike because they 
bring to the surface all the per- 
tinent facts relating to business 
and at the same time provide 
for systematic and_ definite 
methods of accounting 
procedure. 


We shall appreciate the op- 
portunity of talking over with 
you or your customers the value 
of sound accounting methods. 


WOLF AND ComPANY 


Accountants 


NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE CHICAGO 
OKLAHOMA CITY 


KANSAS CITY DES MOINES 


(FORMERLY BAKER, VAWTER & WOLF) 





MUSKOGEE 
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Woven into the 
Fabric of Business 


Years of successful service have veritably 
woven Lloyd-Thomas appraisals into the very 
fabric of business. 


This is a surprising statement—yet it is sub- 
stantiated by the ever-increasing number of rep- 
resentative institutions which insist upon a 
Lloyd-Thomas appraisal as the primary step in 
the planning of business maneuvers. 


Whether it be for the purpose of merger, bond 
issue, credit extension, insurance adjustment or 
invested capital, Lloyd-Thomas appraisals have 
been proved indispensable. The great saving 
involved in money, time and energy—usually 


cover, many times over, the original cost of the 
appraisal. 


Maintaining a large staff of highly trained and 
experienced specialists, the Lloyd-Thomas or- 
ganization, flexible and efficient, can meet the 
most exacting demands of accuracy and speed. 


Recommend that your institution use this short 
cut to accurate, authentic, dependable informa- 


tion regarding physical values. 


The |loyd-Thomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 


1128 Wilson Ave., Chicago 


Cleveland 
Milwaukee 
Toronto 
Des Moines 


Cincinnati 
St. Louis 
Buffalo 


> 


st 75 Fulton St., New York 


Detroit 
Pittsburgh 
Minneapolis 
Oklahoma City 


Indianapolis 
Memphis 
Kansas City 
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How He Became a Trader 

One of Wall Street’s successful 
traders tells an amusing story of the 
manner in which he first became in- 
terested in the stock market. 

“T was a cub reporter on a Chicago 
paper some 30 years ago,” he said, 
“when I was sent to interview the pres- 
ident of the Wabash R. R. In those 
days free passes were given out with a 
great deal more liberality than is now 
the case. The president evidently liked 
my looks, and handed me a free pass 
over the lines of his road. This got 
me interested in the property, I started 
studying their balance sheets and _ in- 
come statements, and my first venture 
in the market was a purchase of the 
common stock of the road. Its secur- 


ities have always been favorities of 

mine sinee. I have traded on the long 

and short sides, and have done better, as 

a whole, than in trades in any other 

security.”—Wall Street Journal. 
Home Owners in U. S. 

Census statistics on home owning in 
United States show that 45.6 per cent 
of all families hold title to homes they 
occupy. 

Total homes in entire United States 
24,351,676. Rented 12,943,598. Tenure 
unknown 541,118. Owned free 6,522,119. 
Mortgaged 4,059,593. Unknown 285,248. 

Wisconsin heads the list of states with 
63.6 per cent of homes owned. 

New York is lowest in the list with 
30.7 per cent. 
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REACHING THE BIG FIELD 
OF WOMAN PATRONAGE 


(Continued from page 23) 

be sure to state exactly where you can 
be reached several hours later or the 
next day. Sign the telegram with the 
name you used in opening your account 
here, and mention your Denver address, 
We will, as quickly a possible, telegraph 
to some bank in the town where you 
are detained, instructing that bank to 
send money by a runner to the place 
where you have told us you would be, 
and to hand the money to you after 
you have established your identity with 
the aid of such information as may 
be added in our telegram. 

“If sickness overtakes you while 
among strangers ask your doctor or 
nurse to telegraph us, collect, the full 
particulars (in the manner outlined in 
the paragraph above), and we will tele- 
graph a request to some local bank to 
send a representative to you to learn 
your needs and supply funds.” 

No one can question that woman 
readers will read with interest copy 
of that calibre, or fail to grasp it. 

Dealing with methods of sending 
funds out of town, the booklet led off 
with: “Suppose that you have money 
in the Colorado National and wish to 
send some of it out of town to relieve 
a friend in need, or to pay a bill or 
make a purchase.” Then the copy dealt 
in the same clear, readable way with 
various contingencies. 

Under methods of handling specific 
transactions, the booklet gave explana- 
tions following such contingencies as: 
“If you lose a check on the Colorado 
National that vou have signed,” “If any 
persons or firms question a check of 
yours,” “If you have a check for $150, 
for example, and wish to deposit $100 
of it in your checking or savings ac- 
count but retain $50,” “If you are 
elected treasurer of a club or other or- 
ganization and will have its funds to 
handle,” “If you have both a checking 
account and a savings account here, and 
exhaust the former while absent from 
Denver,” and others. 

In giving maximum clarity to bank- 
ing information, probably no style 
device available equals this one used s? 
persistently by the Colorado National 
Bank, of taking a specific situation, the 
commoner ones with which depositors 
may have to deal, and explaining what 
to do in it. 

It is not merely fairly easy, it is al 
most uncannily easy, to write dry ul 
readable literature on the trust depart- 
ment. Of all bank advertising literature, 
“human interest” and readable charac 
teristies are more apt to be lacking ™ 
matter on the trust department than on 
any other. Any one can verify this 
assertion by making a collection of sueb 
literature. 
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The device the advertising depart- 
ment of the Colorado National turned 
to for the trust dapartment booklet 
for women was the use of many actual 
cases wherein the bank in signal ways : ° 
of helpfulness served women patrons. Convenience 19 Offices in Buffalo 
No names were mentioned in these 
“eases,” but the detail and method of 
telling were such that their realism was Capital & Surplus $17,000,000.00 
a striking characteristic. The mode of Safety Conservative and Constructive 
presentation was: A heading in italies. Management 
Then the rest of the page was an elab- 
oration of the circumstances. Some ten e 
“real life” cases were used. Some head- Service SS ne 
ings will indicate the various phases 
of trust department service which the 
“eases” brought out. 


- 


“The case of a mother who passed You will be welcome at 
to more experienced hands the safe- any of the offices of the 
guarding of her own and her child’s 
property interests, leaving her free to 


devote all thought to the child’s up- ; 
— MARINE 


“The case of a health-seeker who, - 
instead of imposing unfamiliar business TRUST COMP ANY 
responsiblities upon his wife, entrusted 
them to the bank, and left her free to 
help him in his struggle for recovery.” OF BUFFALO 

“The ease of a woman who easily re- 
lieved herself of the bother of attending 
to the collection of coupons and other 
interest items while absent from the 
city.” 


Capital and Surplus, $17,000,000.00 


“The case of a widow with a young 
daughter whose future must be provided 
for.” 

“The case of a woman who had an 
unpleasant experience in connection 
with the administration of her father’s 
estate, and ‘determined to protect her 
own children against such an order.” 

“The ease of the salaried woman who 
wished to accumulate by investing, but 
without the risk of acting upon her own 
jedgment.” _ ¢€ to Serve Commerce 

Sketches and diagrams showing the *: eS st * i 
convenience and privacy featured the Se at Home and Abroad 
booklet on safe deposit. Sketches wp EVA 
showed a woman going through the 
various steps of deposit box use. 

The final booklet, on “Systems by 
which Women Save and Accumulate,” Ff ; 
had information of an inspirational and {kena 19H) eee = 
instructional nature on budgeting. It AN Ws oa BANK 
offered a set of budgeting forms for A MPT EN ars em. 
the coming year. This booklet proved A a bole” a in 3 Ha OF NEW YORK 
very popular. gts Be EM ie 
The booklets of the Colorado Na- i. ae ie 
tional Bank have been very extensively aay: Wien Trust Department 
distributed. Hundreds of sets are in Fo 2 innees ga 74: fi | Safe Deposit Vaults 
Denver and Colorado homes, carefully . HEARSE +> 
preserved and used as a reference for the 
whole family. For, aside from those 
women who are self-supporting, there 
are very many through whose determi- 
Mitthination as tala sore : | ne 

’ ’ i Ht 
accumulated. The word, “Women,” ap- eee Institutions Since 1856 
peared prominently on all. covers, and |' 
the reader of any booklet never had 
°pportunity to forget that the bank was 
talking specifics ally to women. 


e 





Foreign Exchange Department 





Securities Department 
Credit Department 
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Qualified to Serve 


Over two-thirds of the banks in Wisconsin 
are listed as correspondents of the First 


Wisconsin National Bank. 


This fact con- 


tributes to our ability to render superior 


service in handling Wisconsin items. 


Our 


facilities for supplying information and statis- 
tical data as to the industries, resources and 
requirements of this opulent section are 


unexcelled. 


Largest Bank Northwest of Chicago 


FIRST WISCONSIN 
NATIONAL BANK 
Milwaukee 


Capital, Surplus and Undivided 


Profits 


California Irrigation Bonds 

With the danger of Colorado River 
floods within the Imperial Valley per- 
manently eliminated during the last few 
months, through the opening of new 
channels directly into the Gulf of Cali- 
fornia, a syndieate of California in- 
vestment bankers, headed by the First 
Securities Company, with the Anglo- 
London Paris Company of Fran- 
cisco as associate, has offered for 
subseription $2,000,000 Imperial Irri- 
gation District 6 per cent bonds. 

The sale of these bonds will go far 
toward eliminating the difficulties faced 
by the Imperial Valley producer, for, 
under the reconstructed plans of the 
Imperial Valley Irrigation District, the 
entire irrigation operation will in the 


San 


Ten Million Dollars. 


future be carried on by the District it- 
self. This means the voluntary. elimi- 
nation of the various mutual water com- 
panies which now receive water at 
wholesale and distribute it to their 
members at retail, at varying prices 
aud under varying conditions. 

This is one of the most important 
financial projects that California has 
ever hendled, and marks the greatest 
forward step in the development of the 
imperial Valley since the Irrigatior 
District itself was created and began to 
function. 

Stephen R. Neal has purchased an 
interest in the State Bank of Keensburg, 
Colorado. He will take the position of 
cashier in the bank. 


In Denver, population about a quarter 
million, there are approximately 100, 
000 women and girls over 15 years of 
age. The Colorado National thought 
that field big enough for special liter- 
ature, and the reception accorded the 
literature immediately proved the dedue- 
tion was right. 

But in every other community of the 
country, women are present to make a 
large portion of the total population, 
As possible customers, they are as log- 
ical elsewhere as in Denver; and well- 
ccnceived methods to appeal to them, it 
is simple to predict, will be equally 


suecessful, 


PLANS FOR FIFTIETH 
A. B. A. ANNIVERSARY 


N outstanding committee of bankers 
and men of affairs to make prelim- 
inary plans for the celebration of the 
o9th anniversary of the American Bank- 
ers Association has been appointed by 
Thomas B. MeAdams, president of the 
association. 


t 


Lewis E. Pierson, chairman of. the 
board, Irving National Bank, New 
York City, heads the committee, and the 
membership inclides, Myron T. Herrick, 
American Ambassador to France; 
Walker Hill, executive manager, First 
National Bank, St. Louis, Missouri; 
George M. Reynolds chairman of the 
board, Continental & Commercial Na- 
tional Bank, Chicago, Illinois; Logan 
C. Murray, commercial executive Har- 
riman National Bank, New York; 
Lyman J. Gage, secretary of the treas- 
ury under President McKinley, Point 
Loma, California, and E. F. Swinney, 
president, First National Bank, Kansas 
City, Mo. All of these men are former 
presidents of the association, and Logan 
C. Murray was also one of the original 
organizers. 

The first meeting of the Fiftieth An- 
niversary Committee will be called dur- 
ing the convention of the association 
which will take place in New York, Oc- 
tober 2-6, and will bring together from 
all parts of the country bankers who 
have been identified with history of the 
organization since its formation in 1875. 

Seventeen representative bankers met 
at Barnum’s Hotel, in New York City, 
May 24, 1875, at the request of James 
T. Howenstein, of the Valley National 
Bank of St. Louis. After short delib- 
eration a call was prepared for the 
first convention of the American Bank- 
ers Association at Saratoga. It was 
held July 20 to 22, 1875, and a com- 
mittee of nine was appointed to draft 
a constitution and by-laws. About 300 
bankers attended this first convention. 
Organization was completed the follow- 
ing year, and the new mutual benefit 
association, which now has a member- 
ship of approximately 23,000, was sue- 
cessfully launched. 
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HOW ONE BANK IS HAND. 
LING THE PROBLEM OF 
PERSONNEL 


(Continued from page 21) 
departments and ourselves as to the 
work to be done and the personal equa- 
tion of the individual needed to fill any 
job. It will make possible a more clear 
eut line for promotions and eliminate 
the present hap-hazard method of selec- 
tion for advancement. We can measure 
the emplove in terms of his adaptability 
and fitness for the other position only 
when we have jobs definitely classified, 
and when we have worked out an in- 
telligent method for determining in- 
dividual ability. 

Seeond, when complete it will give 
department managers an opportunity 
of a comparison of work assignment 
and enable them to eliminate wasteful 
duplication. I believe I am safe in 
saying that the average department man- 
ager in a rapidly growing organization 
has only a limited idea of the proper 
apportionment of work. When a new 
job is to be done he gives it to the clerk 
whom he thinks can do it, and when that 
clerk seems overworked or convinces the 
manager of that fact, the latter requisi- 
tions for more help. But his idea is 
rather vague. Office efficiency calls for 
expert organization and a progressive 
job analysis will be of tremendous value 
toward such efficiency. 

Third, the establishment of a salary 
part of operating expenses is vitally 
important, and can be done scientifically 
only when we know what we are paying 
for and how much we should pay for it. 
A general idea of what salaries should 
be and sporadic attempts at salary ad- 
justment are not conducive to employe 
contentment or working efficiency. 

At the present our personnel depart- 
ment is responsible for the interview 
and employment of every new employe 
for main office and branches, and within 
certain limitations it sets the initial sal- 
ary and reviews salary increases. The 
manager is a member of the salary com- 
mittee. Department heads and branch 
managers requisition through the de- 
partment for their needed employes 
either for additions or replacements. 
Removals and discharges are accom- 
plished through the agency of the de- 
partment, as are all inter-department 
transfers and promotions. As a result 
the department has been forced to de- 
velop a fairly complete file of informa- 
Hon concerning the employe, his previous 
employment and references, his present 
working conditions and an accumulative 
file of the ratings given him by his 
department heads. The daily time elock 
and working records are kept in the 
department. All overtime, vacations, 
leaves of absence are handled through 
this agency. 

In matters of welfare such as general 
Working conditions, social and recrea- 
onal interests, co-operative buying, 
(Continued on page 62) 
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RESTIGE 


Prestige, in a business man —and in a 
bank—is the fruit of a definite policy, 
proved over a period of years to be fair, 
wise and successful. 


No. 8 

in a Series 
Discussing the 
Essentials 

Men Weigh 
When Choosing 
a Banking Home 


SAFETY 

SPIRIT 
EXPERIENCE 
CALIBER 
CONVENIENCE 
COMPLETENESS 
PRESTIGE 


The policy of this Bank is to protect and 
build up the interests of its patrons. Our 
regular customers have first call upon the 
resources of the Bank. We are content to 
increase our list of commercial accounts 
gradually, with the assurance that we 
can care for them thoroughly and hold 
them long. . 


Adhered to for more than fifty years, this policy has 
attracted an imposing list of fine and conservative 
concerns in Chicago and throughout the middle - 
West. It is only natural that by half a century of 
association with such names, the Union Trust check 
has come to imply character in those who use it. 


More than half of our depositors have been referred to us by our own 


customers. 


Union trust patrons take pride in their association here. 





UNION TRUST 
COMPANY 


Madison and Dearborn Streets + + + Chicago 
The B L Bank in America’s Freight Center 
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INSURING YOUR BANK 
AGAINST FORGERY 


A new form of insurance that should be 
of great interest to banks is the “forgery 
bond” insuring against loss from forgery 


By ARTHUR F. McCARTY 


T has been said that the happenings 
of the past are the best criterion by 
which to judge the future, and as 
applied to the long range forecast the 
saying is, perhaps, beyond argument. 
But as a guide for now or tomorrow 
one can hardly do better than to con- 
sider what is taking place this after- 
noon. And there are things occurring 
every afternoon, as I learned the other 
day, of peculiar significance to bankers 
throughout this general country. 

As a predication to the relation of 
the facets, attention is called to a recent 
development of the complexities of bus- 
iness in the United States, called the 
“Forgery Bond,” a form of insurance 
against loss from the forgery of checks 
and other paper. Though less than 
thirty months old, this new policy or 
bond is now written and sold, I am in- 
formed, by every large bonding and 
surety company in Ameriea. Judging 
by data-I have recently been able to 
procure, the new form of insurance did 
not get here before it was needed. 

A friend of mine who has lately taken 
up the sale of Forgery Bonds was tell- 
ing me the other day of some of the 


discoveries already made by his com- 


The Alarm 
That Leads 
Them All 


The Safety Burglar Alarm 
is safeguarding hundreds of 
banks and giving genuine 
satisfaction. 


Real protection at minimum 
costs. 


Send for Catalog 


Safety Burglar Alarm Co., Inc. 


16 Fulton St. W. GRAND RAPIDS, MICH. 


viees 


pany (one of the big ones of the coun- 
try) while engaged in this business. 
This company investigates by means of 
staff men sent to the location every case 
of successful forgery; the data is pains- 
takingly gathered and filed for ref- 
erence; the company takes from the 
insured an assignment of every claim 
it pays, and it then relentlessly pur- 
sues the forger, first, to punish him 
and make him an example to other evil 
doers, and, second, to recoup itself by 
recovery from the criminal if he has 
any money. From this data and these 
experiences this company has demon- 
strated that there are at the present 
time in the United States five or six 
distinet organized gangs of swindlers, 
each using its own peculiar methods of 
gaining easy money by forgery. In 
addition, there are no telling how many 
individual swindlers, each operating in 
his own way. These gentry can take 
one of your cancelled checks as a pat- 
tern and copy your signature so you 
would unhesitatingly identify it as your 
own under oath if you did not know 
otherwise, for in every gang there are 
several expert penmen able to imitate 
handwriting so perfectly that even hand- 
writing experts with their. magnifying 
and micrometer measuring de- 
are fooled. 


glasses 


My friend supplied me with the facts 
in a number of cases of successful for- 
geries. They are interesting as showing 
the diversity of mind and talent pos Excise 
sessed by various members of the gangs. 
They likewise make good reading as 
stories. But their chief value lies in 
the lessons thinking men are able to 
draw from them. 

In Oakland, California, an automo- 
bile dealer had a salesman who was un- 
satisfactory and the’ man was dis- 
charged. Before leaving the job, how- 
ever, the chap abstracted a number of 
blank checks from the dealer’s check- 
book and carried them away. Shortly 
afterward, the dealer discovered the loss 
and immediately hurried to his bank to 
stop payment on checks of the missing 


numbers. While he was in the bank 
talking to the cashier about the matter, 
the discharged employe came in and, 
unseen by his former boss, went to the 
paying teller’s window and eashed a 
forged check for $500 and made his 
escape with the money! The “sales- 
man” was a clever forger who had taken 
the job merely to familiarize himself 
with the dealer’s handwriting and his 
habits of business and to gain posses- 
sion of some of his blank checks. 

In Kansas City, Missouri, a Mr. Wells 
(not his real name, as he refuses per- 
mission to use it) who is a large in- 
vestment broker, issued his check No. 
1492, to a concern selling tires, in the 
amount of $17.15. The tire store never 
received the check, nor has it been seen 
since by the maker or the bank. But 
check No. 1492 was presented at the 
bank and paid in the amount of $6, 
586! Here is the way it was done: Mr. 
S———,, bond man at the bank, was 
called on the telephone one day by a 
man who said, “This is Wells; have 
vou sixty-five hundred of  unregis- 
tered Liberty Bonds for immediate 
delivery?” The answer was “yes,” when 
the voice inquired the amount of 
accrued interest and was told it was 
eighty-six dollars. “All right; I'll send 
a girl over with a check.” In a short 
time a girl appeared at the bank and 
asked for Mr. S———. She handed 
him a sealed envelope addressed to hin, 
and inside he found a check for $6,586 
on Well’s familiar blank and with Well’s 
name on the dotted line in Well’s own 
handwriting apparently. There was a 
typewritten letter on Wells’ letterhead 

(Continued on page 67) 
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THAT’S THE BEST 


Bankers Automatic Alarm is oper- | 
ated without Hands or Feet. It | 
guards every inch of ee bank, 
every minute of the night and day 
and is an untiring watchman. 
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Earns the very largest discount 
rate. 


Write for circular and let us tell 
you how our system pays for itself 


BANKERS AUTOMATIC ALARM CORP. 


3029-3035 LINCOLN AVE., CHICAGO 
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Rapid Spread of Counterfeiting 

The counterfeiting of money has in- 
creased to hitherto unprecendented pro- 
portions in the United States and is 
causing much concern to the secret serv- 
ice of the treasury, the federal agency 
which is charged with the suppression 
of this species of crime. Of particular 
interest is the fact that for the first 
time in history, women have entered the 
counterfeiting profession, presenting 
new problems for the government ex- 
perts. 

The increase in counterfeiting began 
shortly after the Armistice and has been 
erowing noticeably since then. It is 
regarded as part of the- phenomena of 
erime which every great war brings in 
its wake. Another strong reason for 
an inerease is the number of kinds of 
money and securities to counterfeit. 
When there are but a few kinds of 
money in general use, the people be- 
come so familiar with their appearance 
that they quite readily detect any fault 
in design or general appearance. But 
when there are many new and un- 
familiar kinds, the people are at a loss 
to know whether or not they have 
genuine money. Twelve Federal Re- 
serve Banks were established at ‘the 
time the war began and all issued cur- 
reney of two kinds. Federal Reserve 
Notes and Federal Reserve Bank notes. 
Also the treasury issued billions of dol- 
lars in Liberty Bonds, Vietory Notes, 
War Savings Certificates, Thrift Stamps 
and Treasury Certificate of Indebted- 
ness. These were all new to the people 
and of unfamiliar design. They con- 
stituted a paradise for counterfeiters. 

The secret service at Washington has 
many experts who are very hard to fool 
with even the cleverest counterfeit, and 
while counterfeiting has increased to a 
great extent, the circulation of counter- 
feit money has not done so. The new 
counterfeit issues are detected very 
early in their careers and the source 
diseovered and stopped. It means more 
Work and constant vigilance for the 


government agents and greatly increased 
Investigation work. 
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HIGHEST 


CHICAGO 


NEW YORK PROVIDENCE 
DETROIT BOSTON ST. PAUL 
CLEVELAND BALTIMORE MINNEAPOLIS 


Asking the Yeggs to Come In 

The following warning is taken from 
a current bulletin of the Illinois Bank- 
ers Association. 

“Ts it not possible that the banking 
and business houses are making it too 
easy for criminals to operate—that they 
cannot resist the temptations? 

“So many banks have obsolete safes 
and vaults without modern protective 
appliances that crooks are contemplat- 


ing their Fall Campaign. Only re- 
cently three bank burglary attempts 


have been reported to this office and 
all have been against banks without 
burglar alarms indicating that the yegg 
is greatly displeased when he notices 
the gong on the front of the bank. 

“Bank messengers are daily sent on 
errands with large sums of money and 
securities without guard, or with in- 
adequate guard. Consider the invita- 
tion you extend to the holdup artist. 
Probably the easiest thing in the world 
is to obtain blank checks on almost any 
bank and the ordinary person can fill 
them out and—what is sadder—nego- 
tiate them; but saddest of all—bankers 
and business men allow the eriminal 
to reimburse them for the money lost 
through the forgery or check swindle 
and he goes on his way rejoicing, only 
to repeat the performance trusting that 
he will not be caught next time. 

“Are vou going to condone these con- 
ditions or co-operate with the associa- 
tion to reduce the crimes against banks 
and their customers?” 


Warning of Fraud 

A person using the name of D. H. 
Kink has had printed By the San-Del 
Printing Company of Saint Louis, Mis- 
souri, an equipment of stationery in- 
cluding letterheads, envelopes, cards 
and blank checks in the name of Petters 
and Company, Minneapolis. 

The checks are on the National Bank 
of Commer:e, Saint Louis, Missouri. 

It is evidently his intention to do a 
wholesale fradulent check stunt. Look 
out for him and his checks. 

He is wanted by the above printing 
house.—Minnesota Bankers Association. 
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SAFE DEPOSIT BOXES 


OF THE 


mean a profitable investment for any bank. 
Let us tell you about Diebold Sectional Units 
which will supply your every need. 


DIEBOLD SAFE & LOCK COMPANY 
CANTON, OHIO 
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THE UNBIDDEN GUESTS 
AT CONVENTIONS 


(CONVENTIONS attract. crowds but 

there are always many uninvited 
guests. Three authorities for this in New 
York are the William J. Burns Detective 
Agency, William J. Lahey, inspector of 
police, and Guy Emerson, vice-president 
of the National Bank of Commerce and 
executive manager of the forty-eighth 
annual convention of fhe American 
Bankers Association, which will be held 
in New York, October 2 to 6. 

“If a convention drew only those in- 
tended,” said Mr. Emerson, who began 
actively to .prepare for the olan 
meeting several months ago, “there 
would be no complaint, but it is the 
element which preys on society and 
which finds large gatherings a fertile 
field for its operations that causes the 
trouble.” 

Police records show that a conven- 
tion is a magnet for pickpockets and ° 
all other classes of petty thieves and 
as well for “gentlemen” crooks and 
society pilferers, whose only tools are 
evening clothes andya suave manner, 
and whose objectives are diamonds and 
pearls. 

According to the police, the success 
of a convention often depends on the 
precaution taken against these mis- 
creants. Adequate protection will result 
in nothing more than the suspicious 
characters being recognized, which re- 
cognition from the law, is all they need 
to make them model eitizens for the 
time being at least. If not recognized, 
or more specifically, if no one is there 
to recognize them, they will flock to the 
center of activities like flies around a 
jam jar. 

The bankers’ convention will be the 
biggest business gathering in the United 
States this vear. It will attract as 
delegates about 8,000 bankers from 
every section of the country. The 
police, including a special detail as- 
signed to the convention exclusively, 
and the Burns agency have already 
laid plans to thwart in their incipiency 
any attempts at lawlessness. 
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Do You Want 
To Sell? 


A Bank 

Vault Doors 

Cages 

Counters 

Chairs 

Duplicating Machines 
Safe Deposit Boxes 
Signs 

Desks 

Vault Lining 


Bookkeeping 
Machines 


Coin Boxes 

Office Furniture 
Lockers 

Adding Machines 
Burglar Alarms 
Fixtures 

Addressing Machines 
Lobby Furniture 
Locks 


or any other bank- 


Combination 


ing equipment that 


you no longer need. 


Use the 
Want Ads 


See Page 111 
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CHICAGO LAND BANK _ 
CHANGES NAME 


This Chicago institution is the largest 


of all land banks in existence — 


It has 


loaned more than $31,000,000 to farmers 


f; FFECTIVE August Ist, 1922, the 
name of The First Joint Stock 
Land Bank of Chicago will be changed 
te CHICAGO JOINT STOCK LAND 
BANK. This change is made to avoid 
confusion with other institutions of 
similar name and for the reason that 
the seeurities of the First Joint Stock 
Land Bank of Chieago have come to 
be known in all financial centers as 
“Chicago Joint Stock Bonds” so that 
it had really become the trade name of 
the bank long before the change in the 
corporate name was contemplated. 
The Chicago Joint Stock Land Bank 
is tke largest of all Joint Stock Land 
Banks in existence and was one of the 


GUY HUSTON 


first of these banks organized under the 
Federal Farm Loan. Act, receiving its 
charter July 17th, 1917. Since that 
time the original paid-in capital of $250,- 
000 has grown to $2,500,000 and it now 
has its full required legal reserve of 
20 per cent or $500,000 and more than 
$100,000 undivided profits, making total 
capital reserves and undivided profits 
in exeess of $3,100,000 and the bank 
now has total assets in exeess of $34,- 
000,000. 

During the five years of its existence 
the bank has loaned in excess of $31,- 
000,000 to the farmers of Illinois and 
Iowa, and is now making loans in excess 
of $2,000,000 per month. The bank 
operates under Federal supervision 
limiting its loans to the corn belt of 
Ulinois and Towa and to 50 per cent 
or less of the value of the land as deter- 


by mentioning THE BANKERS MONTHLY when 


mined by Federal Appraisers. 

The change in name has been effected 
by an amendment to the charter and no 
change in the personnel is contemplated. 


ORAN F. SCHEE 


The following officers and directors 
have been identified with the bank since 
its organization: 

Guy Huston, president, has been for 
more than twenty years engaged in the 
farm loan and country banking bus- 





RAY E. PiCKREL 
iness, is still principal owner and pre* 
ident of the Huston Banking Company, 


of Blandinsville, Illinois and vice-pres 


writing to our advertisers. 














yres- 
any, 
yres- 





























ident of the State Bank of Sciota, and 
is closely connected with various other 
Illinois banks. He has loaned more 
than sixty million dollars to farmers of 
Illinois and Iowa without loss of a cent 
of interest or principal to the investor. 

Oran F. Schee, vice-president and 
director, Des Moines, Iowa, is the son 
of Nathan Schee and a member of the 
Schee family of Iowa that for fifty 
years has been prominent in banking 
and farm loan business of Iowa, operat- 
ing banks at Indianola, Milo, and 
Bussey, and other points. They have 
owned thousands of acres of land in 
Iowa. The principal interests have re- 
cently been transferred to the Schee 
Company, of which Oran F. Schee is 
president. 


Illinois, 


Ray E. Pickrel, vice-president, pres- 
ident of the Pickrel Walnut Company, 
of St. Louis, the largest exclusive 
walnut handlers in the world, and the 
Pickrel Veneer Company, New Albany, 
Indiana. Mr. Pickrel was born and 
raised near Galesburg, Illinois, and he 
and Guy Huston have been associated 
in the lumber business for twelve years. 
Mr. Pickrel has representatives in 
almost every county of Illinois and Iowa 
buying walnut logs. This has given 
him an unusual knowledge of farm values 
over the two states. 






J. E. Huston, secretary and director, 
is executive officer of the Huston 
Banking Company, of Blandinsville, 










The Other 93 


Only seven out of every 100 deposi- 
tors rent safe deposit boxes. Most of 
the other 93 would be safe deposit 
box renters if they were only aware 
of its advantages. They furnish a 
profitableimmediate market for you. 
Barshal Safe Deposit Boxes are of the 
finest construction but fair in price. 

Oreover, Barshal helps you rent 
them, quickly and economically 

Our products include Steel Filing Equip- 


ment, Ornamental Bronze and Iron Work, 
Complete Banking Room Fixtures. 
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and has wide experience in lending to 
farmers and in the farm loan business, 





as. well 
ownership of farm lands. 

In addition to the corps of officers 
who have been with the bank since or- 
ganization, 
number of experienced country bankers 
and farm mortgage men who will act as 
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and State Bank of Sciota, superintendents of loans and field men. 
The list ineludes the following men, 
widely known by the banking fratern- 
ity of Illinois and Iowa: 

Frank L. Lyman, Springfield, Illi- 
nois, formerly supervisor of loans in 
central I}inois for the Northwestern 
Mutual Life Insurance Company of 
Milwaukee, Wisconsin. Mr. Lyman will 
maintain an office for this bank in the 
Ferguson Building, Springfield, Illinois, 
and be superintendent of loans for 
twenty-seven counties in Illinois lying 
south and east of the Illinois river. 


Your Vaults 


need thorough testing and 
inspection by competent 
engineers. 


We specialize in consultation and 
inspection service upon bank vaults. 
We test all classes of building 
materials, supervise the erection 


of buildings, make examinations 
and prepare reports on properties, 


operations 
kinds. 


and processes of all 


J. E. HUSTON 


as in the management and 


Let Us Serve You 


ROBERT W. HUNT & CO. 


Engineers 


there has been added a 


2200 Insurance Exchange 
Offices in Principal Cities 


Chicago 












Handy Way 


to Subscribe 


7 
TCOR those who read THE BANKERS 
MONTHLY occasionally—why not fill 
out and mail this coupon today. Then you 
will be on the regular mailtng list. Your 
BANKERS MONTHLY will every 
month. 
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RAND MCNALLY & COMPANY 
Clark, Harrison and La Salle Sts. 
Chicago, Ill. 
. Surely, I want THE BANKERS MONTHLY 


regularly. Here's my $5.00.* Please enter my name 
for a year’s subscription. 
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Harold A. Smith, formerly executive 
otheer of L. M. Yoeum & Co., Bankers, 
Galva, Illinois. Mr. Smith will be in 
the Chicago office and will be superin- 
tendent of loans in northern and west- 
ern Illinois. 

B. E. Hakes, Cedar Rapids, Iowa, 
formerly executive officer in charge of 
loans in banks at Williamsburg and 
Conroy, Iowa. Mr. Hakes will main- 
tain an office in Cedar Rapids, Iowa, 
and will be superintendent of loans in 
that territory. 

A. Upton, Sioux City, Iowa, formerly 
president of the Tobias National Bank, 
Tobias, Nebraska, and engaged in the 
farm loan business at Tobias and Fair- 
bury, Nebraska; later being eredit man 
for the J. I. Case Threshing Machine 
Company, of Racine, Wisconsin. Mr. 
Upton will maintain an office in Sioux 
City, Iowa, and will be superintendent 
of loans in that territory. 

Harry W. Butzloff, formerly cashier 
lowa State Bank, Atlantic, Towa, 
and of the Charlotte Trust and Savings 
Bank, Charlotte, Iowa. Mr. Butzloff 
will be located in our Des Moines office. 

J. L. Boyles, in charge of the Legal 
department, came to this bank from the 
Federal Land Bank of St. Louis, where 
he had charge of the title examinations 
for that bank. Prior to his connection 
with the Federal Land Bank, he was 
county judge of Clay County, Illinois, 
and later, as a practising attorney, a 


ot 
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member of the firm of Farthing, Boyles 
& Farthing, of East St. Louis, Illinois. 

All of the aetive officers of the 
Chicago Joint Stock Land Bank, as well 
as every field man and loan superinten- 
dent, have for a number of years been 
actively engaged in loaning money to 
farmers, and each of them has success- 
fully loaned or superintended the loan- 
ing of millions of dollars of farm loans 
in this territory. 

The personnel of this bank now comp- 
rises a group of men, each an expert 
farm mortgage man, most of them 
having had experience in country bank- 
ing, who know the needs of the 
farmers and country bankers in this 
territory. This assures maximum serv- 
ice to the country bankers and the 
farmers of the corn belt district of 
Illinois and Iowa which is the territory 
of this well managed and fast growing 
institution. 


Canada Fish Catch 

During the month of June there were 
934,571 ewts. of fish landed on both 
the Atlantic and Pacifie shores of 
Canada valued at $3,118,376, aecording 
to a report on the fishing results for 
the month of June, 1922, issued by the 
Canadian Department of Marine and 
Fisheries. This compares with 721,928 
ewts. valued at $2,381,190 landed during 
the same period last 
Week by Week. 


vear.—Canada 


HOW ONE BANK IS HAND. 
LING THE PROBLEM OF 
PERSONNEL 
(Continued from page 57) 
unseeured loans to employes, medical 
advice and aid, the department has been 
placed in charge. We have a thor- 
oughly equipped dispensary and a 
doctor and nurses in attendance, and 
provide preliminary examinations for 
all incoming employes, with follow-ups 
and re-examination of employes who 
need further attention. We are starting 
in September a complete examination 
of old employes as a preventative meas- 
ure against loss of working efficieney, 
Our policy toward employes out because 
of sickness is very liberal and ordinarily 
no deductions of salary are made during 

illness. 

The bank management has been deeply 
interested in educational opportunities 
for employes, and the initial activity of 
the man in charge of personnel was to 
organize and encourage educational 
work in the bank. During the first two 
years this was carried on by means of 
classes taught by our own officers and 
through other educational agencies in 
the city. The outcome was not all that 
could be desired, and during the past 
vear all our energy has been centered in 
urging enrollment and subsequent at- 
tendance in A. I. B. with a 
result far in advance of any separate 
class work done in the bank. That will 


classes 


HE New York Trust Company 

offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
including a highly developed credit 
information service which is available 
to customers. 


Obtaining Up-to-Date 
Canadian Credit Data 


In spite of the situation in foreign 
trade, Canada continues to buy 
heavily in the United States. With 
the coming of the anticipated 
business recovery, the volume of 
trade will undoubtedly increase. 
Increased activity will bring a de- 
mand on the part of the bank cus- 
tomers for up-to-date Canadian 
credit information. 

American bankers whose cus- 
tomers seek Canadian credit infor- 
mation will always find the Cana- 
dian credit files of this bank’s New 
York Agency completely at their 
disposal. They are as complete 
and as up to date as the facilities 
of our three hundred and seventy- 
five branches can make them. 


Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information and current 
data bearing upon foreign markets and 
trade opportunities. 


Long experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


The New York Trust Company 
Capital, Surplus & Undivided 
Profits - - - - $27,000,000 


100 BROADWAY 
S$7TH ST. & FIFTH AVE. 


A Canadian Bank for Canadian Business 


Union Bank of Canada 


New York Agency, 49 Wall Street 
Resources Over $152,000,000 


Member Federal Reserve System 
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be followed up next vear and in addi- 
tion certain classes in bank administra- 
tion as it applies to our own organ- 
ization will doubtless be opened again 
and taught by our own bank officials. 
More than that we are conducting a 
school for messengers on a very modest 
scale it is true, and have been given 
permission to work out and put in effect 
a plan to give each new employe an 
intense course in banking operations 
and such Cleveland Trust Company poli- 
cies as he should know during the first 
few weeks of his employment. 

When it comes to employe selection 
we are not proceeding on an entirely 
scientific basis for that selection at the 
present time is based quite largely upon 
the outcome of interview and the general 
appraisal of the individual. We appre- 
eiate the fact that this is only fairly 
aceurate, and are at the present time 
laboring to adopt and apply individual 
tests to at least certain classes of em- 
ployes. Such tests seem particularly 
applicable, I believe, in picking indi- 
viduals for routine jobs—stenographie, 
typing, filmg and minor clerical posi- 
tions. We plan to begin our study by 
giving group intelligence tests and tests 
adapted to workers in routine operations 
to a number of older employes who 
are classified in the minds of the bank 
officials as highly efficient. If we can 
prove a reasonably high co-efficient of 
correlation here we shall feel safe in 
using the tests as a partial basis for our 
selection and placement of candidates. 
I feel that a warning is due here, how- 
ever, not to go too far in relying on any 
mental test to determine an employe’s 
value. There are too many other con- 
siderations of loyalty, honesty, tact, 
ete, to be taken into account. 

One essential that must not be over- 
looked is an adequate follow-up and 
study of the adaptation of the individual 
to his job. One of our big tasks is to 
lower the turnover with its attendant 
inefficiency and expense. From the 
very nature of things there must be 
elimination but it should be thoroughly 
understood. If adjustment of the em- 
ploye will save the situation it should be 
done. Frequent personal interviews with 
employe and department head are es- 
sential especially during the early period 
of employment, and I have found a 
careful rating of the employe is of much 
assistance in determining and straighten- 
ing out condition. 


_ Construction of the new Hyde Park 
Savings Bank, in Cincinnati, Ohio, has 
been started and it is expected to have 
the building completed before winter. 
The present banking quarters are in an 
‘partment building adjoining the site 
on which the new building is being built. 


_ The board of directors of the Lake 
State Bank in Chicago has promoted 


Walter W. Sodeman to the position of 
assistant cashier. 
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CoNTINENTAL SERVICE 





FOREIGN FINANCING 


Trade, Travel, 


Remittances, Collections 


Our Foreign Department has facilities to meet 
every requirement of international business. 


A complete organization affords correspon- 
dents and customers the advantage of world- 
wide connections and the preferential con- 
siderations that position and volume of busi- 
ness attract. 


Foreign exchange is bought and sold for 
commercial purposes or private remittances 
by mail or cable, and direct drawing arrange- 
ments are provided to correspondents. 


Commercial Letters of Credit, Travelers’ 
Letters of Credit, Travelers’ Cheques, Credit 
Reports and Trade Development assistance are 
features of the service. 


The Department is designed to serve as an 
integral part of the organization of each of 
our correspondents and places at their com- 
mand our entire facilities. 


Bankers are cordially 
invited to investigate 
and test this service. 


The CONTINENTAL and 


COMMERCIAL 
BANKS 


CHICAGO 
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MAKING YOUR SALES LETTER 
BOW ON THE WAY OUT 


A letter ending with “ 


yours truly” 


exits 


without saying goodbye—The complimentary 
close can be used to make a real impression 


By W. E. WALKER 


Director of New Business Department, First National Bank-Central Wisconsin Trust Company, Madison, Wis. 


HERE are some hundreds of thou- 

sands of stenographers in the 
country. Each of these stenographers 
puts out some score of letters per day. 
Most of these letters contain “Yours 
truly” or some similar form. And it 
takes a stenographer some two and five- 
eighths seconds to transcribe this well 
known phrase. So it follows that 
putting a complimentary ending on a 
letter—not to mention the actual con- 
elusion—is_ serious and 
money. 


business costs 

The large part of this cost that is 
wasted, however, is negligible when 
compared with the opportunity that is 
lost in capping a letter with a weak 
climax. 


Every letter that goes out from one 
of the largest clothing manufacturing 
concerns contains the formal ending, 
“Very truly yours.” For a long time 
every letter that went out from this 
institution contained the equally formal 
and equally ineffeetive, “Yours very 
truly,’—until we realized the neglected 
opportunity. 

We against 
closes in business correspondence. 
the other hand, we 
these 


are not complimentary 
On 
believe in making 
more complimentary by 
showing our readers that we are willing 
to give some thought, at least, to this 


coneluding greeting. 


closes 


Now we're trying to make the com- 
plimentary close count for something 
just as our forefathers did when they 
had to seratch out their own letters 
with quill pens. Then the closing of 
a letter meant personal, physical effort 
which may account for the expression 
in their conclusions. Today, however, 
the closing of letters involves much 
more effort because of the volume of 
business correspondence, so for this and 
other more important reasons we feel 
conelusions are worth more effort. 

As someone has expressed it, you 
cannot erack a whip, no matter how 
mueh foree you put into your effort, 
unless you've got a piece of a string or 
small piece of leather on the end. And 
a letter aimed to sell a bank’s service 
cannot be as effective or as efficient as 
it might be as long as the stenographer 
writes the conclusion. Every sales 
manual tells us that the last thought we 
get to the prospect is of major 
portance. 

There is a letter here now that goes 
to the stockholders of the bank with a 
booklet of stockholders’ introduction 
eards. I ean easily old 
ending: 

“Trusting that vou 
eards and hoping for 
tion, we are 


im- 


imagine the 


use these 
co-opera- 


will 
your 


“Yours truly, 
“ete,” 


LARGER ee 


PROFITS 


—Are assured when the right “SYSTEM” is used. 
—SCIENTIFIC CULTIVATION 
needful in the BANK as on the FARM. 


—THE NATIONAL HOME BUDGET SYS- 

TEM AND DEPOSITORS HANDBOOK is 

not a dry ledger but a most useful and attractive SOUVENIR (size 4”x6”) 
containing just the proper “STIMULUS” to create a desire to SAVE. and 
SAVE MORE—and best of all—SHOWS JUST HOW IT CAN BE. DONE. 
SUPREME AND INCOMPARABLE—CHEAP BUT COMPLETE 
Every bank, large or small, needs them. They make business MORE 


PRODUCTIVE. 


—Those DORMANT ACCOUNTS, SMALL SPASMODIC DEPOSITORS, 
and EVERY YOUNG COUPLE need this book. You need their SAVINGS. 


is just as 





LET’S GET TOGETHER 


Write for free sample to lay out “copy” for your edition. 


EDWIN C. HYDEN, Author and Publisher 
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The 
this: 


actual conclusion, however, js 


**You have enlisted your moiey with 
us but what we need more is the enlist- 
ment of your personal, active interest. 
We’d like to have you use these ecards. 
It will be a great encouragement to 
know that you are helping—encourage- 
ment to officers and example to em- 
ployes. 

‘*Very sincerely, 
**ete.’’ 
I believe these two words express the 
spirit of sincerity that is meant to 
dominate and strengthen the letter. 


Then there is this letter going to a 
few stockholders who do not have safe 
deposit boxes here. The letter is 
written in a very informal style. Here 
is the opening paragraph: “I'm sitting 
here with my straw hat on all ready to 
come out and pay you a visit.” And 
this is the last paragraph: “We'd like 
to have you like to have one of our 
boxes badly enough to come in and 
rent one within the next week. May 
we expect you in?” 

“Very cordially” is the complimen- 
tary close aimed to express definitely 
the spirit of cordiality that is meant to 
permeate the message. 

There is another conclusion on an- 
other letter in this same series—not a 
startling conclusion but just another 
illustration of something more than 
“Yours truly” 

‘“Better come in and visit the big 
vault during the next day or so. Give 
Mr. Brown the opportunity of conduct- 
ing you through our safe deposit de 
partment personally and of proving to 
you that we are here 

‘*For your protection, 
‘Sete.’ 

Employing a run-on complimentary 
close of this type, I believe, is prefer 
able to using the closing words so ¢oml- 
monly employed. 

Postseripts and their value in letters 
sent out by the bank’s advertising de 
partment are also closely involved in 
a discussion of letter endings. For 
when placed at the end of a letter, the 
postscript becomes the final word of 
the writer and as such is entitled to im 
portant consideration. 

Instead of employing the postseript 
as an afterthought, we usually recognize 
its place of importance and reserve for 
it some prominent thought that we want 
to emphasize just as we reserve similar 
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copy for panels or special type in our 
newspaper layouts. 

In letters to new savings accounts 
which went out following a_ special 
campaign, for instance, we reserved for 
the postscript an important announce- 
ment, feeling sure that coming as it 
did at the very end of the message, it 
would leave a favorable impression in 
the reader’s mind: 





‘ep. BS. We are having your name 


engraved on a_ silver plated 
Eversharp pencil. You ean 


get your pencil by calling the 
latter part of next week or any 
time thereafter.’’ 











We are finding the 
valuable for adding an _ important 
thought that almost .every series of 
letters sent out recently has had one 
postseript included. This _ postseript 
is before me on the second of a series 
of three letters designed to obtain new 
commercial business: 


postscript so 


“Pp. S. Harold Schlueter, our as- 
sistant eashier, is at window 
7 all this week to greet you 
cordially when you open your 
checking account and to favor 
you with our best service and 
consideration. ’’ 


Not only in our advertising corre- 
spondence but in the regular letters 
going out from the institution we are 
attempting to establish a cordial rela- 
tionship for we realize that to the man 
at the other end, each of our letters is a 
photograph of the bank. And to touch 
up the photograph we are trying to 
give proper attention to the conclusion, 
the complimentary close and the post- 
script. We want the reader's last 
glimpse of that photograph to establish 
a pleasant impression. 

Finland’s Greatest Industry 

Finland is third in Europe regarding 
the size of its forest area. Calculated 
in percentage of its total area, its forest 
area is greater than that of any other 
country in Europe. This wealth of 
forest is spread comparatively evenly 
over the whole country. Greater 
stretches of land without forest or even 
poor in forest are not to be found, with 
the exception, perhaps of the mountain 
region in the north. The  over- 
Whelming majority of the forests are 
coniferous, the species composing the 
sume, viz., pine and spruce having long 
enjoyed a good reputation in the world’s 
markets. Spruce forms, in additon, an 
exeellent raw material for the paper 
industries. The most important leaf- 
tree, the birch, is on its part suited to 
the needs of the veneer and reels and 
bobbins industries, for furniture-mak- 
Ing, tools, firewood, ete. The asp is 
emimently suitable for the wood needed 
in the manufacture of matches. 

Natural conditions in Finland favour 
greatly the exploitation of its forest. 
The transport of timber from the forests 
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INANCING has as much to 

do with making a successful 
cotton crop as planting and cul- 
tivating. Merchants finance the 
grower so he can pay labor. Local 
banks finance the merchant and in 
turn seek funds from larger banks. 
Without intelligent financing, 
growers would be forced to sacri- 
fice cotton for cash. 


The National Shawmut Bank is 
an important link in the financial 
chain. The services of this bank 
are used to reduce the expense 
of costly handling between the 
fertile cotton fields of the South 


Capital and Surplus 
$20,000,000 


THE NATION 


Turning a crop into money 











Vegdoe se. 
Gm denyed 





and the mammoth cotton mills 
of New England. Our correspon- 
dents are located in every concen- 
trating point, ready to carry out 
instructions of clients in all matters 
in which a bank can be of assistance. 


You are invited to call upon 
our 86 years of experience for sug- 
gestions as to economical methods 
of financing shipments to domes-. 
tic and export markets. In deal- 
ing with firms in this territory + 
the quickest and most direct 
route is via the bank that is 
closest to the heart of New 

England’s industries. 


Correspondence is 
cordially invited 


7: 


el 


Srey MUT BANK 


of BOSTON . 





is rendered easy by the covering of 
snow in the winter, and the thickly 
branching waterways form a_ natural 
network of water-courses, covering the 
whole of the country, along which logs 
can be rafted. Cheap waterpower is 
afforded. the timber-refimng works by 
the numerous rapids. 

There can hardly be another country 
for which forest has the same deep 
significance as for Finland. Besides 
the fact that the home demand for wood 
in all its form is satisfied, the products 
of the forests—timber, wood-pulp, 


paper, ete,—form the most important 
and largest group of exports by which 
Finland is represented in the world’s 
markets. 






by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


Bumper Crop in Canada 

Following an observant tour of South- 
ern Alberta during the first few days 
of August, the director of Publicity 
of Canadian Department of Immigra- 
tion and Colonization states in a tele- 
eram: “Review of crop conditions in 
Southern Alberta indicates better aver- 
age crops than for several years. Ir- 
rigated areas are increasing and are 
being batter farmed and everywhere 
promise good returns. Crops outside 
irrigated areas vary from light in some 
sections to very heavy in others. In the 
district from Calgary to MacLeod and 
Southeasterly to Carston yields ap- 
proaching those of the bumper crop of 
1915 are anticipated—Canada Week 
bu Week. 
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Post ja PHOTO STAT copy 


of the Monthly Graf and other timely and important charts 
and records in every department. It awakens new interest in 
the workers and stimulates them to new effort when they see 
what is being done in other departments and in other lines of 
industry. Give them the chance to talk it over together. 

One bank says: ‘““The PHOTOSTAT has become a necessity 
with us, an essential part of our mechanical equipment. In the 
banking business the necessity for accurate copies of various 
instruments, such as checks, notes, bonds, stock certificates, 
bank statements, etc., frequently arises, which prompted us 
about four years ago to install a PHOTOSTAT, since which 
time the demands for its use have greatly increased and the 
machine is kept in daily operation.” 


In our booklet ‘‘A Good Word for the PHOTOSTAT” other 


users tell their stories in their own words. 


Please ask for a copy 


PHOTOSTAT CORPORATION 


299 STATE STREET, ROCHESTER; N. Y. 


88 Broad Street - - 
123 West Madison St. 
209 Leader Bidg. 

7 Dey Street 


- Boston 
Chicago 
Cleveland 
New York City 


Executive Office - - - 


510 North American Bldg. - Philadelphia 

317 Third Avenue Pittsburgh 

429 Monadnock Bidg. - San_ Francisco 

601 McLachien Bidg. - - Washington 
Providence, R. I. 


PHOTOSTAT 


TRADE MARK 


FEDERAL RESERVE HELPS 
FALL CREDITS 


NOTWITHSTANDING that the har- 

vesting period is at hand, it is not 
expected that money rates will reflect 
credit requirements for such purposes 
to any great extent this year. For many 
months banks in the agricultural com- 
munities have been assembling funds 
for crop moving. 

New York banks do not look for any 
drain as a result of accommodations to 
interior correspondents. Within the 
past year banks in the cultivated areas 
have been able to build up their re- 
serves as a result of extensive liquida- 


tion of “frozen loans.” Then, too, the 
fresh industrial demand has been rather 
moderate in recent months, so that 
country banks are fortified for the fall 
needs. 

Fall credit requirements have been 
viewed with less concern in recent years, 
or since the inauguration of the Federal 
Reserve system. The elastic facilities 
of the Federal Reserve have greatly less- 
ened, if not practically eliminated, the 
credit stringency that heretofore oc- 
curred during the late summer and fall. 
The rediscounting functions of the Re- 
serve system, with telegraphic transfer 
of funds, have aided banks in all local- 
ities to obtain necessary accommoda- 
tions speedily. 


WINDOW DISPLAYS THAT 
BROUGHT IN 8,000 NEW 
ACCOUNTS 


(Continued from page 17) 


will always consider the offer of a 
good window.” 

A radical departure from the usual 
conservative methods of bond houses in 
advertising their offerings to investors 
is shown by one of Milwaukee’s best 
known and most popular houses, Morris 
F. Fox & Co. 

This coneern has a corner location 
in the heart of the financial district at 
the corner of Oneida and East Water 
streets. It also has a woman advertis- 
ing manager, Miss Ethel B. Seully, who 
has made a national reputation for her- 
self as a financial advertising expert. 

One of Miss Seully’s first steps after 
joining the Fox Company was to in- 
troduce the partial payment plan of 
selling bonds to the public. Very early 
in the game she discovered that there 
were many savers who did not know what 
a bond meant or looked like. In order 
to better acquaint these people with 
bonds, an exhibit and explanatory chart 
was displayed in the Fox window. 

This was the beginning of a series of 
financial window displays which were 
the talk of the town and did more to 
popularize the name of Morris F. Fox 
& Company than almost any other one 
of their many energetic sales moves. 

“A picture is easier to grasp than 
a printed description,” says Miss Seully. 
“Tf in addition to good pictures you 
ean show also actual products or their 
models of the industry or municipality 
upon which you are offering obligations 
for investment, you can always interest 
more prospects and really, which is 
more important, win their confidence 
to a decided degree. 

“For instance in offering for sale the 
7% and 8 per cent bonds of the Okla- 
homa Gas & Electric Co., a high yield 
investment which would appeal strongly 
to first buyers and small savers, our 
window display of actual farm products 
from Oklahoma backed up by interest- 
ing statistics which showed that Okla- 
homa was a great farming state did 
more to offset the prevailing impression 
that Oklahoma was nothing but a spec 
ulative oil country than any amount of 
literature alone could have done. 

“Windows have these peculiar qual: 
ities of value to banks and investment 
houses. Our great merchants realized 
these things long ago. They will 
actually increase counter prospects and 
sales; they have great attention value 
and will bring in many voluntary buy- 
ers who would flee from a salesmat; 
and they do more in the way of “word 
of mouth” advertising among a lass 
of new prospects than even newspapé 
advertising will do.” 


Readers will confer a favor by mentioning THE.BANKERS MONTHLY when writing to our advertisers. 
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INSURING YOUR BANK 
AGAINST FORGERY 


(Continued from page 58) 
confirming the phone conversation. 
The girl remarked that she had been 
told to bring back a package. The 
bonds were wrapped and sealed and 
given her. And that was the last of 
them. What the swindlers had done 
was to get hold of Wells’ original cheek 
No. 1492 from which a new blank was 
printed in its entirety, then filled out 
and fozged so cleverly that handwritinz 
experts were divided in opinion. In the 
course of time, Wells had his bank book 
balanced and discovered the forgery; 
he demanded his money back; the bank 
refused, on the ground that it wasn’t a 
forgery, or, if it was, Wells hadn't 
proved it so. Just when a lawsuit was 
about to be instituted, Wells bethought 
him of his Forgery Bond, and put in 
his claim and collected from the bonding 
company. Naturally, the friendly re'a- 
tions with the bank were saved. 

At Manhattan, Kansas, the office of 
a real estate firm was broken into late 
one Saturday night and a number of 


blank cheeks were stolen from their 
book. Promptly at opening time 


Monday morning, five men, with the 
dress and appearance of prosperous 
farmers, appeared at five different 
banks, one to each bank, with checks 
varying in amount from $250 to $1300, 
signed with the name of the real estate 
frm. In each case the explanation was 
mace that the man was a farmer who 
had just sold.some land through the real 
estate agents and that the check was 
part of the proceeds. Each check was 
deposited, less “a little cash,” and the 
five farmers drew, from a total of $3900 
in checks, $1400 in cash which they no 
doubt took with them when they left— 
which was right away. They accom- 
p'ished the forgery by reason of having 
possession of the blanks of the numbers 
in daily use by the victims. 

In Salina, Kansas, forgers gained 
possession of a number of blanks from 
the cheek-book of R. A. Rearwin, a 
lumber dealer, at a time when Mr. Rear- 
win was out of town. A variety of 
method was used by the swindlers to 
make use of the blanks, but they failed 
to get any money except on one check. 
They evidently knew of Mr. Rearwin’s 
absence, for one day his bank was called 
on the telephone, ostensibly long dis- 
tanee but a local call cleverly disguised, 
the party saying, “This is Rearwine; 
I'm at Gypsum and I’ve just bought 
some stuff and given the party my check 
for $450. He’ll be in there in a few 
mutes and is a stranger, so just let 
him have the money without identifica- 
tion; it’s all right.” Sure enough, in 
a few minutes a man eame in with the 
cheek. But the teller, who was the same 
Person who had taken the telephone 


(Continued on page 83) 
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Like Detroit’s 
Great Plants 


In Detroit—the fourth city—men have learned 
to keep abreast of today. They have learned never 
to hesitate in replacing even the semi-antiquated, if 
they would progress. 


This Bank has taken lessons from Detroit’s great 


manufacturing industries. 


It razed a fourteen story 


hotel building to make way for the above modern 


structure. 


Here every department is designed to speed and ’ 
insure accuracy in the handling of the financial re- 


sponsibilities placed with us. 


Minutes are considered 


e in the routing and dispatching of business. 


The Bank is like a great modern plant. 


With such facilities, this Bank is in first position 
to serve you in the Great Lakes Region. 


(Formerly First & Old Detroit National Bank) 


FIRST NATIONAL BANK 


DETROIT 


MICHIGAN 


The First National Bank, the Central Savings Bank and the 
First National Company of Detroit, are under one ownership. 








Through the Oklahoma Bankers As- 
sociation, a movement has been launched 
throughout the state to encourage di- 
versified fatming, according to G. E. 
Dowis, of Blackwell, Oklahoma, pres- 
ident of the association. Letters have 
been sent to all bankers in counties that 
have no organizations to join in the 
movement. In a recent speech Mr. 
Dowis stated that in order to protect 
and inerease their business bankers 
were .winning farmers away from the 
one crop idea. 





._ Plans are being drawn for a new 
building for the Wayne National Bank, 
Goldsboro, North Carolina. It will be 
two stories high with basement and 
will cost $100,000. 


Keaders will confer @ favor by mentioning THE BANKERS MONTHLY when writing te our advertisers. 


H. W. Kennedy, formerly bank ex- 
aiminer for the Western Oklahoma dis- 
trict, has been elected vice-president of 
ihe Gate City National Bank, at a meet- 
ing of the Board of Directors. He has 
also served as head of the examining 
department of the Kansas City Clear- 
ing house association. 

Frederick J. Bye has resigned his 
position with the Merchants National 
Bank, Worcester, Massachusetts to take 
a position with a commercial house. 


Sketches have been completed for the 
new eight-story building owned by Ed- 
gar Allen, Jr., American National Bank 
building, Richmond, Virginia. 
probably cost about $600,000. 


It will 





INCE its organization over thirty years ago, dur- 


ing which time it has continued under the same 
management, 


THE NATIONAL BANK OF THE 


REPUBLIC 


OF CHICAGO 


has constantly endeavored to be of the right sort of assis- 
tance to its patrons. That the relationship between the 
bank and its customers has proved mutually pleasant and 
profitable is evidenced by the substantial success of both. 
To those desiring this exceptional banking service in 
Chicago, the management continues to offer its facilities 
in all Departments. 


. 
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EXCHANGES THAT 
BROUGHT WEALTH TO 
BANKS AND FARMERS 

(Continued from page 19) 

People’s National Bank of Salisbury, 
““However, even if it is only in its first 
year, it has got better prices and real 
money. You people who buy 
from farmers have often ‘stung’ them 
with bad checks promises to pay 
which they did not keep. 

“The bank realizes what this associa- 
tion means to our customers, and we are 
backing it to the limit. I expect in 
another few years it will be much larger, 
since it is expanding right along. It 
has done much to remedy market condi- 
tions in the way of grading, packing 
and prices, and, above all, getting the 
money. 

“We aim to follow the Exchange down 
there at Onley, Virginia, and our prices 


know, 


or 


last vear were 15 per cent better than the 
vear before. This advance was not due 
to the increase in price, but the facet 
that we eliminated some middlemen who 
took this percentage. Our suecess shows 
the need of a co-operative organization 
in this part of the state, and I think 
we will put it over. 

“In the last year over a dozen farm- 
ers have moved to this section because 
of the selling association. Farming in 
other sections where they had to take 
what was offered had proved anything 
but the paying proposition our farmers 
have. It is plain, therefore, why the 
bank is supporting this organization. 
The merchants in town do a bigger busi- 
ness with farmers because they have 
more money, and, in the end, the whole 
community profits by it.” 


BOARD OF DIRECTORS 


JOHN A. LYNCH : - - 
A. BAUER - - 
BENJAMINV. BECKER 
LEONARD A. BUSBY 
JOHN V. FARWELL 
ROLLIN A. KEYES .- 
ROBERT W. LEATHERBEE 
SILAS J. LLEWELLYN 
JOHN R. MORRON 


President 

President, Bauer & Black 
- Levinson, Becker, Schwartz & Frank 

Pres, Chicago City Railway Company 
President John V. Farwell Co. 

President, Franklin MacVeagh & Co. 
Farmer 

President, Interstate Iron and Steel Co. 
President, Atlas Portland Cement Co., N. Y. 
ROBERT M. McKINNEY Vice- President 
LOUIS F. SWIFT - President, Swift & Company 
CHARLES WARE Formerly Vice-Pres., National Aniline & Chemical Co. 


F. EDSON WHITE - Vice-President, Armour & Co: 
GEORGE WOODRUFF - : : : Vice-President 





The Experience of 
a Half Century 


The efficient service 
which we give to corre- 
spondents is the result 
of 55 years’ constant 
effort to improve our 
facilities :-: cw: i: 


THE OMAHA 
NATIONAL BANK 


Omaha, Nebraska 


Capital - - - $1,000,000 
Surplus (earned) $1,000,000 


SWISHER’S 


Rubber Stamps 


and Accessories 
FOR 


* * * = 


T Fruitland, the next town to Salis 

bury, they are members of the same 
organization, and they readily appre 
ciate the fact. Up to last year they 
had no organization of any kind. Across 
from the Bank of Fruitland is the 
selling shed of the association. Along: 
side of it is another shed—the one whieh 
local buyers used before the organiza 
tion took hold. 

“The two selling sheds alongside each 
other tell a big story,” said R. D. Gillis, 
cashier of the bank. ‘We know n0¥, 
after one year’s experience, that it 18 
the thing our farmers have needed for 
years. We realize without some sort 
of an organization brokers can pay what 
they want, and often the farmers do 
not get the money at all. Not so now. 
The bank has been supporting the or 
ganization by handling its funds, mak- 
ing loans, and urging farmers to joi 
up. About half of our farmers belong 
to it, but more will as they go along: 
We haven’t noticed the results so mu¢h 
in our bank deposits this year, becaus 
farmers have been paying their debts 
We do, however, know that our loats 
have been reduced somewhat, and we 
lay it entirely to better prices.” 


BANKS 


ENDORSEMENT STAMPS 
CERTIFICATION STAMPS 
STORAGE FILES 
RUBBER TYPE 

InK Paps 

StTamMP Racks 

SEALS, Etc. 


QUICK SERVICE 


PATENTS 


Business from non-resident 
and banks especially solicited. Highest 
references; best services. Attorneys and 
bankers having clients who wish to patent 
inventions are invited to write for full 
particulars and terms. 

WATSON E. COLEMAN, Patent Lawyer 

624 F Street, N. W., WASHINGTON, D.C. 


Read the Want Ads 


attorneys 


30 Years of Knowing How 
Write for Complete Catalogue. 


The R. D. Swisher Mfg. Co. 


411-413 South Clinton Street, 
CHICAGO, ILL., U.S.A. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Down at Princess Anne, Maryland, 
the bankers are asking the Salisbury 
association to extend its territory so 
as to take in that locality. They de- 
clare they will do it, but first of all 
they want to make solid the territory 
in which they now operate. At Prin- 
cess Anne they have the old block selling 
system, which enables buyers to do as 
they please. 

“We need a selling organization,” 
said O. J. Croswell, cashier of the 
People’s Bank of Somerset county, at 
Princess Anne. “Farmers are up against 
it under the present system, and the 
banks, realizing this, have asked the 
Salisbury people to give us a hand. 
Good crops mean nothing down here, 
because prices are low. True, they are 
high enough to the consumer; but the 
farmer doesn’t benefit by the inerease. 

“The condition is reflected in the fact 
that about 1,000 of the 2,500 farmers in 
the locality a not have bank accounts, 
and those that have run from $50 to 
$100, part of which represents money 
they borrowed to buy seed, fertilizer and 
other necessities. Last year they just 
about paid expenses.” 


** * @ 


T Pocomoc, the last railroad stop 
in Maryland, going south to Vir- 
ginia, I talked with James P. Blaine, 
assistant cashier of the Citizens Na- 


tional Bank. Mr. Blaine, a bright young 
man, had taken a keen interest in agri- 
culture, and knows conditions in that 


Cap'tal, Surplus 
and 
Undivided Profits 








SaintLouis 


Continucusly affiliated 
with the industrial and 
civic advancement of 
Saint Louis since 1890 





section. He pointed out that the farm- 
ers sell through a produce exchange, but 
it is not co-operative, a charge being 
made for handling the goods. 


“T presume they probably could do 
a whole lot better if they had a good 
strong co-operative organization,” he 
said. “At least, they couldn’t do any 
worse. Our farmers usually owe money, 
but at this time their loans are consider- 
ably heavier. And only about one-half 
have accounts, these ranging from $1 
to $100. I expect we have $100,000 out 
now, much of which will be renewed. 


“Conditions, as far as selling goes, 
are a little better here than farther 
north, but we don’t have any such fine 
arrangement as they have across the 
state line. I wish we did, for our farm- 
ers would be much better off. 
surely would put its shoulder behind the 
wheel, and I believe our merchants 
would, too. You know, when the farmer 
makes money we all profit by it. That’s 
why I say we would all get behind the 
movement.” 

This is the story of two of the richest 
agricultural counties, and how neigh- 
boring counties and banks look at the 
good fortune of peninsula Virginia. The 
banks and farmers in Virginia know 
what they are doing with their crops, 
and they get their just returns. Their 
homes, farms, roads—in fact, everything 
breathes this prosperity. On the other 
side of the line, conditions are just the 
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OVER 
EIGHT MILLION 
DOLLARS 





The bank . 


Wollsalsfallfo 


Central Location 


THE representative business 


district in Cleveland extends 


Avenue. 


The Hollenden Hotel is ex- 
actly at the center of a circle 
drawn to include these limits, 
and is easily reached from 


any point in this area. 


THE HOLLENDEN HOTEL 





69 


opposite. 
such a 


That the banks realize what 
selling organization means to 
them ean easily be seen in the fact that 
they are asking the Salisbury outfit, just 
a year old, to come down and give their 
farmers a hand. 


Banks Gives Unusual “Party” 

The Northwestern National Bank, 
Minneapolis, Minnesota, recently cele- 
brated its fiftieth anniversary in an un- 
usual way, by giving a Victorian cos- 
tume party. Officers of the bank, who 
stood in the’ receiving line, ap- 
peared, according to the editor of the 
Northwestern house organ, in Prince 
Alberts with velvet collars, broeaded, 
highly colored waistcoats, and (obeerve 
the quotes) “Victorian pants.” The 
women, wives and daughters of officers, 


* who also oceupied places in the receiv- 


ing line, wore the shy hooped and ruf- 
fled gowns. of the “sweet Alice, Ben 
Bolt” period. Among others to attend 
the bank “party,” were a Mrs. Sarah 
B. Meder, a depositor of the bank since 
1873, and Dr. Samuel D. Flagg, the 
oldest living stockholder. O. C. Wyman, 
and T. B. Janey, directors of the bank 
sinee 1892, were the guests of honor. 


The Bankers Trust Company of 


Knoxville, Tennessee, will enlarge the 
building formerly owned by the Mechan- 
ics Bank and Trust Company as well as 
remodel much of the interior. ‘ 





L8fol8sol8solefolese 













the Cuyahoga River to 
Eighteenth Street, and 


Lake Erie to Central 
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COMPANY 


CLEVELAND 


THE HOLLENDEN 
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“No Place Like Home” 
“Madame X,”" a 
er for the 
letter 
touring 
“This 


coming 


woman teature 


Chicago 


writ 
Tribune, in a re 
cent published while she was 
Enrope, wrote: 

column — is 
There 


for 


peripatetic soon 


home to roost. will he 


any leaving 

Ney er 
service of 
The 


are 


compensations 


thousand vear old Europe. 
the 
the Chicago telephone company. 
Italy and France 


ake the hair gray at an 


again will we growl at 
telephones ol 
sufficient to 

exrly age. The only way to preserve 
one’s aniable disposition is to pretend 
there are no such things as telephones 


over here. They are owned and run 
vovernments.”—Illinois Com- 


mittee on Publie Utility Information. 


by then 





Every Business | 
Man Knows | 


that his success 
is dependent upon 
the prosperity of 
his customers. 
Many banks and 
financial houses 
today have depart- 
ments devoted to 
promoting the busi- 
ness interests of their 
clients. That is not 
paternalism; it is 
far-sighted business 
service. 


Canada is a 


‘Best Customer 
and the develop- 


ment of her re- 


sources has only 
commenced. Can- 
ada needs settlers 


to cultivate her 
broad areas—to in- 
crease her output—to 
multiply her demands. 
She offers attractive 
returns. She affords 
Americans an oppor- 
tunity for far-sighted 
business service. Pros- 
perity in Canada pro- 
motes prosperity in 
the United States. 


Advertisement inserted by the Cana- 
dian Department of Immigration & 
Colonization, Ottawa, Canada. 
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PLEASURE EN ROUTE 
TO BUSINESS 


The tempting dish to the left on top is one of the huge salmon fed to members of the 
+ American Institute of Banking at Paradise Inn, Rainier National Park, on their way to the con- 


vention of the American Institute of Banking. 


Lower, to the right, is a group stopping to pose. 


Below that, to the left, is shown the counter of snow on which dessert was served, and at the 
bottom, conventioners are shown filing into the dining rooms of the inn. 


The convention of the American In- 
stitute of Banking is not all institute an | 
not all banking, as' the accompanying 
photographic evidence would seem to 
indieate. On their way to the annual 
held at Portland, 
recently, seven hundred bankers stoppe | 
for the pictured entertainment. Thev 
were guests on this oceasion of Paradise 
Inn, Rainier National Park. 

One of the unique features of the 
ce'ebration was a counter of solid snow 


convention Oregon, 


on which dishes of pie were ranged and 
kept cool and tempting in an unusual 
wanner. This was a desert course which 
was taken informally between games of 
snow-balling and other 


outdoor pas- 


The 
se-ved in the dining halls of Paradise 

Puget 
for the 


times. main course, which was 


Inn was composed of great 
Sound salmon, freshly caught 
oceasion. 

Those who are shown standing in 
line to enter the dining-rooms, before 
the counter to annex a plate of pie, and 
erinning at the snow-banks which made 
a strange background to their summer 
holiday, are national officers and mem- 
the Board of Control of the 
American Instiute of Banking. Their 


accompany 


bers of 


wives and families may 


bankers on the wav to a convention. 


Readers will confer a fuvor by mentioning THE BANKERS MONTALY when writing to our advertisers. 
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Improved Service 


In adopting National 
Safety Paper for their. 
checks, banks look upon 


this step as a distinct im- 
provement in their service. 
Ask your printer, - sta- 
tioner, or lithographer for 
checks on National Safety 
Paper. 
_George La Monte & Son 


Founded 1871 
61 Broadway, New York 










CLEVELAND DISCOUNT BUILDING 
WaLkKer & WEEKs, Architects 













| CLEVELAND DISCOUNT CO. 
CLEVELAND, OHIO 


equipped with 


~ FRINK 
Reflectors 


including 














Continuous [Bank Screen Reflectors 
~ Special Concealed Reflectors tor 
General Illumination 









THEY ARE AT HOME 
ABROAD 


and in this country they have traveled 
through every State— 


















Our Engineering Department is co- 
operating with the leading architects in 
laying out and designing the lighting 
of prominent buildings throughout the 
country. We hope we can be of service 
to you. 







American 
Bankers 


A-B-A SE Chon ues 


FOR TRAVELERS 


These safe, convenient, and universally ac- 
cepted cheques will smooth out the bumps 
in the financial roadway for your customers, 
no matter where they travel. These travel 
funds have an international reputation. Sold 
in compact wallets in denominations of $10, 
$20, $50, and $190. 


“Specify Frink Reflectors” 






1 
) LP FRINK. Inc. 


" 24th Street and 10th Ave., New York 
I Cuicaco, ILt. 
Monadnock Bldg. 


Boston, Mass. 
161 Summer St. 




















PHILADELPHIA, Pa. 
Franklin Trust Bldg 


CINCINNATI, OHIO 
17 Greenwood Bldg. 


Sn Francisco, Cacir. 
77 O'Farrell St. 


CLEVELAND, OHIO 
336 The Arcade 


SeaTTLe, WASH. 
609 Seaboard Bidz. 









Detrorr, Micn. 


LOuIsvILLE, Ky. 
m 325 State St. 


415 West Main St. 





For literature and information write to 


BANKERS TRUST COMPANY 
New York City 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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REPORT OF CONDITION 
OF TRUCK CROPS 


‘HE commercial eabbage crop had a 
condition of 90 per cent of a nor- 
mal condition on August 1, according to 
reports received by the United States 


Department of Agriculture. This is 


much above the seven year average con- 


dition of 82 per cent of normal. 

A condition of 80 per cent of normal 
was reported for commercial onions on 
August 1, compared with the seven vear 
average condition for this date of 78 
per cent of normal. For commercial 
tomatoes a condition of 88 per cent of 
normal was reported, compared with the 
seven vear average condition of 81 per 
cent. 

Snap beans gained in condition from 
83 per cent of normal on July 1 to 89 
per cent of normal on August 1, and 
cueumbers gained from 79 per cent of 
normal to 87 per cent during the month 
of July. A condition of 85 per cent 
of normal was reported for cantaloupes 
and a condition of 86 per 
lettuce. 


cent for 

The condition of celery declined from 
93 per cent of normal on July 1 to 89 
per cent on August 1. The condition of 
sweet corn declined from 85 per cent 
on July ] to 83 per cent on August 1, 
and the condition of watermelons de- 
clined from 84 per cent on July 1 to 76 
per cent on August 1. 


Village Success Counts 
The National Economie Researeh 
Bureau found that 88 out of every 100 
men in this country have an income of 
less than $2,000 a year. Those who 
earn $10,000 about one-tenth of 
1 per cent: 


are 


If one is not compelled to pay a big 
rent, $2,000 a year may bring every 
reasonable comfort. But how many 
who earn $10,000 in a great city could 
earn even $2,000 in a village? 

Think of all the liveried apartment 
house door men, eyebrow pluckers and 
washroom brush boys, to say nothing 
of high salaried publicity agents, as- 
sistant vice-presidents, and such. What 
chance would these have in a sensible 
village or on a farm, where everybody 
engages in definite toil?—Fred Kelly, in 
The Nation’s Business. 
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THE BUYING POWER 
OF FARMERS 


ACCORDING to returns of the last 

census, recently announced, the num- 
ber of people on farms in the United 
States, up to January 1, 1920, was 31,- 
614,269. 

The buying power of the farmer has 
always been rated high, running up in 
some estimates to 60 per cent of the 
buying power of the whole country. 
The figures above would place it at 
around 33 per cent. But the popula- 
tion actually on the farms, however, is 
not the limit for figuring farm-buying 
power. It is necessary to inelude that 
part of the rural population living in 
incorporated and unincorporated cities 
of less than 2,500, and in villages, towns 
and hamlets adjacent to or comprised 
within the agricultural region, and which 
is dependent for a great part of its 
activities upon the prosperity of the 
actual farm population. If these are 
included, it can readily be conceded that 
farm-buying power might run up to 
40 per cent or 50 per cent, or even more, 
of the whole buying power of the 
country. 

Thus it is easy to understand why the 
farmer’s opinion, especially in political 
circles, is of considerable importance. 
Perhaps of more importance is the ques- 
tion of his prosperity and consequent 
ability to buy, as compared with the 
slackened demand of lean 
The Bache Review. 


vears.— 


Counry Banks Seeing Light 

Country districts are definitely out of 
the woods, Ralph Van Vechten, vice- 
president of the Continental & Commer- 
cial National Bank, asserts. “Farmer is 
forging ahead rapidly. Talk that pros- 
perity is being held back by him is 
no longer true. He has _ had his 
Country banks are paying off 
their loans rapidly both here and at 
Federal Reserve banks. In addition, 
we daily receive remittances for War 
Finance Corporation and Live Stoek 
Finance Corporation. Liquidation of 
these loans is very significant, inasmuch 
as they were renewable for as long as 
two and one-half vears. 


lesson. 


“Our reports from the country are 
encouraging without exception. Only 
over-extension that remains is in spots 
where banks unfortunately became in- 
volved in land boom. But even these 
are being cleared up and not more than 
one in 100 banks will be forced to take 
losses. Farm land is beginning to move 
again, and prices are high enough in 
most eases to cover bank loans by com- 
fortable margin.” 


BANKER 417 [ARMER 


The Harvest Outlook 

Generally speaking, the crop outlook 
for the United States is satisfactory, 
and while production for nearly all 
farm products is considerably 
the record for each crop, the yield 
promises to be of fair proportions. 
Prices for wheat, corn and certain other 
crops will be determined almost as much 
by the world situation as by the pros- 
pect in this country, and for this reason 
it is just as well in making a survey of 
the situation to take into calculation the 
probable yields of other countries, 
particularly those which may be com- 
petitors of the American farmer. 

The weather as a rule has been fairly 
propitious, but farmers have been up 
against high production costs, especially 
for labor. Throughout New York State, 
and the Middle West as far as Iowa, 
farm wages have shown a tendency to 
increase. Harvest hands have been re- 
ceiving as much as $3 a day and board, 
while regular farm hands have _ been 
offered $35 a month and board. The 
supply of help has been none too plenti- 
ful. Farm implements, while down 
somewhat from the peak prices of two 
years ago, represent a considerable in- 
crease compared with the level of 1913. 
Fertilizers also have been high. In the 
South the production of the cotton crop 
has been made more expensive by the 
necessity of using caleium arsenate for 
the purpose of fighting the boll weevil. 
Some farmers report the cost of poison 
and application to be fully as mueh as 
their ordinary fertilizer bills. In ad- 
dition to this some of the more pros- 
perous farmers have been 
make a considerable outlay for the pur- 
pose of expensive machines for spraying 
their fields and catching the boll wee 
vils by means of apparatus that is 
operated only at night—W. J. Woll- 
man & Co. Review. 


below 


foreed to 


Reports on Potato Crop 

Potatoes are showing considerable 
blight in New England. The early crop 
has been harvested in Virginia, and 
harvest is under way in Maryland and 
Delaware. In the Lake region the con- 
dition of the crop is fair to good, early 
varieties being better near the Ohio 
River, with late varieties better in Mich 
igan and Wisconsin. In South Dakota 
and Montana, prospects are good but 
the late crop needs rain in Minnesota. 

In the northern part of Nebraska, a” 
exceptionally large yield is expected, and 
digging is in progress in the Kaw 
Valley district. In the Rocky Moun 
tain region, the condition is cenerally 
good, and digging has begun west of the 
continental divide—U. S. Department 
of Agriculture. 
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TOURIST RATES GRANTED 
FOR A. B. A. CONVENTION 


LL of the expected 7,500 delegates, 

including members of their families, 
to the forty-eighth annual convention of 
the American Bankers Association to be 
held in New York October 2 to 6 of this 
year will come to the metropolis at re- 
duced fare. Fare and one half for the 
return trip has been granted through- 
out United States and Canada with the 
exception of those coming from Califor- 
nia and Nevada and from 
through California. Delegates from 
this territory may avail themselves of 
the regular tourist fare which is a re- 
duction of about 12% per cent below 
full fare both ways. 

Passenger associations to grant the 
fare rate are the New England, Trunk 
Line, Central, Southeastern, Western, 
Southwestern, Canadian and Transcon- 
tinental. The latter association regulates 
fares from the Pacifie coast and will 
grant fare and one half with the ex- 
ception as noted above. The fare and 
one half rate in this case will apply 
only from Oregon and Washington by 
direct routes through the Missouri River 
and St. Paul. 

Dates of sale for the fare and one 
half tickets will continue from about 
September 27, to October 4, and tickets 
sold on that basis will he good until 
about October 12. Identification cer- 
tificates which will be nezessary to get 
the reduced rate at the source will be 
forwarded delegates in due time. The 
tickets will require validation in New 
York by agents of terminal lines here. 


Oregon 


HOW AND WHEN CAN 
BANKS USE OUTDOOR 
DISPLAYS? 


(Continued from page 51) 

The economic soundness of the serv- 
ice banks renders it attractive to any 
man who desires to make his life useful. 
To start thousands of youngsters to 
saving their money, to help people own 
their homes and become owners of sound 
investments, relieve the hardships that 
almost imperatively follow the death of 
the provider in a family—is the bank- 
er’s opportunity for service. To em- 
brace this opportunity he must take 
a liberal attitude toward all sales forces 
. —Inediums, mailings, displays, and men. 
For the strongest appeal can be se- 
cured only by using all the links in the 
chain, each in its place. As a concern 
beeomes strong enough to build up a 
general sentiment in its community 
through advertising in newspapers, by 
direct-by-mail literature, the forms of 
outdoor display, and personal salesmen, 
It begins to secure a degree of satura- 
tion as regards favorable publie opinion 
that makes all of its selling efforts 
cumulative in effect. 


(From an address on the various 


+ ‘ . 
orms of outdoor display, as applied 


S. T. KIDDOO President 
G. F. EMERY, Vice-Pres. 


J. _L. DRISCOLL, Asst. to 
President 


D. R. KENDALL, Cashier 


Capital and Surplus 


$2,250,000 


A. W. AXTELL, Assistant 
Cashier 

L. L. HOBBS, Asst. Cashier 

H. E. HERRICK, Assistant 
Cashier 

Cc. L. WISTRAND, Assist- 
ant Cashier 


Resources over 


$20,000,000 


SUMMER PASSES 


Fall business activities will soon be upon us. 


Are your facilities adequate to meet the 
demands of your stockmen customers? 


Anticipate your requirements for this im- 
portant business by establishing 


NOW 


an account with 


THE LIVE STOCK iitiont BANK 


OF CHICAGO 


to bank advertising, delivered before 
the Financial Advertisers’ Assn., at the 


recent Milwaukee Convention.) 


The Anglo-California Trust Company 
has shown during the past twelve months 
the largest gain in resources of any San 
Francisco bank, aecording to an an- 
nouncement made on July 27, by Pres- 
ident Mortimer Fleishhacker at a meet- 
ing of the Board of Directors. 

The bank’s resources on June 30, 
1921, amounted to $34,617,284 as com- 
pared with a total of $43,231,980 on 
June 30, 1922. This is a gain of $8,- 
641,694. The institution also showed 
a splendid gain in deposits, the increase 
amounting to $9,356,550. 

The Market-Jones Branch, opened on 
December 27, 1921, has had a splendid 
growth, owing to the convenience of its 
location in the heart of the theatre and 
up-town shopping districts. The Po- 
trero branch has moved into new and 
larger quarters at the corner of Third 
and Twentieth streets. It was for- 
merly located in smaller quarters ad- 
joining its present location. The Mis- 
sion Branch at Mission and Sixteenth 
streets, and the Fillmore Branch at 
Fillmore and Geary streets, have also 
been remodelled and enlarged. These 
changes were made necessary in order 
that the bank could properly eare for 
the great increase in volume of business 
evidenced by figures quoted above. 


Mr. Morgan is universally popular 
in St. Louis and has a large circle of 
friends who will regret that this greater 
opportunity is causing him to give up 
St. Louis for Chicago. 


CINCINNATI'S 
BANK OF 
SERVICE 


At Your Command 


The facilities and ex- 
perience of this Bank are 
at all times at the com- 
mand of owt-of-town 
banks desiring to avail 
themselves of our con- 
structive co-operation in 
special Matters and our 
general good service in 
all matters. 


State your problems. 


™ F1FTHIHIRD 


Nationa BankeCincINNATI 


How often do you read | 
the Want Ad Page? 


In this issue you will 
find it on page 111. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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PON the foundation of more 
than half a century’s experience 
and growth is based the present organi- 


zation of 


the FIRST NATIONAL 


BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 


a highly specialized 


in both 


service 


banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are 
invited relative to the facilities afforded 


for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


FRANK O. WETMORE, President 
First National Bank of Chicago 


Special Trains for Berries 

3erries grown in the Puget Sound 
region of the Northwest are served on 
breakfast tables in Chieago 80 hours 
after being picked as a result of the 
establishment of a special express re- 
frigerator train service operating on 
passenger schedule between the Pacific 
Northwest ‘and Chieago. 
fresh fruits were 
marketed in the loeality in which they 
were grown or they were shipped in 


Previousiv these 


single cars by express to eastern mar- 
kets; but in the last few vears the 
development of the berry industry has 
heen so rapid in the Northwest that 
additional outlets had to be found. The 
special train service which has been 
inaugurated is meeting this situation 


MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 


very successfully. Berries of various 
kinds are arriving daily in Chicago 
from the White Salmon, Yakima, 
Poyallup, and Walla Walla valleys, 
from Vashon Island; Puget Sound, and 
from Lewiston, Idaho. 

In the production centers the berries 
are rushed by-motor truek and_ inter- 
urban ear to the refrigerator cars on the 
railroad sidings every afternoon. The 
ears are loaded, iced, and hurried on 
passenger schedule to Spokane where 
they are united into a speeial fruit train. 
Karly in the morning the train pulls 
out from Spokane for the East. These 
trains five between the 
Pacifie coast and Chicago and make no 
other . stops.—Weather. and 
Markets. 


are iced times 


Crops 


SAVING—LIKE CHARITY— 
BEGINS AT HOME 
(Continued from page 38) 

able, in addition to gaining new bus. 

iness, to make that which he has more 

productive. The dormant account cay 
be awakened; the small saver can he 
urged to save-more; dead accounts eay 
be revived; and new business of the 
better kind results from filling the need 
cf every house-wife which is to teach 
her to conduct her business along lines 
to that which are used in every success- 
ful business. No woman ean be equal 
partner with her husband unless she 
conduets her half of the partnership 
as carefully and as intelligently as he 
conduets his—and in her half as in his 

the budget system spells efficiency, 

Without it housekeeping is mere drud- 
gery. With an administrative progran 
made up of a earefully studied budget 
the housewife is ruler, not slave in her 
kingdom, and it is to the home eonomic 
branch of the bank that she should be 
encouraged to come with all matters 
pertaining to household management. 

The home budget is not a new idea, 
but has been in operation long enough 
to prove its value. Some defects how- 
ever have been revealed in experience. 

The greatest of these has been the 
“overdoing” or the making of too elabor- 
ate svstems that only a small precent- 
could or would Recently a 
large bank in Brooklyn has adopted for 
distribution through their home service 
department a small, inexpensive, yet 
complete and attractive home budget 
system that appeals to every man and 
woman because of the useful 
tion and data which it contains. A 
simple budget system along with this 
useful information makes it a most ae 
ceptable souvenir and even if only a 
small percentage live up to the “budget” 
the results will be far reaching to both 
the banker and the user. A definite con- 
clusion therefore been reached— 
viz.—simplicity must be the keynote; 
attractiveness must not be lost sight of: 
general personal information must add 
to its intrinsie worth; and size must 
make it convenient to carry and use at 
the opportune time. 

Home budget committees are beimg 
organized in many states and cities and 
much is being done to create a demand 
for home budgets. In a middle west 
city of about a hundred and fifty thou- 
sand population—most of the banks 
(nine in number) have combined and 
are distributing the same “budget” book. 
This fall through the schools and parent 
teachers’ associations a drive is to be 
inaugurated which will undoubtedly re 
sult in a most effectual awakening (0 
the necessity of a more frugal life. The 
Federated Woman’s Clubs and Y. ©. 
(. A’s are also pushing the home budget 
idea, and the banker who is awake to 
the signs of the times will see the ad 


age use. 


informa- 


has 


Readers wiil confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 











yantage of getting in on the ground 
floor. intensive cultivation on the part 
of the banker is just as essential to 
large profits as it is for the farmer to 
eultivate his crops for an abundant 
harvest. The right “treatment” for 
many sick aecounts is just a little home 
budget. 

A large manufacturer of an interna- 
tionally known article has decided that 
for the welfare of his employes nothing 
better could be done than to give them 
a home budget. Undoubtedly a workman 
that is making both ends meet and 
besides is building up a nice savings ae- 
count is a more efficient and contented 
workman. Seeds of diseontent—strike 
agitation ete., find unfruitful ground in 
the man who is getting ahead. Thus 
the manufacturer is benefited. 

Besides building up new and better 
business tor the banks and the resultant 
good to the manufacturer, the merchant 
will also benefit through establishing 
“budget systems” in the homes. If 
every young couple, launching forth on 
the sea of matrimony, were given a plan 
to steer them in the right course, the 
merchant would notice a vast difference 
in the debit column of his ledger. Bad 
debts would be lessened, for, as soon as 
a systematic habit is formed, buying on 
acash basis will usually result and this 
class of business would certainly be 
more satisfactory to the merchant. All 
ean help in forming these “good habits.” 
As Herbert Spencer savs—‘We are 
creatures of habit. We succeed or we fail 
as we acquire good habits or bad ones, 
and we acquire good habits as easily 
as bad ones. Most people don’t believe 
this. Only those who find out sueceed 
in life.” Surely being in debt is a bad 
habit and only logical remedy is to see 
that a planned method of procedure is 
adhered to in the homes of these indi- 
viduals. The budget system is a good 
habit and will do much toward bringing 
about harmonious experiences to all 
who encourage the use of them. <A 
better business will surely result when 
the goods are bought and paid for in 
cash which is usually the way mer- 
chandise is purchased by the better 
class of trade. 

The budget system wherever intro- 
dueed is meeting with favor and show- 
ing a healthy growth in every direction. 
The time is now ripe for the introdue- 
tion of the budget system in the home 
and this fall and winter will see it al- 
most universally adopted by all wide 
awake bankers as the practical 
pieee of thrift literature obtainab'e. 
The publie is ready for and is beginning 
to demand such books. The banker who 
has these seeds of thrift will obtain the 
more desirable business. The late 
Theodore Roosevelt said—“Thrift is 
‘ommon sense applied to spending.” 
Common sense is “Budget System”’ 


most 


adopted by the Nation—state, business 
and the home. 
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Bank of Detroit Increases Capital 


The Bank of Detroit, Detroit, Mich- | 
steady | 
growth since its organization six years | 


igan, which has enjoyed a 


ago, on July 1, announced an increase in 
capital from $1,00,000 to $2,000,000 


and in surplus of from $350,000 to $500,- | 


000. 


The bank has 15 located and 
attractive branches and is now in the 
midst of an extensive loval 
campaign planned to benefit not only 
the main bank but the b-anches as well. 

The bank has specialize 1 in a prompt 
service in 


well 


collections. 


The City National 


UR customers frequently 
remark upon the friend- 
P28} ly Drovers spirit which 
1 finds real pleasure in 
every opportunity to serve our 
correspondents or their patrons. 


Every facility for completely serv- 
ing out-of-town banks is available 
for the prompt, efficient handling 
of business and this, combined 
with the friendly Drovers atmos- 
phere, is steadily adding to our 
long list of satisfied customers. 
Let us give you detailed informa- 
tion about Drovers Service. 


Direct Member Chicago Clearing House Association 
National Bank © 


Union Stock Yards-Chicago 





BST NG Re DROVERS SERVICE | eee ee han hee 





newspaper | 


Bank of Goshen, | 


Indiana, is erecting a new bank build- | 


ing, of Indiana Limestone construction, 
to cost about $85,000. K. M. Vitzthum 
& Company Chicago, are the architeets 
and engineers. 
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For Advance 
Reports on 


Bonds 


Proposed issues, 
bids wanted, etc. 
WRITE 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., SEATTLE, WASH. | 
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A ROMANTIC BOOK ABOUT 


BANKING 


“A Century of Banking in New York” 
by Henry Wysham  Lanier—George 
H. Doran. 


HH does a banker feel when bank 
notes are advertised in the news- 
papers for sale at a little more than 
$5.00 per thousand? This very situa- 
tion prevailed in the United States in 
1714, and the legal aspect of the case 
was still more complicated, for the law 
held that anyone who refused to accept 
New York’s notes of 1714 as legal 
tender in payment of debts on a par 
with gold and silver, forfeited the debt 
and was perpetually barred from its 
recovery. 

This period of “frenzied finance,” as 
well as many other dramatie phases of 
the development of finance in the United 
States, is treated graphically in a re- 
cent book by Henry Wysham Lanier— 
“A Century of Banking in New York,” 
published by Doran. The “century” 
mentioned in the title is officially from 
1822 to 1922, but stories from earlier 
times which give an insight into the 
origin of American banking are not 


Deposits $65,000,000 


Capital and Surplus $7,000,000 


HISTORY 


excluded because of the formality of the 
title. In fact, Mr. Lanier has generally 
disregarded the formalities of the histo- 
rian in his work, and with most delight- 
ful results. 

In the past vear, a vogue for histor- 
ical literature has hit the reading 
public. Wells started it with his “Out- 
line of History.” In a short time a 
“History for Children” and an “Out- 
line of Science” became novel titles in 
the list of best sellers. Now finance 
has its literary scribe, and, in the 
opinion of this reviewer, the most in- 
teresting of them all. If the banking 
fraternity were to make fashion of this 
book, the reading publie would profit 
by a great deal of valuable information 
and the history of a great American in- 
stitution vivified by romantie telling. 

Mr. Lanier’s story proper begins 
with the yellow fever epidemic of 1822 
when all the banks of New York, to say 
nothing of 100,000 people, fled “from the 
city to the country”—that is, from 
lower Broadway to the healthful village 
of Greenwich, two miles away. The 











decade in which he starts his story jg 
an interesting one for many reasons, 
From 1815 to 1818 the “bank fever” 
culminated in the rise of many new 
banking institutions. The eattle in. 
dustry, destined to be such an important 
one in our history, was conducted in a 
sporting, good-natured fashion, if an 
event of 1821 be an indication. Two 
gentlemen laid bets against each other 
in publie print that each could produce 
the best fatted cattle, and the issue was 
decided at a prize contest. Later on, 
the betting fashion had an even more 
interesting industrial background. The 
story is told that a gentleman of Balti- 
more bet that his horse could beat “that 
old black machine.” He referred to the 
new steam engine which was opening 
the railroad epoch. The race was held, 
and the horse won. 

In 1822, the First Trust Company was 
opened. In 1822, Edmund Kean was 
terminating his first American engage- 
ment. In 1828 the Baltimore and Ohio 
railroad became a reality. And in the 
following decade, between 1829 and 
1840, the banks of the nation grew from 
329 to 901. All these events are 
treated in the book, in the silk-hatted 
fashion of a gentleman and a raconteur. 
Mr. Lanier has caught the spirit of the 
early America he wrote about. There 
is the aroma of leisure in his work. 

An interesting chapter in the book 

(Continued on page §7) 
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RESERVE BANKS REPLACE 
WORN CURRENCY 


HERE is at present about $4,500,- 

000,000 of currency in eireulation 
in the United States. While a consider- 
able part of it at any given moment is 
in the safe of individuals, business con- 
cerns, or banks, vet much of it is in 
people's pockets or in process of pass- 
ing from hand to hand, and so is sub- 
ject to wear. 

The life of a $5 note, for example, 
is on the average about ten months, and 
in New York City is about two months 
less than the average, owing mainly to 
the more rapid rate at which it cireu- 
lates. This same tendency is seen in the 
higher rate at which bank deposits turn 
over in New York City than in other 
parts of the country. 

The work of keeping the paper cur- 
rency in good condition is done very 
largely by the Federal Reserve Banks, 
which in the course of their daily bus- 
iness handle all forms of curreney and 
coin, eliminating that which is unfit for 
further circulation. This service is a 
large item in their annual costs of opera- 
tion. Last year, for instance, the sup- 
ply of currency and coin caused an 
expenditure at the Federal Reserve 
Bank of New York amounting to about 
$2,875,000, of which somewhat more 
than one-third represented the cost of 
printing new Federal Reserve currency 
to replace worn notes in cireulation and 
to increase supplies unissued and on 
hand. 

Curreney received by the Federal Re- 
serve Banks is first counted and is then 
sorted according to denomination and 
kind, and mutilated and badly worn 
eurrency is eliminated. All Federal Re- 
serve notes fit for circulation issued by 
Reserve Banks other than the one 
handling them are shipped immediately 
to the respective issuing banks, inas- 
much as no Reserve Bank is permitted 
under the law to pay out notes of an- 
other Federal Reserve Bank. Notes of 
other types which are fit for use are 
held in the vaults until needed, and all 
notes which are unfit for further cir- 
culation are canceled and shipped to 
Washington for redemption. 

Curreney is supplied to banks, both 
member and nonmember, in amounts 
and denominations as they desire. Since 
‘much currency fit for further circula- 
tion is returned to the Reserve Banks, 
all shipments of currency cannot be 
made in new money, the supply of 
Which is apportioned to the banks ac- 
cording to the volume of their business. 
A member bank draws currency from 
the Federal Reserve Bank in just the 
Same way that an individual draws ecur- 
Teney from his own bank, and such 
Withdrawals are charged to its deposit 
account. The bank which is not a 
member of the Federal Reserve system 
usually pays for a shipment of cur- 
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Central West Financing 


oo principal function of this 

bond house is the underwriting 
and distribution of corporation se- 
curities issued by well established 


concerns in the Middle West. 


Many of the issues come to us 
through the local banks identified 
with the corporation desiring the 
financing. We are always pleased 
to take up such matters with the 


banks or 
directly. 


with the corporation 


The markets are now in such 
position that funds for liquidating 
present debts, adding to working 
capital or making extensions can be ’ 


had at a far more reasonable cost 


than prevailed for some years past. 


Correspondence is invited. 


WM. L. ROSS & COMPANY, INC., 


108 South La Salle Street 
CHICAGO 








reney either by a check or by sending 
in unfit currency. At the New York 
Reserve Bank a supply of approx- 
imately $500,000,000 in paper currency 
is kept on hand for use when needed, 
and about as much mgre currency is 
available in Washington. 


Silver Quarters Genuine 

Considerable credence has been given 
to the story that many of the silver 
quarters now in circulation, bearing the 
date of 1917, are counterfeit. It was 
stated that these coins had been manu- 
‘factured by using Mexican silver and 
that the only way they could be detected 
was by the absence of the stars under 
the figure of the eagle. 


by mentioning THE BANKERS MONTHLY when 


writing to our advertisers. 


In answer to an inquiry, W. H. Moran, 
Chief of the Seeret Service Division, 
writes as follows: 

“T have your letter of July 27th, re- 
ferring to the suspicion attaching to 
certain quarter-dollar coins of the 1917 
issue circulating in your district, and 
beg to advise you as follows: 

“When the design of the twenty-five- 
cent coin was changed in 1916, the 
eagle was placed low on the surface of 
the reverse side and six stars were 
placed on one side of the eagle and 
seven on the other. The designer of 
the coin protested that the Government 
had not adhered to his design, and it 
was decided to change the dies in ac- 
cordance with the designer’s ideas.” 
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CUTTING 


FISHING FOR DEPOSITORS 
WITH REAL MONEY 


A novel thing to do with the advertising appro- 
priation is to pay it out to prospective deposi- 
tors on the condition that they come on in 


By FRED MERISH 


ee OES anybody want 42.00 for 
$1.00?” asked a smiling chap 
coming into my office yesterday. 

I would have taken the fellow for a 
simpleton had not his appearance belied 
the inference. Moreover, the caller 
earnestly pressed the question so, of 
course, I replied in the affirmative. 

“The proposition is simply this,” ex- 
plained the young fellow. The Mercer 
Trust Company of Trenton, New Jersey, 
is sending me around to solicit ac- 
counts and to anyone paying me one 
dollar I will give him a bank-book with 
two dollars eredited to his account.” 

“But how ean a bank afford to give 
money away?” I asked. 

“We don’t figure that we’re giving 
it away,” answered the solicitor. “Our 
records show that we invested a certain 
sum of money in advertising during the 
past year and we believe that a certain 


SAYING “THANK YOU” 
TO THE PUBLIC 


YOO many banks, after conducting 
drives for the public support in the 
form of new accounts, forget to ad- 
vertise the success of their campaigns. 
The result is, that while the plea for 
new customers is broadeast in all the 
newspapers, the success of the plea is 
never published and is allowed to lapse 


: rode into dark ignominy. 
this amount distributed 


by this novel method will procure more 
than its share of new accounts because 
in this ease, the new depositors will re- 
ceive the direct benefit of this particular 
advertising investment.” 

Then he further went on to explain 
that “This contingent inactive account 
certificate pasted in this bank-book will 
he credited as two dollalrs, providing 
you give me one dollar now and will 
deposit from time to time forty-eight 
dollars or more.” 

The bank salesman sold me on the 
proposition, giving me a bank-book with 
a contingent inactive account certificate 
pasted in it. On the face of this docu- 


ment it stated that: pak 
a a ; “And we have hardly worn the ‘shine 
“This certificate will be credited as off the furniture in our new home. 


'wo Dollars by the Mercer Trust still, in the past three months, 18,344 

Company of Trenton, New Jersey, ea 

: See se : new Savings Accounts have been cpened 

when deposited on account of pass-_. ac Ga Wiis dane hak U 

book numbered 1870 when the balance =! THIS Yank. us shows what the men 
and women, the boys and girls, the 


of deposits on said book are forty- 
young folks and the newly-weds, the 


perenne os: The effectiveness of an advertisement 
that says a blithe and jubilant “Thank 
You” to the public which has responded 
to a “new accounts” campaign, is illus- 
trated by an advertisement used re 
cently by the Central Savings Bank, 
comprising the First National Bank 
and First National Company of Detroit, 
Michigan. 

In the upper left hand corner of the 
“ad” appears a picture of the new build- 
ing of the bank. Across the building, and 
the top of the advertisement, appears 
in bold black type the legend: 

“18,344 New 

The advertisement goes on: 


Savings Accounts.” 


eight dollars or more, and may be 


HE Liberty Central 

Trust Company 
prides itself on being 
equipped to render 
prompt and efficient 
service to out-of-town 
correspondents. Special 


withdrawn at the pleasure of the de- 
positor provided the account has been 
in the bank for a period of not less 
than twenty-six weeks. This account 
bears no interest until it reaches 
$50.00.” 


mechanies and the preachers, the servant 
girls and the business men, think of 
our efforts to serve them. These 18,344 
people have found that this great “De- 
partment Store” of finance is a human, 
throbbing, sympathizing organization. 


attention given to 


It will be seen that in this method 
collections. 


the bank can make stipulations that 
will make the account profitable, while 
in other methods, it is restricted from 
doing so. Making sure of the fact that 
the depositor will keep the money in 
the bunk for twenty-six weeks means 
that the bank will have a chance to reach 
this customer with propaganda, and to 
make the account grow. This stipula- 
tion that the account must reach forty- 
eight dollars of course means that the 
customer will get valuable training in 
the habit of saving. 

Other banks ean try this method with 
safe assurance that it will bring in new 
depositors and help to spread the gospel 
of thrift. 


It has been easy for them to reason that 
if we have grown and prospered, surely 
it is a good place for them to place 
their savings systematically as pay- 
day comes and goes. Won’t you come 
and be one of us?” 

A great many of the new accounts 
were opened through the efforts of the 
employes in an employes savings ¢0l- 
test. 


L. C. Cornell, until recently assistant 
cashier of the State Bank of Connell, 
Washington, has resigned. He has at 
cepted a position ‘as cashier in a bank 
in Granger, Washington. M. Elliot has 
been elected cashier to fill the vacancy 
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UNION TRUST ANNOUNCES 
RADIO BROADCASTING 
STATION 


HE Union Trust Company of Cleve- 

land announces, through Mr. A. 
H. Seoville, vice-president in charge of 
the bond department, the installation 
of a radio broadeasting station which 
began operation August 15th. 

The new station is a 500-watt outfit 
of the very latest design which, under 
favorable conditions, has an_ effective 
radius of 500 miles. 

From 9:00 until 9:45 and from 10:00 
to 10:45, in the morning, and from 2:00 
to 2:45 and from 3:00 until 3:45 in the 
afternoon the new Union Trust Radio 
Broadeasting Station sends out full and 
authoritative information on the major 
movements in the stock and_ bond 
market, together with latest prices on 
farm and dairy products. Intervals 
between quotations are filled with the 
important financial news accumulating 
over the private wires of the Union 
Trust Company. 

The new station brings not only to 
the city dweller who owns a receiving 
set, but to the farmer as well, up-to-the- 
minute information on the major move- 
ments of the financial world, together 
with the vital news of all the markets. 
It enables the farmer who does not 
himself own a receiving outfit to call 
up his local bank, which does have a 
receiving set, and obtain the very latest 
quotations on his farm and dairy 
products, insuring proper buying and 
selling upon the farmer’s part. 

In effect, the Union Trust radio broad- 
casting station supplies practically the 
entire Fourth Federal Reserve District 
with an up-to-the-minute four-times-a- 
day newspaper of the events of import- 
ance in the commercial and_ financial 
world. 

Once a week, in the evening, from 
7:00 to 8:00, the very best entertain- 
ment program available in Cleveland 
will be broadcasted. 

This timely innovation by the Union 
Trust Company again marks Cleveland 
a a growing financial center of the 
middle West for the new station renders 
a financial services literally broadeast 
over a radius of hundreds of miles and 
gives the banker in the smaller towns, his 
customers and all others using radio re- 
ceiving sets the very concrete advantages 
ineident to the private wires and other 
unusual machinery peculiar to a large 
bank like the Union Trust. 

Lobby and window bulletins are 
supplied to banks“ with receiving sets 
throughout the Fourth Federal Reserve. 
These bulletins are changed twice daily 
and contain quotations on the more 
active stocks and bonds, with the latest 
movements in the money market, in 
addition to such financial and commer- 


cial news as may be of interest to the 
8eneral public. 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


A Real ‘‘Cash Carrier’’ 


A new and better size of 
our popular bank—one 
that will come in often 
for deposit. 

Full advertising value, 
secured for your bank 
name on the side—instead 
of the top. 

Handsomely nickel plated 
on a strong all brass body 
—will not  rust—this 
little bank will give good 
service. 


Sample on Request 
The Banking & Trust Associates “CCEvetanp’ 





It enables the bank customer in the 
hundreds of cities surrouding Cleveland 
to be in four-times-a-day contact with 
the elaborate wire and _ information 
service at the command of the Union 
Trust Company and it makes Cleveland 
the pivot for the latest thing in bank- 
ing service. 


























For Every Bank’s 


New Business 
Manager 


No effort is being spared by the 
Union Trust Company to make their 
sending station one of the most com- 
plete in the country. It is the equal | 
of any commercial sending station at 
the present time and Mr. Scoville | 
promises that every endeavor will be 
made to keep it wp to date in the} 
minutest particular, for, as Mr. Scoville 
well points out, the service which a 
bank can render its patrons is compar- 
atively ‘a small percentage, but through 
the radio the Union Trust will render this 
service to thousands upon thousands of 
people throughout the entire Fourth 
Federal Reserve District, thus multi- | 
plying the service of the Union Trust 
Company many hundred times over, 
while at the same time attracting the 
ears of the central West toward Cleve- 
land and the progressive spirit of serv- 
iee for which Cleveland has always | 
stood. 





“More Business for 
Your Bank” is a 
pocket-size Manual of 
Bank Development ¢ 
reflecting the study, 

experience, and up-to 

‘date information of 

this entire organiza- 

tion. 


It offers and explains 
our services, but 
nearly every para- 
eraph is in itself a 
service to the new 
business executive’ of 
any bank or trust 
company. 





The Lincoln National Bank, Fort | 
Wayne, Indiana, is co-operating with 
country correspondents in a new way. 
A monthly bulletin has been inaugurated 
by their advertising department, con- 
taining ideas on advertising and getting 
new business. The bulletin will contain 
tried plans which have been used with 
success in country banks. The first: bul- 
letin was issued on August 1. Robert 
L. MeFerran, manager of the advertis- 
ing department of the Lincoln National 
Bank, is editing the bulletin. 


Copies on request 
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The 
Bankers Service 
Corporation 








In Constant Touch 
“Since you have become rich I sup- 
pose you are out of touch with your 
old friends?” 
“Not at all. Some of ’em touch me 
every day.”—Boston Transcript. 


19 and 21 Warren St. 
New York City 
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3,735 New Accounts in 
10 Days! 


| ‘HE Central Trust Company of Cincinnati recently secured the above number 
of new Savings Accounts in 10 DAYS’ TIME through our LIBERTY BELL 


THRIFT CAMPAIGN. 


Mr. A. M. Hopkins, Assistant Trust Officer, writes in part as follows:—‘We 
thank you for the energetic way in which you supported us in the campaizn and 
we do not hesitate to commend the Liberty Bell plan.” 


Write To-day 


for sample Liberty Bell Bank, price list and full 
details of our Liberty Bell Thrift Campaign. 


THE BANKERS SAVINGS & CREDIT SYSTEM COMPANY 


Madison Ave. and W. 103d St. 


FINANCIER IS ACTIVE ON 
HIS 100TH BIRTHDAY 


A; his summer home in Morristown, 
New Jersey, John A. Stewart, chair- 
man of the board of the United States 
Trust Company otf New York, with 
the members of his family gathered 
about him, recently celebrated the 
100th anniversary of his birth. Rising, 
as has been his wont, with the sun, he 
experienced a new feeling as he wit- 
nessed the break of a new day which 
marked the beginning of his second cen- 
tury on earth. Soon after Mr. Stewart 
arose, gardeners and helpers about the 
grounds were up and at their work, and 
the aged financier felt the pleasure of 
seeing ‘the world astir once more after 
an even one hundred years of his own 
contribution toward its 
development. 

Mr. Stewart is still active chairman 
of the trust company’s board, though he 
has not been at his office in New York 
for several months. It has been his 
policy to have matters requiring his 
attention submitted to him at his town 
or country residence by an official of 
the bank. 

Mr. Stewart born in the little 
Stewart frame family dwelling in Fulton 
street, August 26, 1822, when New 
York’s present-day congested financial 
district was still a broad meadowland. 
He played in the wide fields about his 
house and along lower Broadway when 
that thoroughfare was a dirt road lined 
by wooden sidewalks. He went to the 
publie schools of the city and later to 
Columbia College, being the oldest living 
alumnus of that institution today. 

He was graduated as a civil engi- 
neer but only followed that work a short 
time, giving it up to take an important 
position in the board of education. He 
subsequently became actuary of the 
United States Life Insurance Company 


progress and 


Was 
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in 1850 at the age of 28. When the 
United States Trust Company was or- 
ganized in 1853 as the first American 
Trust Company chartered exclusively to 
render fiduciary service, Mr. Stewart 
began his connection with that 
pany as secretary. 

As evidence of his activity and the 
interest he takes in present-day affairs 
is the faet that he is serving on the 
committee of 100 New York bankers, 
which has charge of arrangements for 
the forty-eighth annual convention of 
the American Bankers Association to be 
held in Manhattan October 2 to 6 of 
this vear. He was one of the first to 
lend his name to this committee whose 
main purpose will be to draw the coun- 
try banker and the city banker together 
and to produce a welding of their ideas 
for the general welfare of the country 
and of banking at large. 

Mr. Stewart became president of the 
trust company in 1865 and remained in 
that office for 38 years or until 1903, 
when the company celebrated its half 
century of service. He has been chair- 
man since 1903. Mr. Stewart at one 
time occupied a position in interna- 
tional finance equivalent to the position 
held by J. P. Morgan & Company today. 
He was one of President Lincoln’s most 
trusted advisers in the dark days of the 
Civil War and in 1864 became assistant 
treasurer of the United States under 
Lincoln. In 1894 he was a leader in 
financing the needs of the Government 
during the second administration of 
Grover Cleveland when the gold reserve 
of the country was dangerously depleted. 

He is the only survivor of the original 
board of trustees of the United States 
Trust Company which included Peter 
Cooper, John Jacob Astor, William E. 
Dodge and William H. Macy. 


com- 


CLEVELAND, OHIO 


Bankers Asked to Aid Government 


Banking institutions of the country 
have been called on by Seeretary Mellon 
to perform an important service to the 
Nation by extending their facilities for 
the exchange of outstanding four and 
three-fourths per cent Victory Note 
for the new four and one-fourth per 
cent notes offered for subscription as 
part of the federal program for refund- 
ing the short dated debt. 

In a letter to bankers throughout the 
country the treasury secretary  ex- 
plained that approximately $4,500,000, 
000 of the Nation’s short dated debt 
must be refunded during the current 
fiscal year. ‘The refunding of this debt” 
he said, “most of which will have to be 
accomplished within the next ten months, 
presents a problem of first importanee. 
The $300,000,000 or thereabout, of 
treasury notes offered for subscription 
on the usual terms will provide for the 
treasury certificates maturing August Ist, 
and for the treasury’s remaining eash 
requirements between now and Septen- 
ber 15, 1922, while the offering to allot 
additional notes in exchange for 4°%4 
per cent Victory Notes should ae 
complish the refunding of some more of 
the Victory Liberty loan and _ corres 
pondingly reduce the amount of Victory 
Notes to be provided for upon redemp- 
tion or maturity. 

“At the same time the eall for the 
redemption of about half of the out- 
standing Victory Notes before matut 
ity will make that much of these Victory 
loans payable on December 15th, of this 
year, and enable the treasury to deal 
with it before maturity by appropriate 
refunding loans. This will mean that 
by January, 1923, the outstanding 
Vietory Notes will have been reduced to 
about $1,000,000,000, or, in other words, 
a manageable maturity which ean be 
dealt with as opportunity offers without 
spectacular refunding operations that 
would upset the security markets and 
disturb the course of business and I 
dustry.”—Bulletin, Illinois, Bankers As 
sociation. 
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Something new and original. 


tions ready for your inquiry. 


agents to call on you. 


FORD, LINCOLN 





A BUSINESS BASIS FOR 
CREDIT RATING 


A MERCHANT often hesitates before 

asking a bank for credit ratings 
important to him in his business deal- 
ings, because of the feeling that he is 
imposing upon a great business machine 
with a personal That it is 
much better to pay a small fee for this 
service and feel free to use the bank’s 


request. 


facilities for gaining valuable infor- 
mation, probably ali merchants will 
agree. 


It is becoming a general practice for 
banks to demand a small fee for hand- 
ling credit inquiries from business firms, 
and the better houses have often ex- 
pressed the belief that the bank should 
receive remuneration for this 
prevalent service. The Bureau County 
Illinois Bankers Association has a rule 
requiring a minimum fee of 25 cents 
for credit ratings. Many banks are 
finding it worth while to mention after 
their names in the Ranp McNatuy 
Baykers Directory that they will be 
glad to furnish reports upon receipt of 
a reasonable service charge. 


some 


A. B. A. Secretaries to Meet 

The Twenty-first Annual Meeting of 
the State Secretaries Section will be 
held on Tuesday, October 3, in the 
afternoon, at the rooms of the New 
York City Chapter, A. I. B., No. 15 
West 37th Street. 

The program will consist of officers’ 
reports and round-table discussions. 
President Smith and Secretary Graet- 
tnger are now whipping this into shape 
and an official copy will be mailed to 
all the members early in September. 


Not Going to Strike 
Money is accepting reduction in wages 
and glad to get employment at that— 
Omaha Bee. 


or double ends, for red and black. 


good service and quote you manufacturers price. 


| Prepare to Remember the Kiddies for the 
| Fall Business 


A Penholder with no metal to corrode. The 
| Slip Off, a pull releases the pen. Made in any color. Made regular for black ink 
Your ad on this holder will be kept for 
years. Ordernow. Price, Regular holder $30.00 per M., Double ender $40.00 per M. 

We have everything to delight the heart of the kiddies. 
Feather Pens, Pencils, Rulers, Whistles, Balloons. 


& CO. 


Jazz Caps, Felt Caps, 
We have samples and quota- 
We are able to make prompt delivery, give you 
We have no commission 


332 S. Franklin St. 
CHICAGO 















California’s “Circle City” 

Of course it is not often that 
raphy in itself makes striking and dis- 
tinctive advertisement material, but to 
The First National Bank of Corona, 
California, must go the credit for utiliz- 
ing the “news” 
city. 


rFeog- 


value of their unusual 

with an eve to the 
picturesque must have planned the city 
of Corona. It is laid out in a eirele, 
and surrounded by a circular boulevard, 
100 feet wide, thrée miles in cireum- 
ference, bordered by pepper and palm 
trees, and it is on this boulevard that 
many famous races have been held— 
Eddie Pullen, Barney Oldfield, Ralph 
De Palma among others raced here, and 
it is here that the famous Bob Burman 
met his death. 

An aeroplane view of the circular 
city appears on the letterheads, checks 
and statements of condition used by 
the First National Bank. Since Corona 
is the only city in America laid out in 
the form of a cirele, this makes a dis- 
tinctive and unique way of stamping 
the city on the mind of those who see 
the bank’s stationery, and of linking 
the bank with this unusual locale. 

An interesting pamphlet issued by 
the First National Bank of Corona re- 
cently is entitled “Better Banking 
under the Feleral Reserve System” and 
gives a simple account of the value of 
the federal reserve svstem destined to 
enlinghten the layman. 


Somebody 


A. E. Dunlap has been elected cashier 
of the Security State Bank of Man- 
chester, Iowa. He has been county re- 
recorder for some vears. 

Ou Fr. 
president of the Woodlawn 
Savings Bank, Chicago, Illinois. 
Watson, cashier, has also been 


Eeklund has been elected vice- 
Trust «& 
J. W. 
named 
vice-president in addition to his present 
duties. 
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CHICAGO 
MCWYORK 


- CHANGEABLE 


Bulletin Boards, Desk and Wall Cal- 
endars, Building Directories, Name- . | 
plates, Bronze Signs and Tablets. 


Write for Folder 
DAVENPORT-TAYLOR MFG. CO’ 


160 N. Wells St. 101 W. 42nd St. 
Chicago New York 
























The Coin Purse 


fer Security 








HEN you *put your money in 
an Evertite Purse and draw 
the catch across the top to shut 
it—it’s locked—completely —all 
the way acioss. To open, just 
draw the catch in the opposite 
direction—it cannot come open 
accidentally. 
This patented fastening is inde- 
structible and fully guaranteed. 
For men, women and children. 
The mest appropriate gift a bank 
could make. 
All good novelty advertising 
houses can supply, or sample and | 
price list on request. 


GLOVERSVILLE PURSE CO. 
Dept. B Gloversville, N. Y. | 









The Monaca National Bank, Monaca, 
Pennsylvania, has awarded contracts 
fer a two-story building with basement. 


FOR NEW 
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MANAGING A CONTEST 


BUSINESS 


Herewith we offer a report of a contest for new 
business carried on by the Saint Paul Trust & 
Savings Bank, giving the details of operation 


By M. G. BOECHER 


Vaniger, New Business Department Saint Paul Trust & Savings Bank 


Saint Paul, ! 


O* June 30th, 1922, the Emploves 
of the Saint Paul Trust and Sav- 
Bank, St. Paul, Minnesota, com- 
pleted their second annual New Bus- 
Contest. While this contest, be- 
cause of the relatively small number of 
participants, offers but little compari- 
son with similar contests staged by the 
larger banks in Chicago and other finan- 
cial centers, a brief statement econeern- 
ing it may be of interest to some of the 
readers of THE BANKERS MONTHLY. 

The contest opened on April Ist and 
continued for 90 days. Sixty men and 
women (including employes, officers, 
directors and stockholders) were 
rolled at the start but some of them, 
ineluding ont of town stockholders, did 
not take an active part. When the 
results were tabulated at the close of 
the contest, it was found that forty- 
three participants had produced 773 
aceounts for a total of $233,157. 

Of the total accounts procured 594 
were savings account, averaging ~ $7.50 
per account, for a total of $44,102. 143 
checking accounts, for a total of $185,- 
000 were also procured, and 36 miscel- 
laneous accounts, such as Investments, 
Insurance, Safety Deposit Box rentals, 
evs., for a total of $4100. 

The participants were divided into 
four teams, each captained by a de- 
partment manager. Five directors and 


ings 


Ness 


en- 


Minnesota 


stockholders were added to each team. 


All accounts proeured by the employe 
participants, were credited to them on 
the basis of 25 cents per point. Credit 
for savings and part payment invest- 
ment accounts and other accounts of 
similar benefit to the bank, was deter- 
mined by the following schedule of 
points and money awards, with a slightly 
different basis for checking accounts: 


SAVINGS OR PART PAY INVESTMENT ACCOUNTS 
Money Award 
point $ 5 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 
point 


Up to $5 
6 to 10 
ll to 25 
26 to 50 
51 to 100 
101 to 200 
201 to 300 
301 to 400 
401 to 500 
501 to 750 
751 to 1006 
1001 to 1250 
1251 to 1500 
1501 to 1750 
1751 to 2000 
2001 to 2250 
2251 to 2500 
2501 to 2750 
3001 or over 
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At the close of the contest all savings 
and similar accounts were checked with 
the books and on accounts which were 
opened with $5, for illustration, which 
had grown to $25, the participant re- 
sponsible for the account was given an 
additional one point credit. Likewise, 
where an account previously credited 
had been closed, deduction of credit was 


Do YOU Plan YOUR Affairs? 


O business man today can afford to ignore 


underlying business facts and trends. 


The 


Business Barometer Dial shows at a glance these 


facts and movements 


It gives you the tendency 


today, the average for twelve months and a five- 


year comparison of 


the twelve 


basic fa¢tors of 


business, such as volume of trade, prices, labor, 


credit, securities, etc. 


\ specially trained staff sifts, analyzes and presents in graphic 
form each month, facts and figures which will enable you to plan 


for tomorrow. 


As easily read as the dial of your watch. Price 


$37.50—money back if not satisfactory—send in your order 


today. l/nder Direction of 


PARK MATHEWSON 


Business Finance Consultant of The Business Bourse 


347 Fifth Avenue 


(opp. Waldorf-Astoria) 


New York City 


made. (One of the rules of the contest 
provides for rechecking of all accounts 
sixty days after close of contest and 
each participant will be charged with 
the earlier credit given for an account 
since closed.) 

On the theory that checking accounts 
were not of the same value to the bank 
as a savings account, a slightly different 
schedule of awards worked out, 
Schedule appears showing a 
credit of one point at the opening of 
the aecount, with an additional 
fourth point allowance for increased 
deposits during the contest, based upon 
the inereased average 
credit of the depositor. 

CHECKING ACCOUNTS 
ADDITIONAL 
Av. Bal of: 

F 100 

200 
300 
400 
500 
1000 } 
1500 41, 
2000 6 
2500 g 
30006 or over 10 


was 
below, 


one- 


balance to the 


CREDITS FOR GROWING -\¢ 


Points 


COUNTS 


Money Awar 


In addition to the money awards }y 
the bank, and as an incentive 
employes to make a good showing, one 
of the directors offered a first prize ot 


for the 


$75 for equal distribution among 
members of the teain finishing first, 
for the second team $25 for 
third team. other 
gave another $100 for distribution, pro 
rata, the 
based upon the anount of business each 
produced as related to the contest total 
Naturally, theyre was keen rivalry be 


1 
ana 
Two officers enc! 


among all of participants, 


tween the teams and between the indi- 
vidual members of the teams. 

Asa to the en- 
ployes to get all azcounts possible, the 
bank permitted them to spend one hour 
in the morning and one hour in the 
afternoon, on the bank’s time, to get 
accounts. With ‘the beginning of the 
vacation however, it 
necessary to withdraw this privilege 
and that, no doubt, somewhat slowed up 
the progress of the contest. Neverthe: 
less, the results were very satisfactory 
to the bank, as the amount of new bus- 
produced was almost identical 
with that produced in the 1921 contest, 
when a total of 758 accounts were 
procured for a total of $224,100. The 
entire cost to the bank, in cash awards, 
was a little over 4300 for the 773 ac 
counts produced. 

Although the contest was arranged 
with the idea of benefiting all depart 
ments, it soon developed into a solicita- 
tion primarily for savings and checkin2 
accounts. Each participant was sup 
plied with Customers’ Cards of Intr- 
duction for presentation at the Tellers 
windows by the depositors opening nev 
accounts, and with savings and other 
literature for ‘distribution. This plan 
for getting new business into the bank 
will, no doubt, be made an annual event. 


further inducement 


became 


season, 


iness 
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INSURING YOUR BANK 
AGAINST FORGERY 


(Continued from page 67) 
conversation, was suspicious. His sus- 
picion arose from such a little point, 
too. The swindler had mispronounced 
Rearwin’s name, using the sound of 
long i in the final syllable. So the banker 
pretended to turn to the ledger while 
trying to decide what to do. When he 
turned back to face the window, the 
chap’s nerve had ceased to function and 
he had faded out the door. That night. 
after evervbody had been warned not 
to eash a Rearwin check, a young man 
without hat or coat entered the Variety 
Store with a Rearwin cheek for $50. 
“Ym from the Salina Mereantile,” he 
said, “Want to get some change.” The 
Salina Mercantile is a nearby store and 
it is customary for one store to get eash 
for change of the other after banking 
hours. The cheek bore the endorsement 
of The Mereantile and the young man 
was given the money. He hasn’t been 
back nor did the other store ever get 
the money. 

In some of these cases the forgery 
fooled the bank; in others not; but 
in each of them somebody loses money; 
and in every case in which a check is 
forged and cashed by someone the ques- 
tion of whose loss it is arises. Of 
course, the Jaw is that the bank loses. 
But before the bank can be compelled 
to pay, the depositor must prove that 
he, himself, did not sign the cheek. 
When there are abroad in the land or- 
ganized groups of men so clever in the 
use of a pen and so versatile in acting 
different parts, the obvious thing is to 
prevent, so far as possible, the ovcur- 
rence of loss. Not infrequently the 
loss is due to delay in discovery by the 
depositor that a check has been forged: 
especially is this true when the forgeries 
come in series, which is oftener than 
one might think. Again, the loss is 
directly traceable to carelessness in eare 
of the check book, and that ought to be 
simple of remedy. These systematic 
forgeries are becoming common enough 
to justify the issuance by every bank of 
& bulletin to its customers calling upon 
them to keep their check books in safe 
places. 

I hold no brief for any of the eom- 
panies writing the new form of insur- 
ance, but it does seem to me to be as 
sensible and as desirable as any other 
kind such as fire or burglary. The bus- 
mess man can get a policy protecting 
him on outgoing checks alone, or on 
both outgoing and those taken in in 
the course of business, according to the 
rate charged. For the bank there is 
like protection. And the insurance 
against forgery ought to come into gen- 
eral use, at least until these gangs are 
broken up and their activities curtailed. 

As in the case of Mr. Wells, recounted 
herein, the bank frequently finds that 
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1 With Bankers Boxes your old records will be 

* systematically filed, instantly accessible and 
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dust-proof boxes made of the best corrugated 
fibre board 
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* box is securely sealed, strong as steel and very 

light; no nails screws nor clips of any kind to 
| work loose and they cannot warp or come apart 
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The New 
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3 “ Extremely economical --24 inches of lear tiling 
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4 Vaults are always neat and orderly because 
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such insurance saves it a valuable cus- 
tomer. If the depositor ean collect 
from an insurance company he isn’t 
going to quarrel with the bank; on the 
other hand if the bank is covered, it can 
get its money from the policy and repay 
the depositor. At any rate and in any 
case where one or both are covered, the 
thing resolves itself into a simple mat- 
ter of determining which policy shall 
be relied upon and neither bank nor de- 
positor are losers, they feel kindly to- 
ward each other, and valuable business 
connections are preserved. 

Of course, the bank customer should 
be made to understand, if he doesn’t 
already, that the new Forgery Bond 
will not protect him against loss from 
raised or altered checks which bear his 
genuine signature; the new insurance 
is against forgery only. The only way 
to be safe from the check-raising artist 
is to consistently use check writing 
machines and safety paper. 

But the most obvious lesson of all is 
directed against the careless habits of 
bank depositors in permitting their 
bank books to remain unbalanced for 
months and the corresponding laxity of 
the banks in not forcing a statement by 
rendering monthly balanee sheets to 
every depositor whether he asks for it 
or not. If every depositor would hand 
in his hook onee a month there would 


be no oceasion for this lesson to be 


learned; but depositors won’t do it. 
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What is YOUR Subject? 


JE have compiled, from the best artfeles, 
treatises and special contributions to past 
and future issues of The.Walhamore Com- 

plete Business Service—and from over 600 maga- 
zines and publications, the following SPECIAL 
WALHAMORE EDITIONS—each loose leaf, up- 
to-date and complete with cloth binder. Sent 
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TITLE OF 
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Particulars regarding The Walhamore Com- 
plete Business Service Sent Free on request 


Address all orders to 
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Perhaps the banker who reads this has 
had a ease of forgery; more 
likely he has had several, in which event 
he is familiar with the inescapable fact 
that the sooner a forgery is discovered 
the better chance is there to recoup or to 
prevent repetitions, 


never 


writing to our advertisers. 





BANKER COMMENTS ON 
EUROPEAN SITUATION 
;,, CROPEAN 


way 


had 
im- 


are in a 
and little 
expected in their 
condition, according to Leroy A. God- 
dard, Chairman of the Board of Direct- 
ors of the State Bank of Chieago an: 
former President of the 
who has returned after a three months 
tour of Europe. Mr. Goddard attended 
the conference of  thirtv-third 
degree Masons held in Lausanne, Swit- 
zerland, and witnessed the presentation 
of the Passion Play at Oberammergau. 
“Pre-war normaley is gone forever in 
Europe,” said Mr. Goddard. “There 
will be no such thing in our life-time. 
Labor 


countries 
economieally 


provement can be 


Association, 


world 


conditions in England are bad 
and England probably is the best off 
of the nations of Europe that were in 
the war. The coal mines are running 
at a there and it is a question 
whether they should shut down and add 
to the the 
continue to run at a loss. 
“In Italy taxes are high 
people appear discouraged. 
not only but is decaying. Its 
money is not worth anything and the 
government twelve times its as- 
want their country 
taken over by Germany, but Italy ob- 
jects) and 


loss 


-seriousness of situation or 


and the 
Austria is 
siek 


owes 
sets. Austrians 
Germany does not. want 
Austria, for it is too much of a liability. 

“Political chaotie in 
Germany and the big drop in the value 
of the mark is being keenly felt. 
man crops. look fine, but if the mark 
continues to fall Germany will be un- 
able to continue her trading with Hol- 
land, Switzerland and South America, 
for her money will not buy anything. 


eonditions are 


Bon 
weol- 


“France should not be criticized too 
severely tor the position she has taken 
on German reparations. There is no 
question that there is more or less feel- 
ing brewing against France by other 
countries, but when one visits the battle 
fields. and the ruined cities of France 
and sees the damage done by the war, 
we can appreciate her feelings.” 

Mr. Goddard is of the opinion it is 
unwise for American financial help and 
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gold to be sent to Europe until the 
various countries get together and show 
a better co-operative attitude. He said 
there appeared to be too much jealousy 
and selfishness between the nations. 
“I think the idea of canceling 
indebtedness should wait,” said Mr. 
Goddard, “even if it is ever done. The 
people in the cities over there should 
work more, eat and drink less. 


war 


there 
feeling toward 
American 
made 


“Every where 
cordial 


seems to be a 
The 

Germany have 
friends by their 
gentlemanly behavior and dignified a¢- 
tions. 


Ameriea. 
soldiers in 
thousands of 


“While it is believed the German Re- 
public will become firmly established, 
there is still apparent a strong militar- 
istic feeling in Germany and it is ap- 
parent the Germans look forward to 
the time perhaps when they can again 
assume their position of power in the 
world that they had under the Kaiser. 
There appears to be a feeling that Ger- 
many and Russia will eventually get 
together for their common interests. It 
is claimed there are 100,000 Russians 
living in Berlin now.”—IIlinois Bankers 
Bulletin. 


Association 


International Finance 


Our policy lies in a frank understand- 
ing with Ameriea. It lies in our colonies, 
on the seas and in the air—above all, 
in the great fresh air of new beginnings. 
We must get back the habit of recog- 
nizing values. 

The American program shows the way. 
It says not pyrotechnics but economics. 
Ameriea is right. She eannot be ex- 
pected to*sink investors’ money in the 
bottomless bins of and 
paper credit. 


German other 

In 1913 Germany, Austria-Hungary, 
the Balkans and Russia took only 74 
per cent of our total production. 

Our manufacturers and financiers will 
be mistaken if they spend time muck- 
raking among the collapsed exchanges 
ot Europe and ignore the golden crown 
offered by their own country, their 
empire and the ends of the earth— 
The English Review. 


The Brazilian Exposition 


An important event in inter-Amer- 
ican affairs is the exposition in com- 
memoration of the hundredth anniversary 
ot Brazilian independence, to be held 
in Rio de Janeiro from September 7 
to Mareh 31 of 


purpose of the 


next vear. 
Brazilian 


The prime 
Government 


in organizing this exposition is to place 


before the eves of the world such ex- 
hibits as will show the progress and 
development of the Republie at the end 
of the first hundred i 
freedom. The usual 
entry of exhibits accorded. 
Twenty-five leading nations, ineluding 
the United States, will take part in the 
exposition. 

The United States Government has 
appropriated $1,000,000 for its part in 
the exposition. 


vears of — its 
right ol 
will be 


tree 


A plot of land has been 
purchased in the exposition grounds, 
and here a building of a 
character is 
American 


permanent 
erected to house 
When the exposi- 
tion is over, the building will then be 
converted into a permanent home for 
the American Embassy to Brazil. The 
grounds and the building will cost ap- 
proximately $350,000. 

Rio de Janiero, the capital of Brazil, 
claims to be the most beautiful city in 
the world. The series of excellent bays, 
the wonderful natural harbor, the greet 
and blue mountains which hem in the 
city to the edge of the azure waters of 
the ocean, will all convince the visitor 
that her claim is justified. 


being 
exhibits. 


As the seasons in South America are 
the reverse of those in North America, 
those North Americans who visit the 
exposition will escape the northern 
winter and enjoy two summers in one 
year. The American Express Com 
pany has been appointed by the Bre 
zilian Government official travel re) 
resentatives of the exposition. 


Futher details regarding the travel 
accommodations to Brazil and regart: 
ing the proposed tours described above 
may be obtained on application to any 
office of the American Express Com 
pany, or by writing to the Travel De 
partment, 65 Broadway, New York. 
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CANADA-U. S. TRADE 
SHOWS DECLINE 


HILE the value of Canada’s total 

trade with the world was redneed 
by approximately 33 per cent in the 
twelve months ending June, 1922 as 
compared with the corresponding 
period ending June, 1921, the most 
marked decline occurred in trade with 
the United States, indicating, apart 
from the continued fall in prices, the 
effect of the present U. S. Emergency 
Tariff upon certain Canadian exports to 
this country and the re-active effect 
upon United States’ exports to Canada. 
Canada’s exports to the United States 
in the twelve months fell to $295,398,- 
203 from $501,933,266 in the previous 
period, a decrease of nearly one half, 
while United States exports to Canada 
fell to $501,540,869 from $766,393,077, 
a decrease of one-third. 

Canadian exports of agricultural 
and vegetable products to the United 
States were reduced to $41,330,680 from 
$144,888,525; animal products to $48,- 
628,648 from $72,269,062; fibres and 
textiles to $2,275,460 from $5,379,180; 
wood and paper products to $154,712,- 
659 from $195,931,521; iron and prod- 
ucts to $4,849,981 from $14,474,613; 
non-ferrous metals to $16,264,869 from 
$25,080,979; non-metallic minerals to 
$12,569,827 from 19,309,067, chemical 
products to $5,659,538 from $11,019,811 
and miscellaneous products to $9,106,- 
542 from $13,580,508. 

United States’ exports to Canada 
show decline in every group of com- 


modities. Agricultural and vegetable 
products fell to $80,546,542 from 


$111,868,225; animal products to 
$35,473,418 from $36,349,063; fibres 
and textiles to $69,310,017 from $80,- 
500,921; wood and paper products to 
$30,884,219 from $48,127,784; iron and 
products to $100,484,166 from $194,- 
245,065; non-ferrous metals to $26,- 
244,251 from $39,282,445; non-metallic 
minerals to $105,635,030 from $187,- 
050,724; chemical products to $18,- 
563,454 from $22,907,615; miscellaneous 
products to $34,399,772 from $46,061,- 
235. 

In the period under review Great 
Britain replaced the United States as 
Canada’s best customer, Canada’s ex- 
port to Great Britain reached a total of 


" $301,838,559 as compared with exports to 


the value of $295,398,203 to the United 
States. In the previous twelve month 
period ending June 1921, Canada’s 
exports to Great Britain were $306,- 
775,630 and to the United States $501,- 
933,266, 

The declines noted have resulted in 
the reduction of Canada’s adverse bal- 
ance of trade with the United States 
from $264,459,811 in the twelve months 
ending June 1921, to $206,142,666 in the 
corresponding period ending June 1922, 
a favorable variation of $58,317,145. 


SOHN NALTUALISE 








UU 


London County Westminster 
and Parr’s Bank Limited 


ESTABLISHED IN 1836 


‘ Chairman: WALTER LEAP. 
Deputy-Chairman: SIR MONTAGU TURNER, 





R. HUGH TENNANT. 


NLA ULL 
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52 PROVINCIAL BRANCHES 


Winning the Case 


Senator Walsh of Massachusetts tells 
this story on himself. 

A man named Davis, while passing 
along the main street in Clinton, the 
senator’s former home, stepped into a 
hole in the sidewalk and broke his leg. 


‘He sued the city for $1,000 and en- 


gaged Walsh as counsel. 
They won the case, but the city ap- 
pealed to the Supreme Court. Here the 
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decision was upheld. After settling the 
claim, Walsh sent for his client and 
handed him one dolllar. 

“What's this?” asked the man. 

“That’s your damages, after taking 
out my fee, the cost of appeal and sev- 
eral other expenses.” 

The man looked at the dollar and then 
at Walsh. 

“What's the matter 


with this?” he 


asked. “Is it bad?”—KEverybody’s Mag- 
azine. 
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AN HR ru FOREIGN FINANCING IN 
NEW YORK AND LONDON 


WILLIAMS DEACON’S BANK B OTH in the United States and in the 


United Kingdom the volume of 

_ LIMITED financing done for other countries has 
Esranuisuep 1836 

shown a large, and on the whole, steady 

increase during the past year and a 

$5=£1 half. In fact in each market sales of 

Capital Subscribed ~ - ~ $ 40,625,000 foreign issues in the first half of this 

Capital Paid Up - - - - 9,375,000 year practically equal sales for the 

Reserve Fund - - ~ - 5,500,000 whole of 1921. The following table 

Deposits at 3lst Dec., 1921 - - 221,000,000 shows by half vears since the bezinning 


MEMBFRS OF THE LONDON BANKERS CLEARING HOUSE 


? Qu > ¢ * foprel issue > 
LONDON OFFICE 20, BIRCHIN LANE. E.C. of 1921 the totals of foreign issues sold 
MANCHESTER OFFICE - __- MOSLEY STREET in the two countries. Figures given rep- 
SHEFFIELD BOLTON OLDHAM ROCHDALE ah ais ial na ee 
And 158 other Offices chiefly in the manufacturing Districts of resent par Vale of securities offered. 
LANCASHIRE, YORKSHIRE, CHESHIRE, DERBYSHIRE hose for the United Kingdom are 


and STAFFORDSHIRE. ha 
totals of issues reported weekly by the 


The Bank is prepared to act as Agenis for American Banks on agreed Terms Keonomist. 


Period Sales in Sales in 


FOREIGN EXs:iAnuc Ai D AGENCY DEPARTMENT: YORK STREET, MANCHESTER mn. ¥. London 

= Ist half, 1921 .$291,654.000 $238,9010,000 

AGENTS FOR THE BRITISH OVERSEAS BANK, LTD, [J| 201 tats tos sosssoon “220 stoom 
: Ist half, 1922 . 678,552,000 481,191,000 

5 i MMMM ATP Total. . $949,011,000 
The extent of financing in the London 

market is noteworthy in view of the 

Established in 1833 fact that in the last 18 months England 


has exported $56,805,000 net gold and 
THE NATIONAL PROVINCIAL silver, and has had an import trade 
balanee in merchandise of $1,417,367,- 


AND ; 000, whereas the United States has in 
the same period received net imports 
- S of gold and silver amounting to $794, 
AND Limited 615,000, and has had a net export bal- 
j anee of merchandise valued at $2,376, 
HEAD OFFICE: 15, BISHOPSGATE, LONDON, E.C.2. 607,000. 


Principal City Offices: Comparison of the sources of foreign 

PRINCES STREET OFFICE (Union): 2, Princes Street, E.C.2. iia ta = eo : 

LOMBARD STREET OFFICE (Smiths): 1, Lombard Street, E.C.3. capital flotations in the two countries 

CORNHILL OFFICE (Prescott’s): 50, Cornhill, E.C.3. shows that, broadly speaking, the United 

on SDiope : sar 7 . . States as Pe. ~) age i inaneing 

rhe Bank has over 1000 OFFICES in ENGLAND and WALES ‘ a a wy — — a 
as . 7 seicvee aie > r Nor é ‘ f rica 

rhe Agency of COLONIAL and FOREIGN BANKS undertaken eee See Meee ee eee 

Europe, while the United Kingdom has 

COUTTS & CO. been occupied chiefly with Asia and 

Established 1692, is affiliated with this Bank . Australasia, and to a lesser extent with 

Europe and Africa. The direction of 


SAMSON MT 


AUXILIARY 


LLOYDS & NATIONAL PROVINCIAL FOREIGN BANK LTD. financing in the case of England is 


largely determined by the location of 

her colonies. In the New York market, 

Canada not only has led all other coun- 

tries with respect to volume of issues 
; sold here, but has led even such conti- 

“The Suedieh Donk rental divisions as South America and 

of Camaces” nental divisions as South 
Europe. 


Principal Offices: London, Paris, Brussels, Cologne, Zurich 


European Situation Discouraging 
The attention of foreign trade in- 
terests, has been centered lately, on the 
growing acuteness of Germany’s finan- 
cial problem, and the effect of this situa 
tion on exchange markets and foreign 
Svenska Hand e!sbanken securities. Value of the German mark 
STOCKHOLM has fallen to a new low record, and 
uncertainty over future reparation pay- 
ments has been reflected in a sharp Te 
action of French exchange, with 4 
downward trend also in most of the 
other Continental rates and uncertain 
fluctuations in Sterling. Russia col 
tinues a depressing factor, no results 


SELL YOUR SURPLUS EQUIPMENT being apparent as yet, from the Hague 
conference. A beginning has been tf 
USE THE WANT ADS ported in a plan to seale down the 


gicantie volume of Russian pape 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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money, in the ratio of one rub'e  re- 
maining of 10,000 issued. As one of 
many drastic measures necessary to 
bring the great Russian territory back 
to anything like normal trade relations, 
sueh a policy would be constructive, in 
some measure. The report, however, 
serves to emphasize the dangers that 
Germany has been courting, in a steady 
expansion of irredeemable paper cur- 
rency. Nothing in the European situa- 
tion at the moment, gives much en- 
couragement for American exports, in 
that direction, the indications pointing 
rather to a checking of such business 
outside of vitally. essential purchases 
from the season’s food and cotton crops. 
Import trade, on the other han, should 
be somewhat stimulated by the lower 
exchange rates. In other quarters of 
the world, the signs are principally in 
the direction of more stable conditions 
and inereased buying power, with a 
good chance in competitive fields for 
American exporters who actively seek 
business and can assure quick deliveries: 
One of the favorable indications is a 
steady export demand for copper, which 
has enabled the Copper Export Asso- 
ciation to call $9,000,000 of its notes 
for payment in advance next month. 
This will leave outstanding less than 
half of the original issue.—The First 
National Bank of Boston. 


A ROMANTIC BOOK ABOUT 
BANKING HISTORY 


(Continued from page 76) 

gives a reprint of a biography of 
wealthy citizens, published in about 
1822, and revised in 1845. One wonders, 
in reading the refreshingly frank com- 
ments on the “400” of that time, whether 
there were libel laws. Of one Stephen 
Allen, the biographer says: 

“A man without money, without 
family connections and without eduea- 
tion, has made his way to independence 
in fortune...... He is just but not 
generous, and in mind and manner rude 
and unpolished.” 

Of John Anthon, the biographer says: 

“They all received something from 
their father, but John, by the adoption 
of a more lucrative profession, and 
especially by his marriage with the 
daughter of a rich auctioneer, possesses 
much the largest fortune.” 

Perhaps it is comment like the above, 
so frequent in the compendium, that 
eave rise to the anecdote related in the 
hook : 

“An officer of -a large institution 

asked the Irish porter of an uptown 
hank how it came about that so-and-so 
had been chosen cashier of the uptown 
hank. 
_ “Well, sir,’ said Michael with final- 
ty, it don't make so much difference 
these days who a man’s father was. 
But it makes a hell of a lot of difference 
ho his father-in-law is.’ ” 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


LONDON JOINT CITY AND 
MIDLAND BANK LIMITED 


CHAIRMAN: 
The Right Hon. R. McKENNA 
JOINT MANAGING DIRECTORS: 
FREDERICK HYDE EDGAR W. WOOLLEY 
Subscribed Capital - £38,117,103 
Paid-up Capital - - 10,860,852 


Reserve Fund- - - 10,860,852 
Deposits (June 30th, 1922) - 368,230,831 


HEAD OFFICE: 5, THREADNEEDLE STREET, LONDON, E.C.2 
OVER 1,600 OFFICES IN ENGLAND AND WALES 
OVERSEAS BRANCH : 65 & 66, OLD BROAD STREET, LONDON, E.C.2 
“Atlantic Offices: ‘‘ Aquitania ’’ “‘ Berengaria’’ ‘‘ Mauretania” 


AFFILIATIONS: ~ 
BELFAST BANKING CO.LTD. THE CLYDESDALE BANK LTD. 


OVER 110 OFFICES IN IRELAND OVER 170 OFFICES IN SCOTLAND 


THE LONDON CITY & MIDLAND EXECUTOR & TRUSTEE CO. LTD. 





EUNNNCATAi 


BANK OF LIVERPOOL 
AND MARTINS LIMITED 


Head Office: 7, Water Street, Liverpool 7 
London Office: 68, Lombard Street, London, E.C.3 
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Capital Subscribed - - ‘$ 93,955,600 
Capital Paid Up - - - 11,744,450 
. Reserve Fund & Surplus Profits 7,735,595 
Deposits, etc., at 31st Dec., 1921 393,228,055 
322 BRANCHES AND SUB-BRANCHES 
All descriptions of Banking, Trustee and 
Foreign Exchange Business Transacted. 
The Bank is prepared to act as Agents for Foreign Banks on Usual Terms 
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The temptation to quote from the Ralph P. Anderson, recently ap- 
biographies and letters in the book is a pointed advertising manager of the 
great one. But the utmost that space Anglo-California Trust Company, San 
permits at this time is to heartily ree- Francisco, has been made manager of 


ommend the book to our readers. the bank’s business development de- 
SS partment. 
Trade of Canada Mr. Anderson was formerly advertis- 


Ottawa, Ontario—The summary of Pr gael of Stephens & Company, 

ie tele af Cass Ge Dee of 2. Francisco bond house, and pre- 
year shows that, as represented in viously was in charge of financial ad- 
dollars imports for consumption were —s ~~ * en “ 
valued at $61,668,729 as against $57,- vertising Ageney of » Oakland, Cali- 
643,658 in June, 1921, and $134,692,- fornia. At one time, he was manager 
344 iff June, 1920, according to the of advertising and new business, and 
latest available figures at the Depart- assistant to the president, of the Sac- 
ais alt Bost oad Ciciiaien ta, ramento-San Joaquin Bank chain of 
ports from the United Kingdom in California banks. 
June, 1922, were valued at $10,728,671, The Anglo-California Trust Com- 
as against $9,231,848 in June, 1921, and pany, known as “The Citv-Wide Bank” 
$24,119,019 in June, 1920. Imports because it operates six banks in San 
from the United States for June, 1922, Francisco, enjoys the distinetion of 
were valued at $39,901,675 against $42,- having had during the past vear, the 
137,669 in June, 1921, and $88,074,554 largest growth of any San Francisco 
in June, 1920.—Canada Week by Week. bank. 
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LLOYDS BANK LIMITED 


Head Office : 71, LOMBARD ST., LONDON, E.C. 3. 


(85 =41 


CAPITAL SUBSCRIBED- 359,323,900 
CAPITAL PAID UP - 71,864,780 
RESERVE FUND - 50,000,000 
DEPOSITS, &c. - 1,744,459,880 
ADVANCES, &c. - 654,235,650 


THIS BANK HAS 1,600 OFFICES IN ENGLAND AND WALES. 
Colonial and Foreign Department : 20, KING WILLIAM ST., LONDON, E.C. 4. 


The Agency of Foreign and Colonial Banks is undertaken. 


° Affiliated Banks: 
THE NATIONAL BANK OF SCOTLAND LTD. LONDON AND RIVER PLATE BANK, LTD. 
Auxiliary: 
LLOYDS AND NATIONAL PROVINCIAL FOREIGN BANK LIMITED. 


IMPORTS NEW 
__ EXPORTS ZEALAND 


NATIONAL BANK of 


NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E.C.2 
Chief Office in New Zealand:- WELLINGTON 


BRANCHES and AGENCIES THROUGHOUT NEW ZEALAND. 
CORRESPONDENTS IN ALL PARTS OF THE WORLD. 


Authorized Capital - £4,500,000 Reserve Fund - £1,040,000 
Subscribed Capital - £3,000,000 Uncalled Capital £2,000,000 
Paid-up Capital - - £1,000,000 


Directors. 
Hon. WILLIAM PEMBER REEVES, Chairman. 
CHARLES ELGAR, Esq. ROBERT LOGAN, Esq. 
HENRY F, FRESHWATER, Esq. Hon. ARTHUR M. MYERS, 
SIR AUSTIN E. HARRIS, K.B.E. LINDSAY ERIC SMITH, Esq. 
SIR JAMES H. B. COATES (Honorary Director). 


The Bank issues DRAFTS and LETTERS OF CREDIT, makes Telegraphic Transfers, 
opens Current Accounts, negociates and collects Bills of exchange. Receives Deposits of 
£50 and upwards for fixed periods at rates to be ascertained on application, and conducts 
every other description of banking business. Manager, ARTHUR WILLIS. 


Horace R. Sanborn, assistant vice- “War Against Fake Stock Salesmen” 
president of the Union Trust Company, A little card bearing the above title 
Cleveland, Ohio, has announced his has been prepared by the Illinois 
candidacy for Republican State repre- Chamber of Commerce and at the re- 
sentative for Cuyahoga County. This quest of that organization, one is being 
announcement came simultaneously with sent to each member bank. The Illinois 
the celebration of Mr. Sanborn’s fiftieth Chamber is endeavoring to rid the State 
anniversary of work in the banking of Illinois of fake stock salesmen and 
world. On this oceasion, Mr. Sanborn’s worthless promotion schemes. We 
fellow officers presented him with a urge you to co-operate by displaying 
watch as an anniversary gift. this ecard in your lobby. 


ARE PRICES GOING 
UP AGAIN? 


HE Financial World is condueting 
a canvass among the leading bank. 
ers of the country, for opinions on the 
inflation problem. The majority of 
opinion thus far, reveals possibility of 
only a mild, secondary inflation. Mr. 
James F. Sullivan, President of the 
Market Street National Bank, of Phil- 
adelphia, however, believes that  infla- 
tion is already general and widespread, 
Real estate and rents are higher than 
ever before, he says, while cotton, wool, 
coal, coke, iron, steel, food supplies, 
and most other commodities, have rap- 
idly advanced in price and appear to 
be going still higher. He says: 
“Securities of nearly all kinds are 
higher than they have been for many 
vears. : 
“Throughout the land, the cost of 
living is on the increase. Labor is rest- 
less and discontented. Higher wages 
bring about inflation and lower wages 
lock-outs and strikes. The taxes of the 
National Government continue to be 


-burdensome and city and _ state taxes 


are mounting higher and higher. * * ** 
“Inflation is brought about by the 
super-abundant energy and ambition of 
the business men of America. They 
are discontented and intensely eager to 
acquire great wealth. In order to do so 
they are willing, some at least, to take 
all sorts of chanees and put. their 
money in extra hazardous enterprises.” 
Mr. William O. Scroggs, in the “Bus- 
iness To-Day” column of the Evening 
Post, however, takes an opposite view. 
“Prices may continue to advanee 
somewhat further, but no one expects 
to see a restoration of the high levels 
ef 1920. Just at present there are sev- 
eral conditions tending to give added 
firmness to the prices of most basie 
commodities, but there seems to be little 
reason to fear a return of real inflation. 
Lower price levels and the slackenel 
pace of industry during the past two 
years have caused a large amount o 
idie funds to accumulate in_ bank 
throughout the country. The war and 
its aftermath had caused an expansi0i 
of eredit and currency that was in és 
cess of the country’s normal requit 
nents. In other words, banking facil 
ities, as well as physical plants had, 
in some eases, been overbuilt. The tr 
action of 1920 left some capital tempe 
rarily unemployed, and it began to l 
diverted into investment channels. The 
situation thus appears on the surfae 
to invite inflation, but the steady de 
cline in note cireulation of the Feder 
Reserve system and in its rediscoutts 
for member banks points to a real: 
justment of banking facilities to the 
needs of the country and affords groun 
for the belief that temporarily redul- 
dant credit will not be able to sustall 
any prolonged advance in prices.” 
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_ Will they do business? 
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MAKING YOUR COPY 


FIT YOUR BANK 


Every advertisement should be so written that its 
message applies to the advertising institution only. 


and not to all institutions offering dike 


ervice » 


By H. C. BURKE, Jr. 


Director of Public Relations, Continental National Bank, Fort Worth, Texas 


ID vou ever eall on a business man 

and introduce vourself as being an 
officer of the So-and-So National Bank, 
and observe an expression on his face 
that evidenced a lack of familiarity 
with the name of your institution? 
You were disappointed that he didn't 
respond with some such reference as 
“Oh! ves, the So-and-So National; | 
am mighty glad to meet you.” 


Did you ever stop someone, a stranger 
to vou, on the street a number of blocks 
from your bank and inguire of him the 
location of vour institution—and observe 
how puzzled he looked as he turned 
around slowly in his tracks and_at- 
tempted to point out the direction of 
your banking office? 


If your bank is one of six, eight, ten 
or more institutions in the same city, 
did you ever approach a number of 
people and ask them to name the various 
hanks in the community? Most every- 
one will mention two, three or four 
banks quickly without apparent thought ; 
then he will hesitate as he slowly re- 
ealls the remaining names. Did you 
ever try this on a bank officer or em- 
ployee in vour city, and note how even 
he hesitates before all the banks are 
named ? 





The modern banker faces a similar 
problem to that of the merehandiser or 
manufacturer. Present day competi- 
tion has so far developed that the 
public can buy one of several brands 
of » similar article or bank at one of 
several banks with practically equal 
satisfaction. (However, each of us 
feels that no bank can serve the public 
as satisfactorily as our own.) Now, 
what brand of those several articles 
will the public buy, and at what bank 
What will in- 
fluence their decision? Fundamentally, 
a ‘myer purchases that brand the name 
of which is most familiar to him and 
the merits of which are best known to 
lim. Likewise is the prospective bank 
depositor largely influenced by his 
familiarity with the name of a bank and 
with the merits of that bank. It re- 
quires no argument to establish the fact 
that public familiarity with a name and 
with the merits of a product or an in- 
stitutional service can best be created 
by advertising. It is not my purpose 
to advoeate that a bank should advertise 








or that a tooth 
should advertise. 


paste manufacturer 
This is a self-evident 
fact. However, it is my purpose to 
diseuss here bank advertising from the 
angle of INSTITUTIONAL COPY.. 


Rather than attempt to define insti- 
tutional advertising, I will 
what clearly is not institutional advertis- 
ing. Any bank advertisement so written 
that the name of some other bank could 
be substituted for that of the advertis- 
ing bank without destroying the sense 
or application of the message is not 
an institutional advertisement. Most 
bank advertisements are of this type. 
A message signed by the First National 
Bank of Boonsville, Texas, lacks im- 
pressive, forceful institutional quality 
if it would make practically as good a 
message for the First State Bank of 
Niles, Michigan. 


Fundamentally, our advertising policy 
is to tie up the name of our institution, 
its loeation and its policies with the 
general words “banks” and “banking.” 
The fdeal toward which we aim is to 
have everyone in Fort Worth think of 
of the Continental Bank whenever any 
thought is consciously or sub-consciously 
directed to banks or banking; and we 
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illustrate” 


-application to this bank only. 


HROUGH ouR 50 OrFices in leading 

cities we are actively interested in 
local investment conditions in the various 
parts of the country. 


CHICAGO BOSTON PHILADELPHIA 
SAN FRANCISCO NEW ORLEANS 
MONTREAL LONDON TOKIO 





SY 







want this connection to be a spontan- 
eous action of thought. I carefully 
chose the word “ideal” in referring to 
eur standard of advertising because I 





know it ean not be completely attained. 
It is a psychological truism that a new 
fact or 








name can be remembered by 
tieing it up with 
known to a person. 





something already 
This is the basis of 
many so termed memory systems. We 
eniploy this psychological hypothesis in 
the advertising of our bank. 


























Individuality and remembrance value 
is given to our name, CONTINENTAL, 
by use of the North American Continent 
as our trade mark or signature cut. 
Our name is thus visualized to the 
public by its tie-up with the map out- 
line already so familiar to everyone; 
and this tie-up is natural and in no 
way forced because of the perfect affi- 
liation of the name, Continental, with 
a map of the one continent best known 
to Americans. 

We secure a further tie-up by linking 
our naine with the part played in early 
American history by the Continentals, 
hoth- the Continental Armies and the 
Continental Congress. Memory value 
predominates in this copy. Individuality _ 
and originality combine with specific 































Institutional advertising has been 
successfully employed by banks in 
various ways—featuring the part taken 
in early history of our nation by officers 
and directors: linking the progress and 
development of a community or state 
with a bank that has closely been identi- 
fied with such progress; 











directing at- 
tention to the significance of its name 
and creating memory value for it; 
identifving the historical prominence of 
its site; and similar tie-ups. 
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APPRAISAL AS A_ BASIS 
FOR BOND ISSUES 


The actual value of fixed assets and their adequacy 


for business 


purposes in 


years to come makes 


a hazard which bond buyers too often overlook 


By R. I. 


UTTER 


Contracting Engineer, the Llovd-Thomas Company 


LiERE are existent certain members 
of the banking fraternity 
disclaim the necessity for an appraisal 


who 


hy disinterested parties, of the fixed 
assets of a corporation applying for 
These 
gentlemen affirm that this disclaimer is 
founded upon the assumption that con- 
trolling book accounts and reeords of 
which have been properly 
audited and certified are in themselves, 
adequate to establish a true foundation 


2 loan or on issuing bonds. 


earnings 


for loans. 


Where manufacturing are 
considered for a bond issue, the nature 


concerns 


of the business is so complex that the 
services of an expert are always used in 
auditing and checking books. This 
auditor checks the bank balance shown 
in the books against the actual 
bank deposits and withdrawals but has 
no means of checking the physical asset 
account as he is not equipped to in- 
vestigate as to whether all of the items 
shown on the books in the fixed asset 
are in existence or whether 
condition is sueh that in six 
months or a year they will be of no 
value for manufacturing purpose due 
to physical wear and tear, obsolescence 
The fixed assets or 
physical plant will run many times the 
amount in the hank. Is there 
any possible reason why the bond-buy- 
ing public should not be protected by 
having the items checked not 
only as to their existence but as to their 
conditions so as to insure the possibility 
of future earnings as good as those set 
forth for prior vears in the financial 
statement. 


account 
their 


or inadequacy. 


of eash 


larger 


It is pointed out hereinafter thiat 
some of the most important hazards to 


which the bond-buying publie is ex- 


posed, are waived aside as non-import- 
ant, When as a matter of fact appraisal 
ot fixed waved, appear to be 
absolutely vital and the only means by 
which a true analysis of a large portion 
of  aetual and future earning 
power of the applicant for a bond issue 
inay be established. 

It is not recommended 
that the appraisal values of the prop- 
erty be inserted in lieu of the amount 
shown on the books of the corporation 
standing against such physieal assets 
as are appraised, as this would often- 
times lead to difficulties in a declining 
market which would affect fixed assets 
but it is recommended that the appraise- 
ment be made in case of a bond issue 
und used in the marginal notes of bond 
literature. The reasons for this are 
clearly set forth in the following ex- 
amples: 


assets 


assets 


necessarily 


One industrial wanting a bond issue 
of $3,000,000 had their physical assets 
on their books at $5,370,000. An ap- 
praisal shows this coneern’s fixed assets 
to be worth $5,530,000. 

Another industrial wanting the same 
bond issue carry their physical assets 
at $4,750,000 while an appraisal shows 
them to be worth $6,240,000. 

Analyzing the two statements the 
appraisal has clearly demonstrated in 
the first case that in a declining market, 
the value of bonds would be materially 
affeeted while in the second case the 
shrinkage would be well taken care of. 

The reverse would be true if only fire 
insurance were considered, assuming 
that both companies take advantage of 
reduced insurance rates obtained by co- 
insurance and that they both insure on 
book values without appraisal. 

For example: 

(Continued on page 95) 


“Invest at Home” 
We need not about 


widow who is taken in by a 


the rich 
spiritual- 
istic confederate of a ring of crooks, 
or the retired manufacturer who drops 
450,000 or so in a stock swindle. 


worry 


What we should worry about is the 
small wage-earner who is concerned 
with the future of his family and de- 
termined that his children will not 
have to put up with hardships he has 
had to suffer. He skimps and _ saves. 
He his mind to invest his 
oney so as to have an income that 
will make it unneessary for him to be 
dependent upon any one in his old days. 
He gets a nice little nest-egg together. 
It is not merely a little hoard of dollars. 
It represents the sweat of toil, frequently 


makes up 


the suffering that comes from depriving 
one’s self of all but the bare necessities 
of lite. Then the 
moter- and the nest-egg is gone. 
The the 
grocer, baker, the 
candlestick maker, all these inter 
ested in the campaign to wipe out 
fraudulent stocks and punish those who 
would sell them. Much of the money 
that is whisked away would have found 
its way eventually into the’ tills of the 
neighborhood shopkeepers. 


comes smooth pro- 


small 
the 


merchant, 
butcher, the 


corner 


are 


Properly invested in home enter 


prises, such as the securities of the 
electric, gas or telephone company, it 
would yield dividends or interest that 
still further would swell the local res 


credit. It would not only 
do this but would assist in further de 
velopment of the home town and 
through inereasing the earning possi- 
bilities of the family, would make life 
more pleasant. 


ervoirs of 


Only through concerted effort against 
get-rich-quick swindlers can they be 
driven out of business and the small in- 
vestor educated to invest his savings 
in safe and proper investments.—Fr 
change. 


Howard Gardener, who recently re 
signed from the Texas National Bank, 
Beaumont, Texas, to take a_ position 
with a business concern, will return lt 
the bank as aetive vice-president, a 
the same time retaining his new colt 
mereial position. 
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For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 


needs of banks in general. In the bond 
department a trading department has been 
established which is designed to find markets 


Investment Service for the Banker 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 


aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 











Eugere M. Stevens 
Vice-President 


Industrial Maturities Light 


Industrial bonds and notes maturing 
in the last six months of 1922 are com- 
paratively light, $107,872,000, against 
$136,650,280 in the corresponding period 
of 1921 and $114,124,580 in 1920. Most 
of the issues are for small amounts and 
represent short term loans floated at 
high interest rates in last three years 
of tight money. 

A large part of these maturities will 
be paid off without new financing and 
those that will be refunded require little 
new money. Lessening of industrial 
financing for the balance of this year 
will be another contributing factor to 
cheap money. 

Largest and most important maturity 
is Sears, Roebuck & Co., $16,500,000, 
7 per cent notes due October 15. This is 
part of $50,000,000 issne floated in 
Oetober, 1920, of which there is now 
outstanding $33,297,200. After the 
October payment there will still be 
about $17,000,000 outstanding, due in 
Oetober, 1923. R. J. Reynolds Tobacco 
Co., $15,000,000, 6 per cent notes due 
August 1, it is understood, will be paid 
off without refunding. 

The next largest item is Gulf Oil 
Corp., $6,000,000 serial 6 per cent notes 
Which will be paid July 1. This is part 
of $18,000,000 note issue floated July 1, 
1919, of which $6,000,000 was retired 
July 1, 1921. After the July 1, 1922, 


Payment, there will be $6,000,000 out- 
standing, 


| 
| 
| 
ments have taught it the investment service 


for those who wish to sell, as well as buy. 





Bond Department 


ILLINOIS TRUST _ 
€ SAVINGS BANK 


La Salle a Jackson:-:Chicago 


Roger K. Ballard 


Manager Boal Depart ment 


Investing In Bonds 


This is a season for careful invest- 
ments gwhen unusual discrimination 
should be exercised, because of the large 
volume of different securities that are 
being offered. The bond market is still 
broad enough to indicate that the Amer- 
ican people are strong believers in the 
-ustained betterment of business condi- 
tions. Furthermore, the world-wide de- 
cline in discount rates has ereated a 
situation where the price of high-grade 
securities is likely to advance. The 
noteworthy strength of our great basic 
industries, together with the splendid 
showing of the Federal Reserve System, 
ix evidence that fundamental conditions 
ace sound and that the nation is headed 
for better things. —The First National 
tank of Philadelphia. 


Ownership of Light Companies 

Statistics compiled by National Elec- 
tric Light Association Show that in 
1921 there were 5,854 operating electric 
light companies in the United States, of 
which 3,662 are privately and 1,982 
municipally owned. Privately owned 
companies serve 14,467 communities, 
have 1,600,000 stockholders and over 
250,000 employes. Actual investment 
was $4,600,000,000 and aggregate gross 
income $933,950,000. These companies 
served approximately 8,467,000 eus- 
tomers and produced over 98 per cent 
of all the electricity generated in 1921. 


| 

| 

our purchases of bonds for our clients, we 
service valuable to our banking clients. | 
| 

| 










M. H. Bent 
As3't Manager Bond Department 


The oldest house in America 
dealing exclusively in 
Government Bonds 


We Buy or Sell 


any amount of 


NITED STATE 
GOVERNMENT 
BONDS 


No Commission Charged 


C.F. CHILDS & Co. 


208 So. La Salle St. 
Chicago New ‘York 


ST.LOUIS DETROIT CLEVELAND 
PITTSBURGH BOSTON 


120 Broadway 


The oldest house in America 
dealing exclusively in 
Government Bonds 





The Trust Company of Georgia, 
Atlanta, Georgia, which for thirty years 
has conducted only a_ trust 
savings and bond department, has 
opened a commercial banking depart- 
ment. The company is one of Atlanta’s 
largest institutions and has played a 
part in building up the city’s industries. 


business, 
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BROWN BROTHERS & CO. 


Established 1818 


4th & Chestnut Sts. 
Philadelphia 


59 Wall St., 


60 State St. 
Boston 


NEW YORK 


A Century of Service 


NOR over one hundred years we have been 
identified with the financing of important 


American railroads, 


industrial and public 


utility corporations, and with the issue of domestic 
and foreign government, state and municipal obliga- 


tions. 


In this period also we have aided individuals, 


institutions and estates in the selection of their in- 


vestments. 


Our long experience both in originating 


and distributing securities is at the service of the 


public. 


BROWN, SHIPLEY & COMPANY 


Established 1810 


Founders Court, Lothbury 
LONDON, E. C. 


Low Cost of Borrowing 

The country’s banking 
developed into one of uniform ease. 
Rates for money are the lowest in a 
number of years because of an abun- 
danee of funds which, due to the con- 
tributions of tremendous gold reserves 
and the recent commercial and indus- 
trial inactivity, have not vet found 
ready employment in ordinary business 
transactions. Easing credit conditions 
and a low cost of borrowing are favor- 
able to business expansion, but in spite 
of a competitive bidding down of 
money rates—for with funds freely 
available in practically every part of 
the country it has come to that—there 
has been no notable enlargement of com- 
mercial and industrial loans. In order, 
therefore, to gain a profit on available 


position has 


Office for Travelers 


123 Pall Mall, LONDON, S. W. 


balances, there is a tendency to employ 
surplus funds in non-liquid securities, 
the interest vield of which is better 
than the vield of acceptances, open 
market call loans, or even time loans. 
Strength of government and gilt-edged 
corporation issues has been one of the 
outstanding features of the financial 
markets lately; before the close of last 
month the fourth 444 per cent Liberty 
Bonds sold at the highest price that 
has been quoted for them—10134- 
Two years ago these bonds were quoted 
as low as 82. 


The First National Bank of Hights- 


town, New Jersey, recently held a re- 
ception in its new building on the Main 
street of the town. The bank 
founded half a century ago. 


was 


1922 


HOW BANK ACCEPTANCES 
ARE MISUSED 


SUMMARY of 
ion abuses of acceptances found 
in the reeent examination of national 
banks, is contained in the report of a 
committee of examiners to the comptrol- 
ler of the currency, published under the 
title: “Acceptance Practices.” 
of the abuses listed are: 
newals; where the banks have financed 
the carrying of for a consider- 
able period of time for the maintenance 
of prices real economic value; 
and where little regard has been paid 
in the case of renewals to the depre. 
ciated value of the collateral agains 
which the acceptances were made. 
Instances cited where domestic 
acceptances have been given with practi- 
cally no attention paid to the question 
of the accepting bank being secured 
during the life of the aecceptance. For 
instance, one bank accepted drafts 
drawn against crude and refined oil in 
storage on their customer’s property or 
in his pipe lines. 


the most  com- 


Some 
excessive re- 


eoods 


above 


are 


The use of domestic acceptances for 
the purpose of seeuring continued 
finance is mentioned. One bank ae 
cepted time bills drawn upon them se- 
cured by warehouse receipts covering 
cotton in warehouses. These receipts 
were deposited by the bank with a cor- 
respondent in the town where the ware- 
house was located, with instructions to 
permit substitutions, allowing the cus 
tomer to receive the documents against 
trust receipt. This resulted in the col- 
lateral being. continually changed % 
that the accommodation was really in the 
nature of a permanent loan. 

In another case acceptances were 
made for the account of a cotton factor, 
who at the time of the acceptance 
pledged and deposited warehouse re 
ceipts and signed contracts of sale with 
a bank. The amount of the acceptances 
ineluded his profit on the transaction, 
and no definite time for the taking up 
of the cotton by the purchaser was 
agreed upon. As the acceptances were 
renewed on a falling market for cotton 
no effort was made to have the amoutl 
of the acceptances conform to the real 
value of the cotton. 

In one instance a bank was accepting 
against a domestic shipment when the 
goods were being transported across the 
city by truck; a trip requiring about 
thirty minutes. 

A flagrant misuse of acceptances may 
be mentioned where a firm desired 
purchase some furs from another ¢h 
cern and wrote a letter to a bank stat 
ing that it was holding the furs at thetr 
disposal and induced the bank to # 
cept their time draft on them. With 
the money secured from the discount ° 
the bank’s acceptance the furs were at 
ually secured and gradually sold during 
the life of the acceptance. 
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There have been instances of some 


misconceptions arising in connection 


with the interpretation of the Federal | 


Reserve Board’s definition of a readily 
marketable staple. One bank stretched 
this definition to include bristles and 
brushes. 


Another construed watch parts and 


dolls heads as staples. 
In a general way the abuses which 


have come up in connection with credits | 


governing domestie acceptances apply to 
the granting of acceptance facilities 


against export and import transactions. | 


The report reads regarding foreign tran- 


sactions : 


“Some member banks have not taken | 
definite steps in connection with grant- | 


ing acceptance facilities against export 
transactions to assure themselves that 
there were actual and definite shipments 
involved. They have thought that it 


was sufficient to have a general under- | 
standing that the proceeds of an accept- | 


ance would be used for the financing 
of shipments of merchandise between 
any particular countries. Also that it 


was quite in order to grant acceptance 
credits with continued renewals to | 
finance continuous shipments of raw | 
materials imported into the United | 
States. This financing should more | 


properly have been taken care of as a 
direct borrowing proposition rather 
than by means of continuously renewed 
acceptances.” 

The material issued by the Federai 
Reserve Board and the American Ac- 
ceptance Couneil on the correct method 
cf financing domestic and foreign bus- 
iness hy mens of aeceptanees is cited 


for reference on the subject to these | 


bankers who labour under misappre- 
hensions. 


The committee also recommends, as a 


most practical method of rectifying the | 
situation, that more attention should be 


paid by examiners to a bank’s aeceptance 
activities. 


Utility Stocks Attractive 

Public utility companies according 
to recent government reports show a 
substantial increase in electrical output. 
This has been accomplished in spite of 
the coal strike and at the present writ- 
ing opinions as to future coal supply 
seem to be optimistic. With the gen- 


earl business improvement, more home | 


installations of labor saving electrical 
devices are taking place. Another 


bullish factor in the publie utility field | 
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ee  - 








is the move for customer ownership of | 


utility stock now in effect in many of 
the large cities. This plan removes the 
Possibility of polities entering into it 
a would undoubtedly happen in the 
vent of the adoption of other plans 


that have been contemplated. 


Preliminary sketehes are being made | 


for alterations and additions to the 
Citizens National Bank, Springville, 
New York. 
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Public Utility Bonds =| - 


Send for list of offerings 


“Safe bonds paying 
6% -7%% 





INCORPORATED 


4stablished 1909 
NEW YORK CHICAGO 


(14 S. La Salle St. Franklin 0220) 
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Are Y our Coal Mines 


making money today? 





















Peabody-managed mines 
are. Let us show you why. 
Our service includes man- 
aging, operating, selling. 
Experience 39 years. 


PEABODY 


COAL COMPANY 


Founded 1883 
332 South Michigan Ave. - CHICAGO 



































Operating 44 Bituminous Mines in 11 Fields with Annual Capacity of 23,000,900 Tons 
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Financing 
Essential Industries 


HE permanent financing 

of well established indus- 
trial corporations manutactur- 
ing essential products, by 
means of bond issues, con- 
stitutes one of the principal 
activities of our organization. 


We will be glad to outline 
our services to manufacturers 
and bankers. 


Interviews for the discussion 
of details and terms may be 
arranged by communicating 
with either our Chicago or 
Milwaukee offices. 


Hyney, Emerson & Co. 
39 South La Salle Street » Chicago 


First National Bank Building 
Milwaukee, Wis. 


120 Burdick Arcade, Kalamazoo, Mich. 


ESTABLISHED 1916 


JACOB BACKER 


FINANCIAL BROKER 


EXCHANGE BANK BUILDING ST. PAUL, MINN. 


While There’s Life Unhealthy Not To 
A Pole, still living at the age of 132, Tourist (in mining town)—Is this a 
says an English paper, claims to be the good healthy place to settle in? 
only survivor of Napoleon’s armies. Hotel Keeper—lIt is, stranger. Fact 
Rumor has it he is sticking around. is, ve ean’t get away from here alive 
waiting for his bonus.—Life. onless ye do settle—Boston Transcript. 


Railroad vs. Utility Securities 
One of the most interesting reports 
presented at the recent convention of 
the National Eleetrie Light Association 
of Atlantic City was one giving 4 
graphic comparison between _ public 
utility securities and railroad securities 
as investments. The report was made 
by a joint committee representing the 
Association and the Savings Banks of the 
United States. The comparison was made 
from a list of 59 railroads from which 
15 specified securities legally authorized 
in New York State were selected and 
from a list of 24 utilities, nine of whieh 
operate in New York state under the 
regulation of the public service con- 
mission, and the others operate in the 
states also having regulatory commis. 
sions. The Committee report says: 
“As examination of these two lists 
shows that the railroad seeurities issued 
amount to about $1,001,700,000 and 
those of the utilities to $714,600,000, 
The average rate paid by the railroads 
is 4.23 per cent. The average rate paid 
by the utilities is 5.50 per cent. The 
railroads earn the interest on their se- 
curities 2.4 times. The utilities eain the 
interest on their seeurities 4.7 times. 
“The average quoted price of. rail 
road securities is 75.89 per cent of par 
expressed in dollars. The quoted price 
ot the utilities securities 1s 92.25 pe 
cent. The average vield of the rail- 
road securities at these prices is 5.8) 
per cent; that of the utilities is 5.8 
per cent. This comparison shows that 
the average interest rate paid by util 
ities have earned their interest 2.3 tine 
more than the railroads. The quoted 
price of the utilities’ securities is 16.36 
points higher than that of the railroads 
and the average yield a trifle higher.” 
~—Investment Bulletin Henry L. Doherty 
& Company. 


Comptroller Bars Promotion Fees 

The Comptroller of the Curreney wil 
refuse to approve any application fo 
the organization of a national bank that 
contemplates or provides for any pro 
motion fees, and the Comptroller wil 
not approve or permit the opening 0 
starting of any bank in the District 0 
Columbia, organized under the laws 0! 
any State of the United States, that sets 
apart or applies any part of the mone} 
collected from subscribers for the pat 
ment of promoter’s fees, for the sale 
of stock, or for service in starting ane 
opening any such bank, whether the 
same is provided for by contract with 
proposed bank, or by contract with the 
subseribers to the stock of the propose 
bank. ; 

The organization division is ordered 
and directed to see that the foregoilg 
regulation is rigidly enforced. 

General contract has been let by the 
Liberty National Bank, Waco, Texas 
for a nine story bank and office building 
to be built at a cost of $250,000. 
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APPRAISAL AS A BASIS 
FOR BOND ISSUES 


(Continued from page 90) 
Concern number one with book value 
of $5,370,000 and using the 80 per cent 


eo-insurance clause would earry $4,- 
296,000 insurance. 
Concern number two insuring on 


their book values and using the 80 per 
cent clause would earry coverage to the 
amount of only $3,300,000. 

Assuming both companies to have a 
$1,000,000 fire. Coneern 
would collect 4,296.00 

8 x 5,530,000 
or $971,066.76. 


nuniber one 
of $1,000,000 


While concern number two would re- 
ceive 3,300,000 of $1,000,000 or 
8 x 6,240,000 


or $661,057.69. 

Under these conditions the bond 
holder is hooked either way unless an 
appraisal is made. Under these 
ditions the sustained losses are re- 
flected back to the bond holder who is 
holding the bag. Another one of the 
great benefits derived from an appraisal 
by a disinterested party is the fact that 
it places the banker in a_ position to 
determine whether the manufacturer 
properly maintains his plant both in 
regard to the repair of machinery and 
the replacement of machines 
with those of more eeonomie design, 
thus keeping down the cost of produe- 
tion and increasing output. This knowl- 
edge can be gleaned by analyzing the 
amount set up for depreciations which 
are given for each individual machine 
and which are not based on theory but 
on facts. 

The banker often criticises an ap- 
praisal on account of it showing con- 
siderably more value than the amount 
carried on the books. This is easily ex- 
plained, in that depreciation for book 
keeping is figured on what is known as 
a straight-line basis which 
theoretical. For example: 

We will assume for convenience a rate 
of 10 per cent a year for depreciation. 
This would mean that all machinery 
value would be wiped off of the books 
in ten years and there are very few 
machines which do not have a longer 
life if maintained in operating condi- 


con- 


obsolete 


is purely 


ton, consequently the true value es- 


tablished by appraisement would be 
higher than that determined by this 
theoretical method of depreciation. 

Further.it is common knowledge that 
the average machine which is not in 70 
per cent condition or better cannot be 
operated at a profit. Now referring 
back to the 10 per cent depreciation 
used for bookkeeping purposes, this 
Would mean that after the third year 
the machinery would be non-productive 
from a profit-making standpoint. 

It is not the contention of the writer 
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An Efficient 


Service for Banks 


Long Established 


During a period of more than forty years this 
House has provided efficient service for banks. 


Private Wire System 


Our offices are all in direct charge of partners 
or cur own managers. 
of our facilities is fully maintained by our pri- 


vate wire system. 


Foreign Connections 
Our foreign department is in direct, constant 
communication with our correspondents in 
London, Paris, Amsterdam, Antwerp, Brussels, 
Buenos Ayres and other foreign markets. 


Investment Service 


We carry a line of investmer:t securities, care- 
fully selected to meet the requirements of indi- 
vidual and institutional buyers, which includes 
foreign and U. S. Government, municipal, rail- 
road, public utility and industrial issues. 
list will be sent on request. 


Statistical Department 


Our Statistical Department furnishes a Manual 
for Investors, a Weekly Financial Letter, special 
descriptions of individual securities and other 
We shall be glad to put your 
name on our mailing list. 


data of value. 


Established 1880 


Paine, Webber & Co. 


Bond Department 
Chicago Office, The Rookery Building 


NEW YORK. 


_ BOSTON 


that this bookkeeping method of figur- 
ing depreciation should be changed, for 
we realize that a constant amount of 
money must be reserved so that when a 
machine does become useless the entire 
loss does not have to be taken over a 
short period, but is charged off annually 
and the loss billed in with the eost figure 
of produetion, generally additive as an 
increment in overhead burden. 





A. B. A. Delegates to Brazil 
W. Irving Bullard, vice-president of 
the Merehants National Bank, Boston, 
Massachusetts, and Rudolph 8. Hecht. 
president of the Hibernia Bank an 
Trust Company, New Orleans, Louisiana, 


have been appointed as delegates of 


the American Bankers 
visit the Brazilian 
tennial Exposition. 


Association to 
International Cen- 
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Postage Stamps to be Changed 

Postage stamps ranging in denomina 
tions from 1 cent to $5 are to undergo 
radical changes as to design and color, 
with a view to preventing losses by the 
post office department due to lack of 
distinctive features. All stamps ranging 
in denomination from 1 to 7 cents now 
hear the portrait of Goeorge Washing- 
ton, while an etehing of Benjamin 
Franklin appears on those from 8 cents 
to $5. 

The department contemplates retain- 
ing the Washington and Franklin por- 
traits upon certain stamps, but, it was 
said, will substitute portraits of lead- 
ing figures in American history on the 
others. 

The department was of the opinion, 
it was explained, that different designs 
and colors would enable postal employes 
to detect more readily short-paid matter. 
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When Buying Bonds 
for Your Bank— 


it is a source of 
satisfaction and a 
measure of pro- 
tection to know 
that the bond 
house you deal 
with has made a 4 
thorough and reli- 
able investigation 
before identifying itself will the 
issues which it offers. 


Because of the 

breadth of its facil- 

ities andexperience, 

Halsey, Stuart @ 

Co.’s endorsement 

ofa bond issue has 

& an accepted value 

‘which simplifies 

the responsibility 

of bank officers who select bonds 
for investment of bank funds. 


The following issues are representative of our offerings: 


SHORT TERM 
NAME OF ISSUE 


American Light & Traction Co. 
5-Year 6°) Gold Notes 


Armour & Company 


7° 10-Year Convertible Gold 


MATURITY 


7/15/1930 
Associated Simmons Hardware Co’s 
5-Year 7°% Secured Gold Notes. . 
Cohoes Power & Light Corporation 
First Mortgage 6°; Gold Bonds... 1/1/1929 
Government of the Argentine Nation 
7°~ Gold Bonds 


Government of Switzerland 
§'2°~ Gold Bonds 
Kansas City Terminal Railway Co. 
5-Year 6°% Secured Gold Notes. . 11/15/1923 
Laclede Gas Light Co. (St. Louis, Mo.) 
First Mtge. Coll. @ Ref. 10-Year 
7°. Gold Bonds, Series **A”’ 
Morris & Company 


710% 10-Year Sinking Fund Gold 


511925 


9/1/1930 
Southwestern Bell Save Co. 
5-Year 7‘~ Convertible Gold 


Vermont Hydro-Electric ate 
First Mortgage 6¢ Gold Bonds, 
Series “A” 1011929 

West-Penn Company 


3-Year 6°; Gold Debentures. .... 6 15/1925 


LONG TERM 
NAME OF ISSUE 


Central Indiana Power Company 
First Mortgage Coll. & Ref. 6% 
Gold Bonus, Series “*“A”’ 

Commonwealth Edison Company 
First Mortgage 5‘; Gold Bonds. . 

Cudahy Packing Company 
First Mortgage 5° Gold Bonds... 

Denver Gas & Flectric Light Co. 
First @ Refunding Mtge. Sinking 
Fund 5“ Gold Bouds 

Detroit City Gas Company 
First Mortgage 6° Gold Bonds, 
Series “A” 

Empire Gas & Fuel Company 
First @ Ref. Conv. 15-year 744% 
Gold Bonds, Series *‘A”’ 

Kansas City Power & Light Co. 
First @ Ref. Mtge. 25-Year 714% 
Gold Bonds, Series ““C” 

Metropolitan Edison Company 
First and Ref. Moreage 6% 
Bonds, Series * 

Northern ee Gas & Electric Co. 
oe Lien and ee Mortgage 

¢ Gold Bonds . 

Pecitc Gas & Electric Company 
Conmal and Refunding Mortgage 

¢ Gold Bonds 

Public Service Co. of Northern - 
First Lien and Ref. M Mortgage 51s‘ 
Gold Bonds, Series ** 


MATURITY 


6/1/1943 
- 12/1/1946 


Current quotations and circulars completely descriptive 
of any of the above will be supplied upon request 


HALSEY, STUART & CO. 


INCORPORATED 


CHICAGO 
209 S. La Salle Street 
DETROIT 
Ford Building 


NEW YORK 
14 Wall Street 


MILWAUKEE 
1st Wis. Nat’l Bk. Bldg. 


LOS ANGELES BANK 
CHANGES NAME 


AP PLICATION has been made _ to 
the Superior Court here by the 
Angeles Trust & Savings Bank for 
a change of name to the Pacifie South- 
west Trust & Savings Bank. The peti- 
tion pointed out that the greatly in- 
ereased business of the bank makes 
desirable a nameless local in its scope. 

This action follows the merzer eifec- 
July 1 of twenty-two banks and 
branches with the Angeles Trust 
& Savings Bank, located in the territory 
south of Fresno. At the same time the 
First National Bank of Hollywood be- 
came the Hollywood ageney of The 


Los 


tive 


Los 
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BOSTON 
10 Post Office Sq. 
ST. LOUIS 
Security Building 


PHILADELPHIA 
Land Title Building 


MINNEAPOLIS 
Metropolitan Bk. Bldg. 


First National Bank of Los Angeles. 
The two Los Ange'es. institutions, with 
the First Securities Company, are under 
one ownership and management. Their 
total resources are approximately $200,- 
600,000. 

There are. now twenty-three branches 
in other California cities and twenty- 
two in the City of Los Angeles. 

In additon to Los Angeles the bank 
is represented in Alhambra, Carpin- 
teria, Catalina Island, Fresno, Glen- 
cale, Guadalupe, Hanford, Huntington 
Beach, Huntington Park, Lindsay, 
Lompoe, Beach, Los Alamos, 
Oreutt, Oxnard, Pasadena, Rodjands, 
San Pedro, Santa Barbara, Santa 
Maria, Tulare and Visalia. 


Long 
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(Continued from page 49) 
injured,” Mr. Thornton’s response was 
in a tone of astonishment—that this 
elderly person should take the pains to 
come to thank him for the slight assist- 
ance he had given the voung lady. “May 
I be permitted to know your name?” 
he continued. 

“My name is Henry Brown, but | 
guess it is not my name you wish, it 
is the voung lady’s. My daughter's 
name is Josephine Brown. It’ll be three 
or four days she'll be able to 
get around. Call and see us sometime, 
Mr. Thornton, when have a little 
leisure,” the caller remarked in a slow 
good-natured manner and picked up a 
piece of paper from the desk on which 
he wrote the home address. 

“Thank I'll aecept 
vitation pleasure some evening. 
You stranger in the city 
rather lonely of evenings.” 

A few days elapsed before Charles 
Thornton and Josephine Brown had the 
pleasure of meeting again. 
lady was 
Cafe, Mr. 
smiled in 
to his inquiry, 
Miss Brown?” 

She replied in a tone of jocularity. 
“IT asked father to call on you and I 
suppose he attended to this little errand 
of mine like he does in the matter of 
mailing mother’s letters. I’m certainly 
grateful to vou the attention 
gave me,” and with a twinkle in her 
eve, “I hope I’ve not caused you any 
embarrassment by throwing myself in 
your arms to be carried across the street 
in full view of wife? 

Unanswered, she slipped quickly away 
and lett him standing near the doorway. 
As his eves followed her the 
street, he mused, “My, but she’s a won- 
derful woman.” 

Again, only a few days later, the two 
met at the door of the Cafe again. 

“Will vou honor your humble servant 
by sitting at the same table, Miss 
Brown?” he asked light-heartedly. 

“T shall be delighted to have com- 
pany to dine with,” her expression be 
lving her 

“Father new ear for my 
birthday,” remarked in the course 
of the conversation, “and I’m enjoying 
it immensely and I'd like to have some 
one enjoy it with me. As you are 4 
stranger in the city, doubtless, you have 
not had the privilege of viewing ou 
beautiful scenery which we boast of” 

Unable to keep his excessive joy 
tirely hidden from his companion le 
accepted the invitation. 

The remainder of the day draggel 
for Charles Thornton. He anticipated 
one pleasant evening at least while 
Frisco. 

The voung people started for thet 
ride in the best of spirits. How for 

(Continued on page 100) 
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What year was the Bank of North America, 
Philadelphia, established? 


Eastland, Texas, had five banks, now only 
one. Which one is left? 

When was the Guaranty Trust Company 
chartered? What are its assets? 

What is George Reynold’s correct title in 
the Continental & Commercial National 
Bank of Chicago? 

What banks do a trust company business? 

What states have passed a ‘‘Blue Sky Law’’? 

What is usury in New Hampshire? In 
Texas? 

In what states is the National Negotiable 
Instrument law in force? 

In what states are there ‘‘days of grace’’? 

What is the legal age of women in Indiana? 

What railroads cross northern North Da- 
kota? 

What is the contract rate of interest per- 
missible on a loan of 3300.00, or less, in 
Connecticut? 

What is the rate in New York on a loan over 
DOM OLIN 

What does it cost to buy express money 
order for $75.00? 

What is the weight limit for a package by 
parcel post to Panama? 

What is the rate per pound on a package 
shipped to the sixth zone? 

What is the fee on a $38.00 domestic mon- 
ey order? 

Is there a bank at Bydgoszcz-Cdansk, 
Poland? 

Where is St.. Pierre et Miquelon? 

What are the boundaries of the Twelfth 
Federal Reserve District? 

What are the legal holidays in Mississippi? 
In Oregon? 

What is the A. B. A. number for the First 
State Bank, Lonetree, N. D.? 

What are the principal correspondents of 
the First National Bank, Hastings, Pa 

Where should a claim against a party in 
Farmington, lowa, be sent 

When was the ‘‘Blue Sky"’ Act incorporated 
in the Tennessee Laws? 

Who are the directors of the Northern Na- 
tional Bank, Duluth, Minnesota? 

In what Federal Reserve District is Yell- 
ville, Arkansas? 

What became of the Krause State Savings 
Bank of Chicago? 

What banks are affliated members of Chi- 
cago Clearing House? 


Who are the directors of the First National 
Bank of Cedar Grove, Indiana? 


What state banks, savings and trust com- 
panies are members of the Federal Reserve? 

What is the legal rate of interest in Hawaii? 

Who are theofficials of the American Bank- 
ers Association? 

Where is the office of the secretary of the 
Investment Bankers Association of America? 

What is the name of the Chief Bank Exam- 
iner in North Carolina? 

Has Zanesville, Ohio, a clearing house 
association? 

How many reserve cities are there in the 
United States? 


Where is the bank of the Fifth Federal 
Reserve District located? Wha 


a) 


is its transit 
number? 


's there a bank in Anniston, Alabama, that 
solicits collections? 


In what part of the state is Chula Vista, 
Ora bt tel aol twa 


What city is the county seat of Canyon 
County, Idaho? 


What is the population of Tipton, lowa? 


Who is the cashier of the First National 
Bank, Cumberland, Maryland? 


How many national banks are there in 
Alaska? State banks? 


In what state are the most banks? 

What are the two county seats of Choctaw 
County, Mississippi? 

What is the corre¢t spelling of the name of 
the President of the Bank of Italy? 

What is the population of Fork, South 
Carolina? Is there a bank there? 

Who is Chairman of the Board of the City 
National Bank ot Amsterdam, New York? 

Where are the different offices of the Na- 
tional City Company of New York located? 
Give their phone numbers? 

What time is it in ‘Frisco when it is 12.25 
in New York? 

What bank in*Chicago is correspondent of 
the Chemical National Bank of New York? 

What branches has the National Bank of 
South Africa? Where located? 

Can a money order be made payable to 
more than one person or firm? 

What are the names of al! 
the banks in Chicago? 

What is the limited wei 
package to Ecuador? 

How many calls he 
Comptroller of the 

Who is a good pat 
ton, D. C.? 

What are the 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





MORGAN RETIRES FROM 
ST. LOUIS BANK 


M. MORGAN, assistant vice-pres- 

ident of the St. Louis Union Trust 
Company left that institution on 
September Ist to become vice-president 
and treasurer of Johnson, Reed & Com- 
pany, one of the well known advertis- 
ing agencies of Chicago in which Mr. 
Morgan has long been the largest stoek- 
holder. 

Mr. Morgan has been associated with 
the banking interests in St. Louis for 
a number of years. He was a charter 
member, and director of the 
Financial Advertisers’ Association since 
it was organized. As a frequent con- 
tributor to the various financial publica- 
tions on the subject of banking, trust 
business and insurance, Mr. Morgan is 
well known throughout the country, and 
has been frequently called upon to make 
speeches on these subjects. He spoke 
at the last two conventions of the Amer- 
ican Bankers 


officer 


Associations. 

Cora E. Johnson has been elected 
of the Bank of Bruchard, 
Pawnee City, Nebraska, to sueceed her 
father, W. M. Johnson, died 
cently. Ellsworth Hart heeome 
assistant cashier. 


eashier 


who 
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We cordially invite all our 
friends when in New Orleans to 
visit our new banking room in 
the New Hibernia Bank Build- 
ing. 


Hibernia Bank ©& Trust Co. 


NEW ORLEANS, U.S A. 


Readers will confer a favor 
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GEORGE V. DREW 
George V. Drew, assistant secretary 
of The Equitable Trust Company of 
New York was e'ected vice-president of 
the American Bankers Association for 
New York, at the resent New York 
State Bankers Convention held at Lake 
Placid, New York. Mr. Drew | is 
eminently fitted for this post, enjoying 
a wide acquaintance among banks and 
bankers throughout the country. He 
has represented The Equitable Trust 
Company at a number of bankers’ con- 
ventions and is a well known figure at 
these gatherings. 


C. A. Frasier, president of the Farm- 
ers State Bank, Silver Creek, Nebraska, 
has disposed of his interest in the bank. 
The new officers are, Charles Terry, 
president, Fred Terry,. vice-president, 


A. R. Coehran, cashier, J. 
assistant eashier. 


S. Somoviteh, 


A. R. Browne, associated tor 35 years 
with the National Bank of Alta, Sae 
City, Iowa, recently as president, dis- 
posed of his interest in the bank. 
Charles Holtz was elected the new pres- 
ident. 


The resignation, due to illness, of 
Frank Van Tassel, president: of the 
First National Bank, Yankton, South 
Dakota, has been accepted and W. E. 
Heaton, cashier, was elected president. 

Eugene E. Ford, son of the late 
Charles E. Ford, has been elected pres- 
ident of the Kenwood National Bank, 
Chicago, Illinois, to sueceed his father. 
Enul C. Wetten was added to the list 
of directors. 


bu mentioning THE BANKERS MONTALY 


NATIONAL PARK BANK 
ELECTS OFFICERS 


OHN H. FULTON has been elected 

a director and president of the Na- 
tional Park Bank of New York, to 
sueceed Richard Delafield, who has 
served as president since 1900 and now 
becomes chairman of the board. Mr. 
Fulton will assume the duties of his 
office upon his return from 
in September. 


Mr. Fulton born in Canada of 
Seoteh parents. His eareer as a banker 
has been marked by continued success 
since his early entry in the business of 
banking, which occurred in 1883 with 
The Merchants Bank of Canada. In 
1887 he joined the Canadian Bank of 
Commeree, and in 1895 came as ae- 
countant to the New York agency of 
that bank. He left New York a few 
vears later to become manager of the 
agency of the Canadian Bank of Com- 
meree in New Orleans. In 1901 he or- 
ganized in New Orleans the Commercial! 
National Bank and in 1902 the Com- 
mereial Trust and Savings Bank, and 
was president of both these institutions 
up to 1917. He served as vice-pre- 
ident of the. New Orleans Clearing 
House for two years and was president 
of the Louisiana Bankers Association. 
After attaining a high standing in that 
city as a banker and becoming identi- 
fied with many interests in Louisiana 
and Mississippi, his ability won him the 
confidence and esteem of all with whon 
he came in contact. 


vacation 


was 


In January, 1917, Mr. Fulton’s finan- 
cial ability attracted the attention 0! 
the late James Stillman chairman 0! 
the Board, and F. A. Vanderlip, pres 
ident of the National City Bank of New 
York, who offered him the position 6! 
vice-president of that institution. 


He is a director of the Canal Con- 
mereial Trust & Savings Bank, Ne® 
Orleans—The Crucible Steel Co., o 
America—The Western Assurance (0. 
of Toronto—The British America A* 
surance Co., of Toronto and The Ess 
County National Bank, Willisboro, Nev 
York. 


Other officers elected were: Messt 
Gilbert G. Thorne, first vice-president: 
Ernest V. Connolly, vice-president, 
H. E. Scheuermann, vice-president: 
Ralph L. Corere, vice-president; 44! 
D. Rising, vice-president: Fred’ 
O. Foxeroft, cashier. 


when writing to our advertisers 
































































or- 
‘cial 
‘om- 























and 











‘ions 




















yres- 
ring 
ident 
it jon. 

that 
lenti- 
siana 
n the 
whon 



























































finan- 
pn Ot 








an ot 
pres 
f New 


ion ol 




















Con 
New 


‘o., ol 











1e (0 





ea At 
> Essel 
‘0, New 










Messt* 
esident: 
esident; 
esident; 
ts Jay 

Fred’ 


























































































BANKERS 





EQUITABLE TRUST CO. 
APPOINTS HANSON 


THE Equitable Trust Company of 

New York has announced the ap- 
pointment of Richard E. Hanson as 
its correspondent for Philadelphia. 
Mr. Hanson will be assisted by Arthur 
Haines. 

Mr. Hanson was born in Philadelphia, 
September 30, 1886, in which city he 
received his education at the Episcopal 
Academy. Upon graduating. he entered 
the service of A. Colburn & Company, 
importers and manufacturers of spices 
and teas. After a brief time spent in 
the Colburn factory he was made a 
salesman, being placed on the road at 
the age of eighteen. His first associa- 
tion with the world of finance came in 
1912, when he was engaged as salesman 
with a Philadelphia bond house, con- 
tinuing in that capacity until 1917, at 
which time he came to New York to 
join the forces of the Guaranty Trust 
Company. The experience which Mr. 
Hanson gained while selling gave him 
a foundation for salesmanship that has 


been of great value in his banking 
eareer. At the time Mr. Hanson joined 


the Guaranty, that company was ex- 
panding rapidly and establishing nu- 
merous branch offices throughout the 
country. Mr. Hanson was successful in 
superintending the opening of a num- 
ber of these branch offices. He -was 
eventually placed in charge of the 
baltimore office, developing an _ excel- 
lent business in that territory. In 
February 1920, Mr. Hanson resigned 
to become a vice-president of the Fidel- 
ity Trust Company of Baltimore, in 
charge of the new business department. 
He resigned this position in March, 
1921, coming to the Equitable Trust 
Company of New York as assistant to 
James I. Bush, vice-president in charge 
of the new business department. He 
Was subsequently made assistant sec- 
retary. His recent appointment brings 
him into a territory with which he has 
long been familiar. Mr. Hanson en- 
joys a wide acquaintance in Philadel- 
phia vieinity. 


J. D. Rising has been elected vice- 
president of the National Park Bank of 
New York, New York. For many years 
Mr. Rising has been chief bank examiner 
it the Tenth Federal Reserve district. 


J. Huizenga has been elected vice- 
President and H. E. Oatman cashier of 
the First National Bank, Lankershim, 
California. 


John L. Proctor, cashier of the Sea- 
board National Bank, Seattle, Wash- 
ington, has resigned to accept an ap- 
Pointment from the comptroller of the 
“irreney as national bank examiner in 
the twelfth Federal Reserve district. 
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Special Service Bureau 


A‘ Bankers who contemplate visiting or passing 
through Chicago are invited to make use of our 
]nformation and Travel Service Bureau. We will gladly 
make your hotel or railroad reservations, furnish time tables for 
all railroads and steamship companies, purchase theatre tickets, 
furnish information regarding shops and general points of interest. 


Address mail or wires to Travel Service Bureau 


She NATIONAL (TY BANK 





of CHICAGO 


DAVID R. FORGAN, President 


Banks and Bankers Department 


FRED A. CRANDALL, Vice-President 


S. P. JOHNSON, Assistant Cashier 


R. V. KELLEY, Assistant Cashier 








“EDDY”? BARRY 


Miss “Eddy” Barry is, so far as has 
been ascertained, the only representative 
of a bank to be included in the delega- 
tion of young women who are touring 
France under the auspices of the Amer- 
ican Committee for the relief of the 
devastated districts of France. As most 
people are aware, because of the extensive 
publicity given this project, Miss Anne 
Morgan, head of the American Commit- 


tee, caused to be conducted public 
voting contests by citizens of various 
big cities, at ten cents a vote, which 


sent the voung women, employes of 
business and industrial concerns, abroad. 
Miss Barry, a popular employe of the 
Union Trust Company, Cleveland, Ohio 
was one of the victorious candidates in 
her city. 


Readers will confer a favor bu mentioning THE BANKERS MONTHLY when 
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Banker on Canadian Committee 


David R. Forgan, president of the Na- 
tional City Bank of Chicago, has been 
naned by President Thomas B. Me- 
Adams of the American Bankers As- 
sociation, to head a committee on Cana- 
dian relations organized as a result of 
the recent visit of the American Bank- 
ers Association to Montreal. 


The Conference held there agreed ‘to 
the proposal: to form committees of 
Canadian and American bankers to 
bring about closer co-operation between’ 
banking in Canada and in the United 
States. Commercial and financial mat- 
ters of common concern other than 
banking will also be considered by the 
committee, it is stated. 


Other members of the committee are: 
Daniel G. Wing, president First Na- - 
tional Bank, Boston, Kk. C. MeDougal, - 
president Marine Trust Company, Buf- 
falo; Frank W. Blair, president Union 
Trust Company, Detroit; and W. D. 
Vincent, president Old National Bank, 
Spokane. 


The following officers were elected 
at the annual meeting of the stock- 
holders of the Bank of Cedar Bluffs, 
Cedar Bluffs, Lowa. Thomas Lorenzen, 
president, J. H. Mackprang, cashier, 
Bernice Unthank and Vernon Newkirk, 
assistant cashiers. 


Harry N. Burton has resigned as 
president of the Farmers and Merchants 
State Bank, Chino, California. E. G. 
Kekels will act as president temporarily. 


A. F. Isaacson has resigned as ¢ash- 
ier of the First National Bank, Blythe, 
California. L. N. Owens has been ap- 
pointed assistant cashier. 









































Indexed Pocket 
Maps 


make traveling easier. 
The disturbing uncertain- 
ties of travel are mini- 
mized by these maps 
which give you an exact 
knowledge of your loca- 
tion, your surroundings, 
your route and your des- 
tination, 


Ranp MCNAL Ly Pocket 
Maps in your traveling 
equipment will add com- 
fort and enjoyment to 
your trip. They are made 
for the traveler at home 
and the traveler abroad. 
The series contains a 
separate map of every 
State of the United States, 
every Province of Canada 
and every country of the 
world. Each is complete, 
accurate and up to date. 
No traveler should fail to 
carry them. 


Price 35c-50c each 


Sold by book stores, 
stationery stores, 
news-stands, drug 
stores, cigar stores, 
department stores and 
hotels. 


Philadelphia 
Detroit 


In an Inland Village Over Seas 
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The oldest civilization in the world is in 
China. There, men used many devices we call 
modern before the time of Socrates. 
Chinese craftsman is not excelled. The work 
of his hands is above reproach. He knows not 
machinery because he has no need for haste, 
and his work is good because it does not change 
in motif nor process. How much do you know 


about China? 


The 


You can go there with a RAND M&NALLY 
International Atlas of the world without stir- 


ring from your easy chair. 


You can learn of 


strange customs in hidden provinces, of many 


crafts and pursuits. 


And in the doing of it, 


you'll change your mind about China and its 


toiling, swarming people. 


For you can read 


information that will astound you as you ex- 
plore by the International Atlas. It is printed 
on the reverse side of each map. 


Every member of your family will profit in culture and 


knowledge from a RAND MCNALLY Atlas. 


You can 


travel to places known little and hidden in the world’s 


pockets. 


For old and young, there are RAND MCNALLY 


Atlases. No need has been overlooked. The world war 
changed world geography and the person who wants to keep 
informed needs the new edition of one of these great works. 


Washington 


St. Louis 


536 Si CLARK STREET, CHICAGO 


Ranp MSNALLY & GOMPANY 


Map Headquarters 


Dept. I-18 
42 E. 22ND STREET, NEW YORK 
Branches: 
Boston Buffalo Pittsburgh Cleveland 


San Francisco 


Los Angeles 


Looking for a Position? 


= bank men are finding new opportunity 


by telling banks about their ability and 
qualifications. They are using the Want Ads. It 
only costs a nickel a word to reach thousands 
of banks in the BANKERS MONTHLY. 


(Use and Read the Want Ads) 


—_—— 
BUY RAND M¢CNALLY MAPS WHEREVER MAGAZINES AND STATIONERY ARE SOLD 
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A PAIR OF “NO ACCOUNTS” 


(Continued from page 96) 
tunate we do not know what lies ahead 
of us. 

Once outside the city limits she put 
her foot on the gas. Everything was 
going along nicely, when suddenly two 
masked men jumped into the middle oj 
the road from behind a clump otf tree, 
These outlaws demanded Mr. Thorntoy 
to get out and Miss Brown to proceed. 
He was dragged back into the thicket 
and his hands tied behind his hack, 
gagged. After this he did not know 
what happened, but when he awoke le 
found himself in a lonely eabin in the 
mountains. 


* * * # 


TERRIBLE AUTO ACCIDENT- 
ONE SERIOUSLY INJURED— 
ONE MISSING 


These headlines appeared on the firs 
page of the next morning’s paper. 

The story of the accident as giver 
by the papers was chuck full, of mystery. 
The event took place about ten mile 
from the city. No eye witnesses could 
be found. The conclusion was a mer 
conjecture. A car had been driven 
close to the bank—from all appearance 
the oceupants of the ear had turned ott 
of the road to either view the wonderfil 
eanyon below or had turned out to 
permit someone to pass and consequent!) 
the accident. Two hundred feet below 
in a great yawning abyss the car wa 
found. - The man injured was—it was 
presumed—Mr. Charles Thornton, 
business man who had located in the 
city only a ‘short time before. As ye 
he had not regained consciousness ani 
was now at the Good Samaritan Ho: 
pital. 

A eall, as to the condition of M 
Thornton, came to the hospital early 1 
the morning. The inquiring party wi 
informed by the nurse in charge thil 
she had been instrueted by tle 
doctor not to allow anyone to see hin- 
but if he could come at the visitor! 
hour between eleven and twelve o’clod. 
she would allow him to see the patiet! 

Promptly at eleven o’clock a youll 
man, apparently very nervous arrivé 
at the hospital. He was met by th 
nurse who kindly told him, “the doco! 
is with Mr. Thornton again and i 
insists that I let no one see him. | 
you care to leave a note I'll gladly give 
it to him as soon as he is resting a litt 
easier.” 













The following note was written i! 
rather crimpy handwriting: 
Frank: Hope you will recover 30 
Have nurse call me at the Galax as 5” 
as you can see me. Important. 
BILL 


This mix-up of characters had be : 
successfully solved by the detecti® # 
Miss Brown, a skilful woman detect" #- 
served in the capacity of nurse at *& 
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S hospital. A gum-shoe man traced the ee 
stranger to learn his whereabouts. The| =z = 
father of Miss Brown, who called to = 

eal thank Mr. Thorton, was the Chief of a z 
detective agency. = 

put The writing of the note compared with = 

ve the signatures at the bank proved to = 
two be identical and both men were taken = 

e of into custody. The Prosecuting Attor- z 

ees, ney’s Office proceeded to give the sus- 2 

nton ‘ts the third degree. Sufficient in- | = = 

: pects th £ f - 

eed. formation had been obtained that they | = OF CHICAGO 

icket suspected these dual characters to be Sn 

rack, the same parties, who had put across the | = P 

“now 916 -erti *heeck. = 

wr J raised certified check. ==) | 2 «= Capital and Surplus $15,000,000 

e he In response to telegraphic inquiry | = 

1 the the LaSalle authorities forwarded the 3 rvvuvnveeveeeececegraceaaacazaageegavaceacueatacocuecaeaeececagtseeaecceaegaeececacereceveneccutgeuiucaeucuieeneacn ceca 
raised check and also requested their | = 
teller to proceed to a a : z OFFICERS : z 

IT witness to testify as to the identity o z Es ERNEST A. HAMILL. : 
the dual characters. = PRE - Chairman of the Board = = 

- Before the prisoners were brought in- | = ree EDMUND D. HULBERT - President = 
to court and (neither one knew that the | = ‘ie eA ieee em = 

» fet other was arrested) the State’s Attorney | = ih Re OWEN T. REEVES, JR., Vice-President = 

2 pinned the signature cards, collateral | =z 3 hr” J. EDWARD MAASS - Vice-President = = 

receipts and raised check upon the| = yd nS SS NORMAN J. FORD- - Vice-President = 

givel ——" B ath tl : } ry E 1 tl = Ta ‘ JAMES G. WAKEFIELD, Vice-President = 

ant wall. enea 1 the board he seatec he} = NG : EDWARD F. SCHOENECK, - Cashi 5 

wails teller of the bank at LaSalle, Miss | = Hest y ith LEWIS E. GARY - - Assistant Cashier = 

ould Brown, the Chief of the Detective | = ties , JAMES A. WALKER Assistant Cashier 
coud 7 . = <Pcst ae . : 
agency and Mr. Ward, the cashier. = Wns T5szel CHARLES NOVAK - Assistant Cashier 

mere -; St a ahaa, a os z Str pteyt HUGH J. SINCLAIR - Assistant Cashier = 

lriven ney were led in view of their sig-| = ytesctey’ oe 

wa natures and these important characters | = Weiry sitar . = 
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Lewis E. Pierson, chairman of the 
board, Irving National Bank, New York 
City, heads the committee, and the mem- 


bership includes, Myron T. Herrick, 


& 
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patient Walker Hill, executive manager, First 
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Swinney, president, First National Commercial Dept. 3,995,216.17 Banks... -  _4,549,510.84 
% ce . Savi 7.315,207.85 30,669,994.8: 
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tten mm! . eo 3 F Bank Buildings : LIABILITIES 
men are former presidents of the asso- aa $587,772.50 Capital $ 1,000,000.00 
iatio ’ e388 epre- apita ee ee j 
ver $00! “lation, and Logan C. Murray was also ciation , 26,199.41 a —atenes Profits 367,971.20 
vel one of ei Se ————= $863 '573.00 ividend Checks unpaid . 14,546.06 
ee of the original organizers. icctiniienii i Reserve for Taxes, ete : 2945670 
_ Fixtures $279,901.63 ills Payable and Rediscounts 8,000.00 
int. . Less Depre- Customer’s Bonds for Safe- 
But Contract has been awarded by the ciation 63,518.46 keeping. . . 468,000.00 
- Post Off Q ‘ ; ———— 216.383.17 Letters of Credit 5,000.00 
s ce Square Company, Boston, Overdrafts . -_ 734.57 Deposits, Commercial and ‘ 
had bet Massachusetts, for an eleven-story bank Federal Reserve Bank Stock 40,500.00 Savings . - 28,777,020 87 
detectivé and office building. It will have a lime U.S. Bonds and Certificates 1,119,866.00 $30,669,994.83 
f- « « cs 
detecti™® tone front and be of fireproof con- Prompt and Specialized Service in Collections 
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the 
Savings 
The building 


Foundations have been laid for 
new building of the Elmira 


Bank, Elmira, New York. 


will be one story high with basement 
and will cost $165,000. 


Work has bee: started on alterations 
and additions i» be made to the present 
building of the People’s State Bank, of 
Farmington, Michigan. 

Contracts have been awarded for the 
Federal Reserve Bank to be built in 
Philadelphia, Pennsylvania. The build- 
ing will be eight stories high. 

Preliminary plans have been drawn 
for the new building of The Albert Lea 
State Bank, Albert Lea, Minnesota. 
It is to be four stories high with base- 
ment, of brick and stone construction. 


Work has been started on the re- 
modeling of the Galesburg National 
Bank, Galesburg, Ill. It will be three 
stories high with basement and will be 
built at a cost of $75,000. 

The architect has been selected to 
draw plans for a four-story bank with 
basement to house the Buckeye Com- 
mereial Bank, Findlay, Ohio. It will 


cost $200,000. 


Plans have been drawn for a new 
building to house the Citizens Savings 
Bank, New Baltimore, Michigan. It 
will be made of brick, stone and steel. 

Work has been started on the new 
building of the First State Savings Bank, 
Hillsdale, Michigan. It will be two 
stories high and will be built of stone, 
granite and steel. 

Contraets have been let for a_ six- 
story bank and office building to house 
the Commercial National Bank, Fond 
du Lae, Wisconsin. It will eost $200,- 
000. 

The Bank, Astoria, 
Illinois, has awarded contracts for a 
new story building. It will be 
brick, of fireproof construction, and will 
eost $40,000. 


Peoples State 


one 


Foundations are in for the new bank 
being built by the Alverdo Building 
Company, Pontiac, Michigan. It will 
be eight stories high, with basement, of 
fireproof construction. 
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Contracts have been let for a $2,- 
500,000 bank building to house the Fed- 
eral Reserve Bank to be built in Min- 
neapolis, Minnesota. 

Plans are being finished for a 
story building for the First 
Bank, Lead, South Dakota. 
$60,000. 


one 
National 
It will cost 


Madison County, New York bankers 
have made arrangements to aid the 
farmers of the county in the eradication 
of tuberculosis among the dairy cattle 
of the county. Loans will be made to 
farmers on certificates of indebtedness 
issued by the state for cattle killed in 
the eradication campaign. 
the difficulties arising 
payments by the state. 


This relieves 
from delayed 


H. F. Giessler has been re-elected 
president and J. W. Hahn, cashier of 
the American Savings Bank of Muscatine, 
Towa. 


Contract has been let for the con- 
struction of a new two-story home for 
the Monaea, Pennsylvania, National 
Bank to cost $30,000. 

Work has been started on the razing 
of buildings occupying the site of the 
new fourteen-story addition to the 
Girard Trust Company of Philadelphia. 


The Fayetteville, North Carolina, Na- 
tional Bank will soon erect a $250,000 
bank and office building, thirteen stories 
tall, of steel, concrete and limestone con- 
struction, fireproof throughout. 

Orlando, Florida, will soon see work 
started on two nine-story bank buil- 
ings on Orange Ave. One will be the 
home of the Orlando Bank and Trust 
Company and the other the headquarters 
of the State Bank of Orlando and Trust 
Company. 


Preliminary plans are being drawn 
for the new building of the Crawford 
State Bank, 4001-5 Roosevelt Road, 
Chieago, Il. 


Plans have been drawn 
story rear addition to the 
tional Bank, Denison, Iowa. 


for a one 
First Na- 


The architect is taking bids on gen- 
eral contract for the new Stony Island 
Trust & Savings Bank, Chicago, Illinois. 
It will be 3 stories high and will cost 
$400,000. 


BALTIMORE BANK’S 
NEW HOME 


RECTION of the new home of the 

National Bank of Baltimore, Mary. 
land which is to cost approximately $1, 
250,000 and be at the present location of 
the bank, Baltimore and St. Paul 
streets, has been started. The new 
building will be five stories high and 
will cover an area of more than 8350 
square feet. The exterior walls will be 
of granite. The main banking floor 
will be finished in marble and _ bronze, 
while the private rooms of the officers 
will be finished in mahogany. The 
offices of the officials will be raised 
about four feet above the main. floor, 
but a broad stairway will make them 
easily accessible. Running around the 
entire main banking room will be a bal- 
cony, which will provide space for the 
bookkeepers, stenographers and_ other 
clerks. 

The fourth floor will have additional 
offices and the directors’ room, while on 
the top floor will be located the file 
rooms, a dining-room for the elerks and 
a private dining-room for the directors 
and other officials. A completely 
equipped kitchen will also be located 
on this floor, and it is the intention of 
the officials to serve luncheons for the 
employes daily. 

The new vault will be equipped with 
15,000 safe-deposit boxes. It will be 
constructed of  five-ply, — tool-proof, 
chrome steel, which is said to he abso- 
lutely invulnerable and fire and _ burg 
lar-proof. United States Government 
engineers after various experiments, 
subjecting this steel to ballastic tests 
and trying out its full tensile strength, 
have pronounced it the most. scientifie 
product of its kind in the world. 

The vault will be set completely 
clear of the floor. This will be 2 
unique feature, for by an arrangement 
of mirrors and lights the entire space 
beneath the vault will be visible from 
the floor above, giving the vault the ap- 
pearance of being suspended in the ail. 

The new building was made necessary 
by the growing business of the bank. 
The present building provides a max: 
mum of about 12,000 square feet, while 
the new will 36,000 
square feet. 


provide about 


Work has been started on the rr 
modeling of the City National Bank 
Goshen, Indiana. 
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MERCHANTS NATIONAL BANK 
MICHIGAN CITY, IND. 


BANK SPECIALISTS 


ENGINEERS ARCHITECTS DESIGNERS 
BANK BUILDINGS INTERIORS COMPLETE EQUIPMENT VAULTS 


Write for Our Beautifully Illustrated Portfolio on Bank Art Showing Our Work 


We prepare guaranteed estimates with preliminary 
sketches without financial obligation to banks. 


K. M. VITZTHUM & CO.,., INc. 


VITZTHUM—BURNS 
Architects 


605 North Michigan Avenue, Chicago, Illinois 
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HIS spacious banking room formerly com- 
prised two stories of an old office building— 


a study in economics. 


The entire building is of fire-proof construction, 
buff-brick with terra cotta trim.. 


INTERIOR VIEW OF SAVINGS INVESTMENT & TRUST COMPANY, 
EAST ORANGE, N. J. 


Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
342 Madison Ave., New York 


Foundations have been laid for the 
new building of the United States Na- 
tional Bank, Johnstown, Pennsylvania. 
The building will be twelve stories high 
with basement and will cost about $1,- 
000,000. The building will have a steel 
frame, brick walls and stone trimming. 

The Bank of the United States, Fifth 
Avenue, New York City, has awarded 
contracts for the building of a new 
bank, six stories high. 


The First Trust & Deposit Company, 
Syracuse, New York, has awarded con- 
tracts for the building of a branch bank. 
The building will contain store room 
and will be built at a cost of $60,000. 


Plans have been drawn for the new 
building of The Union National Bank, 
Knoxville, Tennessee. It will be one 
story high with basement and will cost 
about $160,000. 

Foundations have been completed for 
the new building of the Federal Trust 
Company, Philadelphia, Pennsylvania. 
It will be one and three stories high, 
of limestone and brick construction. 


Wrecking has been started in prepara- 
tion for the building of a seven story bank 
building for the Richmond Trust Com- 
pany, Inc., Richmond, Virginia. The 
building will be of stone, reinforced 
brick and steel and will cost $200,000. 


COMPLETE BUILDING OF 
STOCK EXCHANGE 


HE addition to the New York Stoek 

Exchange building will be ready for 
occupancy about November 1. There 
are many features which make the build- 
ing unusually attractive for brokers who 
are members of: the New York Stock 
Exchange, among them being the Stock 
Exchange Safe Deposit Co.’s vaults; 
various branches of the Stock Clearing 
Corporation, and the enlarged luncheon 
club. The building has been erected on 
an irregular plot of ground extending 
about 58 ft., on Broad street; 156 ft. 
on Wall street, and 100 ft., on New 
street, formerly covered by the Mortimer 
Building, the Wall Street wing of the 
Stock Exchange Building, and the Wilks 
Building. 

The building is 22 stories high. Nine 
high-speed elevators run to the seven- 
teenth floor, and two highspeed eleva- 
tors serve the remaining six floors. 

Typical main tower floors have over 
7,500 sq. ft. of rentable space; 3,661 sq. 
ft. is the typieal floor space in the 
upper towers. Rates a square foot run 
from $5 to $6.50 according to location. 

Exterior of the building is of Georgia 
marble to harmonize with the old Stock 
Exchange. The exterior was designed 
to harmonize with the Bankers’ Trust 
Company and the J. P. Morgan build- 
ings on the opposite corners of Wall 
and Broad streets, at the same time 
reserving the individuality of the im- 
posing facade of the main Stock Ex- 
change Building, designed by the late 
George B. Post. 


Plans are being drawn for a new bank 
building to be erected in Hamtramek, 
Michigan. The owner of the new bank, 
whieh will be two stories high with base- 
ment, is L. Kaimala. The name of the 
bank to oceupy the building has not 
been announced. 

Plans have been finished for the new 
building of the Royal Oak Savings 
Bank, Royal Oak, Michigan. It will be 
two stories high, with space for offices, 
and will cost $75,000. 


Plans are being drawn for a new 
building for the Kaleva State Bank, 
Kaleva, Michigan. It will be of brick 
and stone construction, and will be one 
story high. 


Preliminary plans are being drawn 
for the new building of the Lawndale 
National Bank, Lawndale, Pennsylvania. 
It will be one story high, of stone con- 
struction. 


Excavation has been started on the 
new building of the Ashland National 
Bank, Ashland, Wisconsin. It will be 
one story high with basement and will 
cost $125,000. 
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The Bank of Italy, San Francisco, 
California, is building a new $400,000 
building at Sacramento and a $2,000,- 
000 at Los Angeles. 

The First National Bank of Guthrie, 
Oklahoma, has begun the erection of a 
modern banking house on the site of 
the present building, which has been 
occupied by the bank for thirty three 
years. 

Alterations and additions to cost $130,- 
000 are to be made to the building of 
the Susquehanna Trust and Safe De- 
posit Company, Williamsport, Penn- 
sylvania. The addition will be one story 
high with basement. 

Working plans are being drawn for 
alterations and additions to the Citi- 
zens National Bank, Connelsville, Penn- 
sylvania. The work will cost $80,000. 


Bids have been taken for the new 
Farmers and Merchants National bank 
building, Tyrone, Pennsylvania. It 
will be five stories high, with offices and 
apartments as well as bank space. 


Wrecking has been started for re- 
modelling of space in the Waldo Hotel, 
Clarksburg, West Virginia for banking 
quarters. The space will be occupied 
by the West’ Virginia Bank. The work 
will cost $50,000. 


RAND McNALLY 
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PUBLISHED IN 
MARCH and 
SEPTEMBER 


BANKERS DIRECTORY 


revised twice a year. 
COMPLETE, UP-TODATE and is published 
nearer to the date of the information it con- 
tains than is a: my other. other similar ublication. It 
FORM M, all S 


SAME 
COLUMN for the purpose of a 


more expensive for a more satisfacto’ 

yom purpose. It is BEAUTIF 
RIN clear readable type. 

You constantly have occasion to consult a 

bank directory ‘on as conditions are anaes 


ie 
should have the latest and best and that is ake 
you get in the Rand McNally BLUE BOOK. 


uy 


RAND McNALLY & COMPANY, Publishers 


The Bankers Directory is a Business Necessity 


Work is under way on the new build- 
ing of the St. Charles State Bank, St. 
Charles, Michigan. It will be one story 
high with basement. 

The Farmers State Bank, Wall Lake, 
Iowa, will take bids shortly on im- 
provements to be made to their present 
building. . , 

Work has been started on alterations 
and additions to the building of the 
Easton-Taylor Trust Company, St. 
Louis, Missouri. The work will cost 
$20,000. 

Work has been started on alterations 
and additions to the Farmers Trust Com- 
pany, Lancaster, Pennsylvania. The 
addition will be two stories high. 

Plans are being drawn for a one story 
bank building for the First National 
Bank, Guthrie, Oklahoma. It will be 
of brick with stone trimming and will 
cost about $50,000. 

Contracts have been awarded by 
architects for a new bank building in 
Gastonia, North Carolina. The name of 
the owner is withheld. 

Contracts have been awarded by the 
American National Bank, Richmond, 
Virginia, for a branch bank to cost 
about $100,000. 
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We design, plan, remod- 
el, build and equip 


| We have designed, built and equipped thou- 
| sands of banks and know how to plan your 
| bank so as to give the utmost possible efficiency. 


Write for a copy of a new booklet we 
| have just printed, in which some of our 
| latest bank buildings and interiors are beau- 
| 


tifully illustrated from actual photographs. 


ST. LOUIS BANK EQUIPMENT 


| AND FIXTURE COMPANY 
SAINT LOUIS, U.S.A, 
| 807-809-811 WALNUT STREET 
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Work will soon start on remodelling 
and adding to the building of the Stone 


City Bank, Bedford, Indiana. The 
addition will be four stories high, and 
the work will cost about $75,000. 

The People’s Trust Company, Brook- 
ville, Indiana, has awarded contracts 
for a new two story building with base- 
ment to cost $50,000. It will be brick, 
with stone trimming. 

Alterations and additions to the 
present building of the Olney Bank and 
Trust Company, Philadelphia, Penn- 
sylvania, are to be made at a cost of 
about $80,000. 


The architect is takine 


bids on gen- 


eral contracts for the new Elliott State 


Bank, Jacksonville, Illinois. It will be 
of brick and stone, steel, reinforced 
conerete, with stone trimming. It will 
cost $200,000. 

The architect has been selected for 
drawing plans for the new building of 
the Union National Bank, Knoxville, 
Tennessee. The building will be of 
brick and will cost about $160,000. 





‘Sketches are being drawn for a new 
building for the Mechanics-Farmers 
Bank, Albany, New York. It will be of 
brick and marble construction and will 
cost about $150,000. ? 
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, of Philadelphia 
HORACE TRUMBAUER, Architect 


HE very word Granite, has come to stand for 
all that is staunch, trustworthy and reliable 
It is truly ‘“The Noblest of Building Stone. 
Many of the finest banking institutions that are now housed in 
granite buildings, have chosen it as symbolic of the character 
and permanence that governs their business. 
Many interesting facts about granite, and color plates of the 19 
different kinds of Granite quarried by this association are em- 
bodied in a booklet entitled ‘Architectural Granite.” 
Let us send you a copy. 


es 


National Building Granite Quarries Associaton, Inc. 


H. H. Sherman, Seceretary Si State Street, Boston, Mass. 
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Foundations are in for the new $300,- Plans have been drawn for a new 
000 building of the National Bank of building for the Liberty National Bank, 
Salina, Kansas.. It will be four stories Covington, Kentucky. It will be one 
high, with office space. story high and will cost about $150,000. 


Wrecking has been started for the Work will start soon on remodeling 
new Mereantile Bank, Baltimore, Mary- the North Side Bank, Cincinnati, Ohio. 
land. It will be one story high and will The work will be interior and will cost 
eost $40,000. about $45,000. 


Contracts have been awarded for the 
new two-story building of the Commer- 
cial Bank & Trust Company, Bridge- 
port, Connecticut. It will cost about 
$150,000. 


Work is under way on alterations and 
additions to the building of the West 
Jersey Title Guaranty Company, Cam- 
den, New Jersey. The addition will be 
two stories high. 


Speaking for the Farmer 

David Friday, President of the Mich. 
igan Agricultural College and formerly 
in the Department of Economies of the 
University of Michigan, considers in the 
August number of the “Review of Re. 
views” the attitude of the farmer 
toward the railway strike. President 
Friday says in part: 

“The persons engaged in rendering 
the service of railroad transportation 
are less than 44% per cent of our total 
working population, and they received 
in 1921 as wages almost 7 per cent of 
the nation’s purchasing power, and 
therefore of the nation’s total agriecal- 
tural, mining, and manufacturing 
product. 

“The farmers made up somewhat 
over 26 per cent of the working popula- 
tion and received less than 20 per cent 
ot the nation’s purchasing power and 
prodvet. 

“TO PUT IT BRIEFLY AND 
STRIKINGLY; THERE WERE SIX 
TIMES AS MANY WORKERS IN 
AGRICULTURE AS IN RAILWAY 
TRANSPORTATION AND YET 
THEY RECEIVED ONLY THREE 
TIMES AS MUCH OF THE \NaA- 
TION’S PRODUCTION AS DID THE 
RAILWAY WORKER.” 

Dr. Friday closes by saving: 

“The farmer may be wrong in his 
attitude toward a railway strike, but 
: until someone ean show him 
that these facts are radically wrong 

he will surely continue to 
oppose any attempt upon the part of 
railway labor to resist the award of 
the Board by strikes.”—Railroad In- 
formation, Association of Railway Ex- 
ecutives. 

At the recent meeting of the Board 
of Directors of the Wachovia Bank and 
Trust Company, Winston-Salem, North 
Carolina, J. Edward Johnston of Wir- 
ston-Salem, N. C., was. elected as 
sistant trust officer and assigned duties 
at the Home Office. 

Mr. Johnston goes to the Wachovia 
with special training for his duties im 
the Trust Department. He is a native 
of Florence, S. C., but has spent 4 
good part of his life in North Caro!.na 
and is a graduate of Davidson College. 
After leaving college he engaged 
teaching fora period. Then after aterm 
of service in the army during the World 
War he went to the Guaranty Trust 
Company, New York, and took a course 
of special and intensive study to fit hin 
self for his work as assistant trust of 
ficer. 

Mr. Johnston will give special atte 
tion to taxes and to corporate trusts. 

Plans are being drawn for a ne¥ 
building for New Bedford Safe Depos! 
Trust Company, New Bedford, Mass 
chusetts. It will be four stories high 
and will cost $400,000. 
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Bank of Italy’s New Branches 

Pursuant to the proper approval of 
both the State Banking Department 
and the Federal Reserve Board, the 
Bank of Italy has converted the First 
National Bank of Woodland, Home 
Savings Bank of Woodland, with its 
branch at Knights Landing, the Old 
Bank of Hanford, the Union National 
Bank of San Luis Obispo and_ the 
Broadway Bank of Oakland, as branches 
of the Bank of Italy. 

The consolidation of these banks will 
add $10,000,00 to the resources of the 
Bank of Italy, giving it total assets of 
approximately $220,000,000. The re- 
spective resources of the various insti- 
tutions to be absorbed are: First Na- 
tional Bank of Woodland $1,400,000; 
Home Savings Bank of Woodland with 
its branch at Knights Landing $2,- 
500,000; The Old National Bank of 
Hanford $2,400,000; Union National 
Bank of San Luis Obispo $2,000,000, 
and the Broadway Bank of Oakland 
$1,100,000. 

The addition of the five banks con- 
cerned will give the Bank of Italy 57 
banking offices in 42 cities. 






























. above everything commercial in 
*& the progressive city of DALLAS, TEXAS, is the 


MAGNOLIA BUILDING 


just completed according to our designs. 
















The lower floors are equipped for a bank’s home. 
















































The volume of currency handled each 
year by the Federal Reserve Banks 
reaches in aggregate a very large figure. 
In 1921 all twelve Federal Reserve 
Banks received from member and non- 
member banks $7,750,000,000 in paper 
money and coin. Payments to banks 
amounted to $6,490,000,000, and as a 
net result more than $1,000,000,000 in 
paper money and coin was retired from 
circulation, illustrating the lessened de- 
mand on the part of the public for 
hand-to-hand curreney.—Review of 
Credit and Business Conditions in the 
Second Federal Reserve District. 
















































Growth of the Morris Plan 

During the first six months of the 
present year, The Morris plan banks 
throughout the country lent over $38,- 
500,000 to more than 175, 000 borrowers. 
The total number of loans made on The 
Morris Plan in its first twelve years (to 
June 30, 1922) was 1,760,000, the 
amount so lent being over $320,000,000. 

The Morris Plan Bank of Rich- 
mond—the 107th in the system—has been 
opened with a paid-up eapital of $250,- 
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We invite correspondence and shall 
000 and surplus of $125,000. The first be glad to have our skilled architects 














Morris Plan bank was opened by Arthur and engineers consult with you with- 
J. Morris in the same state, at Norfolk, out obligation on your part. 

his home town, in 1910. The second of 

these institutions, in successful opera- 


tio at Atlanta, Ga., since 1911, has ALFRED C. BOSSOM 


just changed its name from the Atlanta 



































' Bank Architect and Equipment Engineer 
Loan & Saving Company to The Morris . . B 
Plan Bank of Atlanta, and has inereased 680 Fifth Avenue NEW YORK 








its capital from $125900 to $250,000. 
The Morris Plan Company of New 
York Opened its sixth branch in July. 
his company has a capital of $1,000,- 
000 and is lending at the rate of more 
than $12,000,000 a vear. 
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FIRST NATIONAL BANK, RICHLAND CENTER, WIS. 
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Write for THE BANK BUILDER Our Quarterly 


BANK BUILDERS 


CHAMBER OF COMMERCE 


A bank and store building will be 
erected at Irving Park Boulevard and 
Milwaukee Avenue, Chicago, Illinois. 
The name of the bank to oceupy the 
structure has not vet been announced. 
The owner of the building is Emi 
H. Bengasen. The building will be five 
stories high with basement and _ will 
cost $500,000. 

Plans are being finished for the new 
home of the First National Bank, 
Plattsburg, New York. It will be one 
story high with mezzanine floor. 


Contracts have been awarded by the- 
First National Bank of Highland, New 
York, for a new one story building to 
cost $50,000. 


Work has been started on the ten- 
story building being erected by the 
Liberty National Bank of Waco, Texas. 
The completed bank and office building 
will cost in the neighborhood of $300,- 
000. 


Plans have been finished for a new 
building for the Union National Bank, 
Franklinville, New York. It will be 
one story high with mezzanine floor and 
will eost $80,000. 


Edwin Selle has been elected cashier 
of the Henderson County Savings 


Bank, Henderson, Kentucky. 


Readers will confer a favor 


SAINT PAUL 


The Traders National Bank is 
unique in having a veteran staff of of- 
ficers. Henry F. Marks, the present 
president, joined the bank as a mes- 
senger boy in 1881. Charles J. Brown, 
vice-president, was a stockholder and 
director for many years before being 
elected an officer in 1917. William 
J. Trimble, aetive vice-president, en- 
tered the bank as a bookkeeper in 1889. 
Chester J. Smith, cashier, also has a 
record of more than twenty years in 
service. 


A novel building to be erected in the 
automobile district of Chicago, Illinois, 
at Cottage Grove Avenue and 23rd 
street, is a bank and auto warehouse, 
fifteen stories high with basement. The 
owner is Joseph G. Glaser, 1444 South 
Michigan Avenue, Chicago. The ar- 
chiteet has not as yet been selected. 

Foundations are in progress for the 
new building of the First National Bank 
of Galax, Virginia. The building will 
be two stories high and will cost $50,000. 


Work will be started soon on the new 
Hudson State Savings Bank, Hudson, 
Michigan. It will be two stories high 
and will cost $35,000. 


Bids have been taken on contracts for 


the Taunton Morris Plan Bank, Taun- 
ton, Massachusetts. It will cost $50,000. 


Plans have been completed for 
remodeling the Syracuse, New York, 
Savings Bank buildings this fall. The 
building, now nearly 50 years old, has 
grown to be a landmark in Syracuse, 
with a very distinctive tower. How- 
ever, this tower was supported by solid 
walls, thus taking a large area out of 
each floor. The new plans provide for 
the tearing down of the old tower to 
the ground and the insertion of iron 
pillars to bear the load of the tower 
which will be rebuilt stone for stone, 
above the top floor. Stories appearing 
in local newspapers show that the public 
appreciates the sentiment of the bank 
in keeping the external appearance of 
its old home. 

Bids have been taken on contracts for 
the Manufacturers National Bank, 
North Attleboro, Massachusetts. 


The Merchants National Bank of 
Michigan City has awarded to K. M. 
Vitzthum & Company, architects and 
engineers, Chicago, Illinois, the con- 
tract for their new bank building to be 
built of fire-proof construction through- 
out. The present. plans eall for a two- 
story building, but the building will be 
of steel skeleton construction strong 
enough to carry four additional stories. 
The bank will be built of granite terra 
cotta with granite base and the estimated 
cost is $100,000. 
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Quaintance, King & Quaintance 
Ernest and Cranmer Bldg. 
Denver, Colo. 


Cuthell, White, Hotchkiss 
and Mills 


Counsellors at Law 
Munsey Building Washington, D. C. 


William L. Symons 
Atterney and Counselor at Law 


700 Tenth Street 
Washington, D.C. 


Patent, Trade-mark and Corporation Causes 


McLanahan & Burton 


Union Trust Bldg., Washington, D. C. 


Cable Address: Counsel 

















Fordyce, Holliday & White 


506 Olive Street 
St. Louis, Mo. 


Grant and Grant 
Attorneys and Counsellors 
Lee’W. Grant Barton N. Grant 
Carleton Bldg. St. Louis, Mo. 


Carl H. Langknecht 


Fidelity Trust Building 
Kansas City, Mo. 
Carl H. Langknecht E. G. Penland 
J. P. Kane R. O. Casemore 


Humphrey & Boxley 
Suites 1112-13 Commerce Bidg. 
Kansas City, Mo. 


Attorneys for South Side Bank 
Corn Exchange Bank 


Fowler, Carlson, Furber & Johnson || 
Attorneys at Law 


Suite 817-825 New York Life Bldg. 
Minneapolis, Minn. 
Attorneys for Minnesota Bankers Association 


Edward H. Brink 
Fourth Nat'l Bank Bldg. Cincinnati, Ohio 
General Practice 
Reference: Chemical National Bank of 


New York. All Cincinnati Banks 


Nathaniel H. Maxwell 


Attorney and Counselor at Law 
Suite 904 First National Bank Building 
Cincinnati, Ohio 


“CANADA” 


Lamothe, Gadbois & Nantel 
Advocates, Attorneys and Counselors 
Montreal Trust Building, Montreal, Canada 
Commercial, Civil and Corporation Law 


Are You the Man Who 
“Never Reads Advertisements”? 


Some men, who are neither blind nor illiter- 
ate, claim sincerely that they ‘‘never read 
advertisements.” 


Yet, if you could investigate, in each case 
you would find that man who ‘“‘never reads 
advertisements” used an advertised tooth 
paste or shaving cream or soap. _ If he owns 
an automobile it will be an advertised car. 
If you ask his opinion of any automobile he 
will reply in words that might have been 
lifted bodily from an advertisement of that 
automobile. 


Advertising has formed his opinions to a 
great degree. He may have received his 


information through others who oBtained 
their knowledge from advertising. But it is 
a fact that no man can escape the effect of 
advertising even if he does say,he ‘‘never 
reads advertisements.” 


Not one of us ever reasoned out entirely 
from his own mind that the earth is round. 
If we had not read it or heard it we would 
never have known it. 


In these days of good, truthful, helpful 
advertising to say, ‘‘] never read advertise- 
ments” is merely your way of saying, “I 
don’t read al] advertisements.” 


{range by The Bankers Monthly in co-operation) 
with The American Association of Advertising Agencies} 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when uriting to our advertisers. 





Free Service For Our Readers 


So many of our readers have requested us to give them service 
on Equipment and Method machinery that we have opened this new 
SERVICE DEPARTMENT in which we offer our services without 
charge in rendering any assistance possible to our patrons. 


We will always be pleased to assist in choosing the right equip- 
ment and supplies and to see that THE BANKERS MONTHLY 
readers get the best and most prompt attention. 


We can secure for you without charge catalogs and literature 
describing any product that you may be interested in and it will 
be a pleasure to render the service, so do not hesitate to write us 
at any time. 

If you want material of any kind we can place before you any 
information you need—either now or later. We can help get right 
prices and prompt deliveries. 


To get this information look over the list of material equipment 
and service listed above, place a mark opposite the aiticle you are 
interested in, fill in the coupon below and mail it to us and your 
inquiry will be given prompt attention. 

There is no charge for this service. 


SS SS a OE SS a a SS eS eS 


§ SERVICE DEPT., THE BANKERS MONTHLY , i 
j 536 S. Clark St., Chicago 
i Gentlemen: We are interested in the items checked in the above list, and would 


appreciate your putting us in touch with manufacturers whom you know are reliable and i 
| will furnish these goods promptly and at best prices. 
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WHAT DO YOU 
WANT? 


Accountants 
Accounting Devices 
Accounting Typewriters 
Adding Machines 
Addressing Machines 


Addressing Machine Sup 


Architects 
Automobiles 


Bank Advertising 
Bank Forms 
Banks for Sale 
Bank Signs 
Blank Books 
Boxes 
Bookkeeping Machines 
Brokers 

Bronze Doors 

Bronze Memorials 
Bronze Name Plates 
Bronze Work 

Budget System 
Burglar Alarms 


Cabinets 
Calculators 
Cancelling Machines 
Cash Registers 
Chairs 

Checks 

caees Writers 


pe 

Coin Boxes 5 

Coin Changers 

Coin Counters 

Coin Wrappers 
Construction Materials 


Deposit Books 
Deposit Slips 

Desks 

Dictation Machines 
Display Signs 
Duplicators 


Electric Signs 
Elevators 
Engineers 
Engraving 
Envelopes 
Envelope Sealers 
Erasers 

Expense Books 
Eye Shades 


Farm Mortgages 
Fasteners 

Filing Boxes 
Filing Cabinets 
Filing Supplies 
Filing Speciaities 
Furniture 


Glass Desk Pads 
Geld Pens 
Gummed Tape Sealers 


Heating Devices 
Heating Systems 
Heat Regulators 
Hener Rolls 


ice Machines 
Iinceme Tax Experts 
indelible Ink 
indexes 

index Guides 

index Tabs 

Inking Pads 

inks 

Iinkstands 
investment Houses 


Ledger Paper 
Letter Distributors 
Lighting Fixture 
Linoleum 
Lithographing 
Lockers 

— ang Binders 


L u 
Loose Leaf Shsets 


Mailing Machines 
Mall Order Service 
Pins 


Memo Books 
Metal Equipment 
Metal Furniture 
Metal Stands 
Moisteners 


Office Stationery 
Office Supplies 
Ornamental tron 


Paper 

Pass Books 

Patents 

Payroll Caiculators 
Pencil Clips 

Pencils 

Pencil Sharpeners 
Penholders 
Perforators 

Phone Attachments 
Phone List Holder 
Spesoarage Copying 


ns 

Plumbing Fixtures 
Portfolies 

Postal Scales 

Press Clippings 
Printing 


Rubber Bands 
Rubber Goods 
Rubber Signatures 
Rubber Stamps 


Safes 

Safety Check Paper 
Safety Deposit Boxes 
Safety Locks 

Second Hand Safes 
Service Rolls 

Stamp Affixers 
Signal and Call Systems 
Statuary Bronze 
Steel Pens 

Steneg. Note Books 


Tables 

Tax Service 
Terra Cotta 
Thumb Tacks 
Tickets 

Time Stamps 
Tractors 
Trays 


Typewriter Carbens 
Typewriter Ribbons 
Typewriter Reliers 
Typewriters 
Typewriters Rebuilt 
Typewriters Supplies 


U. S. Treasury Service 
Vaults 


Waste Baskets 
Window Shades 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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CLASSIFIED ADVERTISEMENTS 


Advertisements will be accepted under this heading at FIVE CENTS per word, signatures, 
address, name and heading to be counted. Send cash with your order. Answers addressed 
care of the BANKERS’ MONTHLY will be forwarded promptly. 


BOOKS FOR SALE ADVERTISING SERVICE _ 


6 DIFFERENT BUSINESS PUBLICA- Ernst F. Gardner, 511-A Ridge Arcade, 
TIONS covering Accounting, Advertising, Admini- Kansas City, Mo., writes advertising ~ copy 
stration, Merchandising, Salesmanship and Tax- | that gets what it goes after. Seventeen years | 
ation all prepaid only 25c. Value $1.50. In- experience. Nationally known as _ writer of 
structive, educational, practical Walhamore | Powerful, convincing, profit-producing advertise 
Co., Lafayette Bldg., Philadelphia, Pa. 7*-t2, ments, Jetters, circulars, booklets. Submit your 











HOME AND POCKET SAVINGS 


PARISIAN NOVELTY CO., 140-159 W 
22nd St. Chicago. 25 years of experience! 
Originators and Manufacturers of Savings 
Banks, Souvenirs for Openings, Anniversaries, 
Fairs, etc. R*-12ti, 




























































ia sales problem for free suggestions. 9*-1 ti. 
500 THINGS TO SELL BY MAIL. Re |S, 

BANKS FOR : SALE markable new publication. Workable plans and PATENTS : 

Southern California Banks. Business and} methods. Loose-leaf, Cloth binder. Prepaid : é 
living conditions warrant investigation. Write’ $1.00. Walhamore Company, Lafayette Bldg., Bankers and Attorneys having clients who 
the Thompson-Sanders Company. Suite 210 Philadelphia, ‘Pa. 7* -tf: wish to patent inventions are invited to write 

Story Building, Los Angeles, Calif. . t. sald t  eat ta for particulars and terms. 

—_——— ————— - — “36 ACCOUNTING PROBLEMS SOLVED WATSON E. COLEMAN, Patent lawyer, 624 


We negotiate confidentially the sale of bank: 
or interests therein. Inquiries solicited in 
confidence from prospective purchasers and 





by C. P. A.” Cloth bound, loose leaf, new, “F Street, N. W., Washington, D. C. 6*12 ti 
original, up-to-date, valuable. cupelt, ise. SE 

Ww ; te Bldg., i - 

= Company, Lafayet g ona PRINTING 

























































sellers. The National Business Bourse, Inc., 19 3.3, 
8. LaSalle St., Chicago, Il. 7*-3 ti Fihi — 
~ _ - 7 inti y h and Farnam 
z os 5 T HERMAN VOSS COMPANY, 603- Omaha Printing Company, 13t d rf 
FOR SALE 07 meee Water St., siiteaiece, Wis. Man- | Sts., Omaha, U. S. A. Lithographers, wore ti 
a ein CCC sufacturers of Diaries and Memo Books, Bank | Stationers, Office Furniture. 7 
MAILING LISTS of high character, authentic = a eh 








Check Cases and Deposit Books. 8*-12 ti = = 
re SITUATION WANTED > 
EMBOSSED STATIONERY 


sources, any classification. Data with prices 
furnished promptly without obligation. Perhap 
you desire to circularize! We shall be glad to 
serve you in the same effective manner as we 
have served thousands. Martinek Company, 9 














Position wanted in Country Bank by a sea 
soned, experienced cashier—Accounting—Notary 



















Humphrey Street, Corona, New York. 8*-t.f. Embossed Business and Personal Stationery. | ——Insurance—Real oe 
ee Bet Samples, Daniels Company, Pittston, Pa. 9*-6 ti. Sales—Community efforts. Now charge of 0 -— 








fice accounting and credits of corporation operat- 


BANK and INSTITUTIONS which have ing department stores. Married. Qualified, ef- 


SAFETY DEPOSIT BOXES for rent must re 





i s ,, likable. Address Box 4, ¢c 0 
tain accurate record of customers. OUR CARD LEATHER SPECIALTIES oues Wace 536 S. Clark St., Chicago, 
SYSTEM provides clear, complete record, pro- SS a en ie eee eee =. 9*-1 ti 
tects institution regarding liability and releas THE BEACH LEATHER COMPANY, COS- : = 








bank when customer checks out. Send for HOCTON, OHIO. Manufacturers of Leather = : “2 















sample mentioning number of boxes in use| Novelties for Advertising purposes. Pocket WANTED 
a —— RECORD SERVICE, Box Books, Key Cases, Bill‘folds, Memo Cases, etc. EXECUTIVES e 
101, icago, : t.f. 7*-6ti. 


Executives seeking superior connections find 
our confidential service extremely satisfactory. 


ADVERTISING SPECIALTIES Let our Mr. H. H. Harrison confidentially 


negotiate for you ‘suitable positions with proper 












Safes—Burglar and fireproof, Secondhan 
every size, style and make. Cheap. John 
Murray 126 E. Pearl St. Cincinnati, Ohio 

: 1*-12 ti, 





” employers, as he has successfully done for thou- 
Street Car Cards—For Banks. “Byhograph”’ gp others since 1909. Inquiries invited 
















. BS ~ = Paint Stencil Process. Beautiful color effects. | THE NATIONAL BUSINESS BOURSE, Inc. 
\ddressograph : Commercial Graphophone Send for samples. Byrne Display Service, 48 Confidential Negotiators. Association Building 
Holzapfel, Cleona, Pa. 5*-6 ti] East 4th St., St. Paul, Minn. 8*-6 ti Chicago. T*-12ti 
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ee 
What Does Growth Mean? 


UDDEN growth covering a short period may be 

of the mushroom variety. It may mean great 
aggressive sales energy, temporarily favorable market 
conditions, or an appeal to the investor’s cupidity 
through mistruths. 


But a steady growth through the years indicates 
that an enterprise is founded upon right principles 
and managed by capable hands. When the growth 
of an enterprise is steady and consistent for a period 
of years, it is a good enterprise. 


PPT TT ee 


Those who have watched the progress of The 
Cleveland Discount Company are not surprised that 
its July statement showed assets of $42,000,000.00, 
an increase of $20,000,000.00 since January Ist of 
this year. That gain is consistent with those over 
preceding years. Because the business is first mort- 
gages on real estate, and because it is handled by 
careful and conservative hands, such growth is 
normal and to be expected. 


We offer to banks guaranteed first mortgage real 
estate gold bonds as a safe and salable security for 
their own investments and for their clients. 
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PUvVETE 


THE 
CLEVELAND DISCOUNT 


COMPANY 


NEW YORK CLEVELAND LOS ANGELES 
PHILADELPHIA BALTIMORE 


DES MOINES AND OTHER PRINCIPAL CITIES 


TOVUTITRI 
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